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Unit No. 16 


Contains 6 No. 2616 Eveready Flash- 
lights, cases only, including lamps but 
not unit cells. 

List value (without batteries) $8.70 
Dealer’s net price - - - - 5.64 


Unit No. 04 
Contains 6 No. 2604 Eveready Flash- 
lights, cases only, including lamps but 
not unit cells. 
List value (without batteries) $4.20 
Dealer’s net price - - - - 2.94 


Your dealers just have to open the attractive, bright- 
eady Display Deals 04, 16 and 71 and 


They feature themselves in a 


colored Ever 
put them on a counter. 
way no customer can miss. These attractive deals 
have increased flashlight sales as much as three and 
four hundred per cent for many jobbers. 

The quality of the Eveready line and the universal 
preference for Eveready Flashlights and Batteries, 
built up by consumer experience and extensive na- 
tional advertising, make the numbers in the 04, 16 
and 71 Display Deals sell on sight. These three deals 
meet practically every demand for a flashlight—they 
are made up of models that represent ninety per cent 
of Eveready Flashlight sales. A dealer can’t miss a 
flashlight sale when he carries these deals. 

Write us today about the fast-moving Display 
Deals 04, 16 and 71. 


makes steady profits. 


Carry a line that sells itself and 


NATIONAL CARBON CO., Inc., New York, N. Y. 
Branches: 

ATLANTA, CuHIcaco, Kansas City, Lone Istanp City, Sawn FRANCISCO 

Unit of Unicn Carbide Tt and Carbon Corporation 
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Unit No. 71 
Contains 6 No. 2671 Eveready Flash- 


lights, cases only, 
not unit cells. 


List value (without batteries) $8.7 
Dealer’s net price - - - 5. 


MATIONAL CARBON CO."*| 
NEW YORK-SAN FRANCISCO 


MaDe IN U.S.A. 


including lamps but 


Every flashlight sale 
makes a future 
steady customer for 
Eveready Flashlight 


Batteries and Ever- 
UNIT cett eady-Mazda Lamps. 
FOR FrasHLiGHTs Stock these items. 





EVEREADY 


FLASHLIGHTS 
&’ BATTERIES 


-they sell faster 
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SIGNAL ENGINEERING PRODUCTS 
LEAD THE FIELD 


Note that all mech- 
anism is concealed 
under Bell Shell. 


We are the origina- 
tors of this type of 


bell. 


IGNAL ENGINEERING Products rep- 

resent a highly profitable and complete 
line of signaling and control equipment upon 
which the jobber can concentrate to real ad- 
vantage. 


Not only are Signal Engineering products super- 

ior but they are recognized as such. Our list of 
users proves that. And the extensive demand for 
them that already exists is being increased in leaps 
and bounds by our widespread advertising. 


Signal Engineering Products embody all the latest 
developments in mechanical and electrical engineer- 








ing. The Signal Engineering Vibrating 
Eell illustrated above is indicative of the 
Quality of the entire line, 


Send for our new linen price lists. They will 
make your selling easy—everything boiled down 
to easily-understood essentials and everything 
graphically illustrated. 
Signal Engineering Products 
GENERAL CONTROL EQUIPMENT. ALL TYPES OF SIGNALS. RE- 


LAYS FOR ALL PURPOSES. CODE CALLING SYSTEMS. FIRE 
ALARM SYSTEMS. TANK ALARM SYSTEMS. 


Bring your signaling control problems to us. Our en- 
gineering department offers the fullest cooperation. 





Note Full Name and Address 


SIGNAL 


ENGINEERING & MFG. CO. 
49 SEVENTH AVE., NEW YORK, N. Y. 


| WN " | TUE LLU 
WN 


This coupon attached’ to your letterhead 
will bring full information concerning 
Signal Engineering Products. 

















HE Commercial Electrical Supply Co., St. 

Louis, was'incorporated April 6, 1892. At its 
first location, 821 Pine St., it occupied a building of 
approximately 6000 sq. ft. In 1896 the business was 
moved to 1007 Market St. where the quarters were 
practically doubled. In 1905 it again became neces- 
sary to secure larger quarters and the third move 
was made to the north east corner of 15th & Pine St. 
in quarters of approximately 40,000 sq. ft. Fourteen 
years later this building was again outgrown and the 
company moved to its present location January 1, 
1919 known as Broadway & Spruce St. This build- 
ing has five floors and basement covering approxi- 
| mately 90,000 sq. ft. 

The company now employs 115 people of which 
there are 25 salesmen. The building is completely 
equipped with electrical labor saving devices in every 
department, in the office and warehouse. Recently, 
' radio call system was installed enabling the opera- 
tor to locate any employee in any part of the build- 
ig. This equipment is operated at the telephone 
witechboard, and radio loud speakers are on each 
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COMMERCIAL ELECTRICAL SUPPLY CO., ST. LOUIS 


F. D. Phillips, Gen. Sales Mgr. W. H. Nolker, Pres. Riley De Lano, Vice-Pres. & Gen. Mgr. 





floor and in each enclosed department in the build- 
ing so that when the telephone operator wishes to 
locate any individual she calls the name into the 
transmitter attached to the switchboard and the name 
is sounded simultaneously in all parts of the building. 
The person who is being called immediately answers 
on the nearest telephone. This system works out 
much better than the bell or buzzer system as it is 
less confusing. 
Looking Ahead to 1950 

We believe that the business of the electrical wholesaler 
will continue to keep apace and grow with the progress, 
development and expansion of the electrical industry. We 
believe that distribution will be affected more and more 
through proper channels, that is—from manufacturer to 
wholesaler, from wholesaler to dealer and from dealer to 
consumer. The electrical specialties and luxuries of today 
will become the necessities of tomorrow. The electrical 
wholesaler is and will continue to be a vital and necessary 
part for distribution of electrical supplies. 


ittlaehiy 



























4 


THE JOBBER’S)SALESMAN 








FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE WHOLESALER IS THE MOST IMPORTANT MAN IN THE INDUSTrR 





The Okonite-Callender Cable 
Company, Inc. 


FACTORIES: PASSAIC, N. J., PATERSON, N. J. 


CHICAGO PITTSBURGH 
DALLAS 
BOSTON 


SAN FRANCISCO 


on™ 


It is NOT putting the 


cart before the horse— 


—even if you bring up the ques- 
tion of splicing materials before 
you sell your customer his rubber 
insulated wire. 


In fact, when you tell a cus- 
tomer that his splicing materials 
should be as strong and lasting as 
the insulation on his wire, it will 
help to focus his attention on the 
quality of wire. 


Whether you mention them 
first or last, however, splicing 
materials and wire should al- 
ways be sold together 
and, from start to fin- 
ish, you will give 


The Okonite Company 





SALES OFFICES: NEW YORK 
ST. LOUIS ATLANTA BIRMINGHAM 
LOS ANGELES 


Novelty Electric Co., Philadelphia, Pa. 


F. D. Lawrence Electric Co., Cincinnati, O. 


Canadian Representatives: 
Engineering Materials Limited 
Montreal 
Cuban Representatives: 
Victor G. Mendoza Co. 
Havana 


SEATTLE 


the buyer greatest satisfaction 
when you sell him Okonite, Man- 
son and Dundee Tapes. 


Okonite Tape is the ideal splic- 
ing compound while Manson is the 
ideal friction tape to finish off the 
job. The Dundee twins, “A” and 
“B,” hold up their end at slightly 
lower cost. All are members of 
the Okonite quality family—prod- 
ucts that stand first because they 
last. 
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The Economic Functions of 
Electrical Wholesaling 


The Wholesaler Is Flourishing Not Because of Lack 
of Foresight Among Producers and Dealers, But Be- 
cause He Renders Essential Services at Satisfactory Cost 


By THEODORE N. BECKMAN, Ph. D. 


" HERE is probably no subject to which manu- 
facturers are giving more serious thought at 


the present time than that of the wholesale dis- 
tribution of their products. In nearly every line of in- 
dustry some of the major problems to which especial 
attention is being given by business men at the present 
time are the problems of wholesale distribution.”’ These 
are statements from an address 
of the American 
Association by 
T. Copeland 
of Harvard University, an 
eminent 


delivered at the last 


convention = 


Economic 
Professor M. 


authority in the 
eld of marketing. 

Verily, the 
wholesaling has never been 


subject of 


so widely discussed and so 
seriously studied as it is to- 
day. Only recently have we 
come to realize its vital im- 
and the _ tremen- 
dously significant position it 
occupies in the field of dis- 
tribution. 


portance 


We are truly pass- 
ing through a period of ren- 
aissance with 
terest in the 
wholesaling. 


respect to in- 
subject of 


lvidences of Growing In- 
rest in Wholesaling. To 
prove the veracity of these 
vtatements, attention must be 
led to stirring events bear- 
» on the subject which have smaneiieaataeas 








group of hardware wholesalers located in the Missouri 
River territory. This educational campaign is carried 
on with the co-operation of and through the “Implement 
and Hardware Trade Journal” and has already at- 
tracted national attention although it is only about to 
ry’ . 
The this 


movement is to widen wholesaler channels of distribution 


celebrate its first anniversary. purpose of 
by a clear exposition of the wholesaler’s place in our 
distributive machinery. Its 

aim is to educate the public 
at large, as well as retailers 
and manufacturers relative 
to the economics of hardware 
wholesaling, with especial 
emphasis on the stimulation 
of interest on the part of the 
wholesaler’s salesmen, _ be- 
cause of the recognition that 
the salesman occupies a 
strategic position due to his 
direct and constant 
with the wholesaler’s trade. 
So far, the 
campaign of the 


River Hardware Wholesalers 


contact 


educational 
Missouri 


has proved fruitful of bene- 
ficial results, and others have 


already followed in their 
footsteps. A somewhat sim- 
ilar campaign, it is said, is 
being initiated by the na- 
tional organization of dry 


goods wholesalers, and it is 


~ the feeling of observers that 


'y recently taken place. the surtace has hardly been 
robably the most interest- 
“ event is the 


vement 


THEODORE N. BECKMAN Ph.D. 
Professor of Marketing, Ohio State 
University, Columbus, O. 

Author of ‘‘Wholesaling” and ‘‘Credits and 
Collections in Theory and Practice” 


scratched. The possibility of 


pioneer educating manufacturers on 


sponsored by a the one hand and retailers on 
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the other as to the economics of wholesaling is unlimited. 
Even the wholesalers themselves, and certainly their 
salesmen, will find it profitable to become better grounded 
in the economics of wholesale distribution. Such cam- 
paigns not only prevent direct buying on the part of re- 
tailers, but also save many of them from the hands of 
creditors’ committees as a result of such activity. 

Other evidences of the growing interest in wholesaling 
may be cited. For the first time in the history of the 
American Economic Association has this. subject appeared 
on its program during their last convention when it was 
discussed under the title, ““The Present Status of Whole- 
sale Trade.’’ Similar interest, even of greater intensity, 
has been evidenced by the action of the Chamber of Com- 
merce of the United States which, for the first time in its 
existence, sponsored a National Wholesale Conference 
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held in Washington on February 14 and 15 for the pu: 
pose of discussing and systematically studying wholesa| 
ing and its peculiar problems. 

Wholesaling Unduly Criticized. There seems to } 
good evidence that probably no middleman has been a 
tacked and criticized so severely and so persistently as 
the wholesaler. In fact, he has been “eliminated” from 
the scheme of things ever since he came‘into existence 
He was “doomed” to extinction time and again and his 
passing from the picture has been publicly announced at 
frequent intervals within the past decade. The unin 
formed and uninitiated are even now engaged in specula- 
tions as to how soon the wholesaler will disappear alto 
gether. ‘ 

This general attitude toward the wholesaler is due 
partly to unsettled conditions in (Turn to Page 114) 








Declaration of 
General Merchandising Principles 


Since the efforts of the Power Companies form the 
only continuous means of promoting the sale of elec- 
trical appliances, we believe the best interests of manu- 
facturer, dealer and consumer require the continuance 
of the merchandising activities of Power Companies, 
and that the following general principles should be 
observed: 


1. All discussions of the problems of the rela- 
tions of Power Companies and dealers 
selling electrical appliances must be based 
upon proper and adequate service to the 
ultimate consumer. 

2. There should be a segregation of the account- 
ing of the merchandising departments of 
Power Companies from their public utility 
functions and all items of expense incurred 
in the merchandising of appliances should 
be charged to the merchandising activities. 

3. It is recognized, however, that expenses in- 
curred in the pioneering of appliances which 
have not yet met with sufficient public ac- 
ceptance to be merchandise items in the 
stocks of local progressive dealers, and 
general advertising for the development of 
the market for appliance service, should 
properly be charged to the promotion ac- 
counts of the Power Companies and not 
charged to merchandising. 

4. This Conference recommends to Power Com- 
panies and independent dealers the neces- 
sity of constructive cooperation in their 
local fields for the better development of 
the electrical appliance business. 

LEW HAHN, Managing Director 
National Dry Goods Association 
HERBERT P. SHEETS, Managing Director 
National Retail Hardware Dealers Association 
LAURENCE W. DAVIS, General Manager 
Association of Electragists, International 
R. R. RAU, Secretary 
National Retail Furniture Association 
GEORGE A. FERNLEY, Secretary-Treasurer 
National Hardware Association of the United 
States 
SAMUEL C. HENRY, Secretary 
National Association of Retail Druggists 
PAUL S. CLAPP, Managing Director 
National Electric Light Association 





Seven Associations Agree On Merchandising 
Principles and Standards 









Electrical Merchandising 


Standards 


Since it is consistent with the Power Company interest 
in broadening the market for its Service to encourage 
established outlets engaged in the sale of electrical mer- 
chandise, we suggest the following selling standards: 


1. The general sale of electric devices at mar- 
gins commensurate with the cost of selling 
is the only sound merchandise practice, and 
is conducive to constructive building in the 
appliance merchandising field. 


2. When combination sales are advisable, ad- 
equate margins should govern selling 
prices. Only the “true value” of articles 
should be stated in the advertising. 


3. Deferred payments in connection with the 
sale of all merchandise is universal prac- 
tice, and is accepted by sound financial 
authority and favored by the public. A 
period not exceeding eighteen (18) months 
is recommended as maximum time allow- 
ance for load-building devices in the pio- 
neering stage; and a period not exceeding 
fifteen (15) months for financing motor- 
driven devices having general public accept- 
ance. Relatively shorter terms, on a self- 
supporting basis, should be extended on 
items selling for less than $25.00. A carry- 
ing charge for financing service should be 
made in all cases, and an initial payment 
ne required large enough to constitute a 
sale. ; 


4. The Power Company is in the merchandising 
business for the promotion of devices which 
constitute a medium of electric service. 
There are kindred lines to merchandise, 
which are naturally used in conjunction 
with the appliances, but we suggest it is 
not desirable for the Merchandising De- 
partment of the Power Company to engage 
generally in the direct sale of non-electric 
devices. 

5. We recommend an adequate classification of 
Merchandising Accounts by our Associa- 
tion. 

C. E. GREENWOOD, Chairman. 

General Merchandising Com., N. E. L. A. 
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Hitch-Hiking To Mansfield 


The Story of An Electrical Wholesaler’s Salesman Who 
Wanted To Learn More About the Product He Was Handling 


Ky 0 last spring ‘““Duke’’ Bender was asked to side salesman in the store of the H. C. Roberts Electric 





decide the date on which he wished to start his Supply Co. in Reading, Pa. This young man is little 
annual vacation. There isn’t anything out of the more than a boy in appearance and reserved in manner, 
ordinary about that—just a routine decision performed though very friendly to those with whom he has contact. 


by millions each spring throughout the country. But One might have the impression that working as an in- 
there is something different in the manner this particylar side salesman for such an organization would become quite 
vacation was to be spent. monotonous within a short time. Not so, however, for the 


“Duke” is the nickname of Anthony J. Bender, an in- man who is interested in his job. “Duke” was interested 





H. C. Thomas, Assistant General Manager, Merchandising Department, Westinghouse Electric and Manufacturing 
Co., Presenting Check to “Duke’’ Bender, Young and Ambitious Salesman of 
H. C. Roberts Electric Supply Co. 
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in electrical merchandise from the beginning of his career 
with Roberts. This interest did not lag with the pass- 
ing of time but rather increased to enthusiasm. Each new 
article represented manufacturing and electrical difficulties 
How were these intricate ranges, 
This question became 


ingeniously overcome. 
irons and heaters manufactured ? 
an obsession with “Duke” until he hit upon a plan to 
solve it for himself. 

Why not go out to Mansfield, Ohio, where the appli- 
ances are manufactured, visit the Westinghouse 
plant? In a week there was certainly plenty of time to 
get there, inspect the plant thoroughly and get back to 


and 


Reading. Moreover, upon his return he would certainly 
find himself a much more valuable salesman than at the 
start of his novel vacation. When it is considered that 
there are numerous places, far more interesting to the 
ordinary man than going to a factory, Bender’s decision 
was not only unusual but decidedly unique. 

The real difficulty of this proposed trip was money. 
“Duke” has to help support his family, and the trip neces- 
sarily had to be taken in the most economical way possi- 


ble. 


conclusion that he would have to get to Mansfield by 


After thinking over this handicap, he came to the 


means of “hitch-hiking.” 

On Saturday afternoon, July 7, at two o’eclock, “Duke” 
started West on his journey of nearly 500 miles to Mans- 
freld, Ohio. 


on his back became burdensome from time to time. 


It was a hot, sultry day and the knapsack 
Rides 
were none too plentiful, and darkness found him in Get- 
tysburg. The first night “Duke” slept out in the open 
with a slicker wrapped around him to keep out the pene- 
trating night air. 

Soon after leaving Gettysburg, the Lincoln Highway 
Mountains. “Duke” 


well into ‘the 


climbs 


Allegheny 





tramped along this route for eight weary miles befor: 
kind-hearted motorist stopped to give him a lift. | 
nightfall, he arrived in Ambridge, Pa., after having sv 
cessfully maneuvered his way through the difficult met: 
politan area of Pittsburgh. Monday morning in the r 
markably short time of five and one-half hours, “Duk: 
covered the stretch of territory from Ambridge to Man: 
field, and while he was covering this last lap anoth++ 
chapter to the story was being made by his employers. 
the H. C. Roberts Co. 

The manager of the Reading store, upon learning th. 
conditions under which young Bender was traveling, im 
mediately got in touch with Mansfield and explained the 
situation, asking that the courtesies of the plant be ex 
tended to his man. He also disclosed that the Roberts 
company was forwarding a check to cover “Duke’s’”’ rail 
road fare on the return journey. 

Upon his arrival at the plant, “Duke” was introduced 
to the members of the sales department who took him 
through the various manufacturing departments. In each 
division, some person connected with that division ex- 
B.C. 
Thomas, assistant general manager of the merchandising 
department, presented to “Duke” the check which had 
been forwarded by the H. C. Roberts Co. 

This is a story of a man who wanted to learn and did 
learn more about the product that he is handling and sell- 
The method he employed was unusual, colorful, and 
worthy of note. Bender is a credit to himself, to the H. 
C. Roberts Co., and to Westinghouse. Men with such a 
To them nothing is 


plained the many manufacturing processes to him. 


ing 
Ing. 


spirit can’t help being successful. 
impossible; there is no such word as “can’t.” A glance at 
the sales record of Anthony Bender clearly indicates that 
he has the “makings” of a star salesman. In a recent 


automatic iron campaign, he sold over 100 of these irons. 





Don’ts For Salesmen 






As Compiled From Interviews With Wholesalers’ Salesmen 


ON’T do anything to make your prospects or customers 
jealous of other dealers. For instance, don’t comment too 
forcefully on the great success that other dealers are attaining 
because that sort of thing might make the dealers you are talk- 
ing to feel envious. Once you make a prospect or customer 
jealous of some other dealer you take his mind off the things 
you are trying to sell him and so make it that much harder to 
put sales across. 

Don’t “tattle” on the things you discover the dealer’s em- 
ployees doing in his absence, unless their offenses are so great 
as to merit severe action by the dealer. The salesman who 
“tattles” about inconsequential things appears to the dealer to 
be making conversation just for the purpose of seeming to be 
looking out for the dealer’s interests while not really doing any- 
thing worth while for him at all. This sort of thing, then is 
quite apt to turn the dealer against the salesman and make it 
that much harder for the latter. 

Don’t spend too much time trying to tell dealers how to move 
the “stickers” in their stock. Simply stay away from selling 
them more of the same sort of goods and let them work out 
their own merchandising problems. ‘Too great emphasis on the 
part of the salesman on the proposition of helping the dealer 
sell stickers may appear to the latter as though the salesman 
felt a great responsibility in the matter and this may make the 
dealer think the salesman holds himself to blame. Which will 
make the dealer feel like not patronizing the salesman. 

Don’t crab about anything to the dealer—business, the 


weather, the state of your health or anything else. The crabbing 
salesman has one certain effect on the dealer, which is to make 
This, in 


the dealer feel that the salesman isn’t doing so well. 


By FRANK H. WILLIAMS 











turn, makes the dealer feel there’s a reason for the salesman’s 
lack of success and this, finally, makes the dealer suspicious 
of the salesman and his goods and makes him feel less like 
purchasing. 

Don’t pull any sort of tricks on the dealer which are calcu- 
lated to make him embarrassed or sore or humiliated. A trick 
flower in the coat buttonhole which squirts water in the pros- 
pect’s face might give the salesman a great kick, but it would 
be certain to hurt his business tremendously. 

Don’t fail to be enthusiastic about the goods you are selling. 
A salesman to get by in good shape must have faith in the 
goods he is selling and must show his prospects and customers 
that he has this faith, And what better way of showing faith 
in goods than by being enthusiastic about them? 

Don’t fail to keep promises made to your customers even 
though the customers themselves may have forgotten all about 
them. Fvery time you make a promise, put it down in writing 

-even though it may relate to nothing more important than to 
dig up a copy of some old advertising matter for the dealer. 
Then file this away so that it will turn up at the proper time. 
And when it does turn up, act on it at once. There’s hardly 
anything will make a better impression on the trade than metic- 
ulous care in keeping all promises. 

Don't make yourself too much at home in the dealer’s store 
Wait to be asked to step behind his counters and to go into his 
warehouse. If you make yourself too much at home in the 
dealer's store he may not only feel like not giving you @n) 
business but he may also feel like kicking you out of the place. 

Don’t let yourself grow old-fashioned. The alert, up-to-date, 
up-and-coming salesman is the one who gets the business. 
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The Dumb Speak 


Wherein I Learned the Lesson That It Pays To 
Be Rough Sometimes If Gentle Methods Fail 


By M. C. 


ELLOW wholesalers’ salesmen’ will recognize 
F Friend Wooden-head, although they know him by 

various names, many of them unprintable. He is 
the dealer—or the industrial purchasing agent— who im- 
personates a corpse sit- 


CAHILL 


which wasn’t easy, and went bravely through the door- 
way to the back of the store, where waist-high railings 
fenced in the dealer’s desk. I went in, introduced myself, 
sat down and started selling. And all the while he sat 

up straight as a poker, 





ting up, and all the while 


looking at me with his 





you are sweating blood 
trying to put over your 
sales story without being 





fish-eye stare! 
I had a good “‘special”’ 





that week, and played it 





able to tell by the bat of 
an eye or nod of head 
how he is taking it! Sure, 
you've got one in your 
territory and so has al- 
most every salesman. 
This little yarn is about 
one who used to be in my 
territory. 

My sales manger had 
panned me for not call- 
ing on Friend Wooden- 
head, who as everyone 
knew was buying his sup- 
plies by mail from an- 
other state. About a year 
previously, just after I 
had been assigned the 
territory, I made a call 
on this dealer and went 
down to defeat before the 
Great Silence. I swore 
then and there that he 
would never again be 
bothered by me. So you 
see, this was not my first 
panning, but I had al- 
ways alibied that the 








up good. The sales story 
was built to elicit some 
response from the dealer, 
either for or against it. 
I came to—and passed— 
the first point where a re- 
sponse had been expect- 
ed. Friend Wooden-head 





never budged. I passed 
the second and_ third 
points with the same re- 





sult. It was maddening; 
I wanted to jump up and 
run, or sock him in the 
jaw —anything to get 
away from that damnable 
fish-eye stare! 

With an effort, I con- 
trolled myself and con- 
tinued to sell the “‘spe- 
cial.” At the fourth 
point, I asked him point- 





blank for an opinion, and 
he just looked a_ hole 
through me. 

That was the last 
straw. I saw red, and I 
jumped up and_ wig- 








other dealer in town 
would jump over the 
traces if Friend Wooden- 
head took on our exclu- 
sive lines. But, this alibi 
finally lost its magic powers and the sales manger de- 
manded an order from the dealer. 

An order from Friend Wooden-head would run into real 
coin for the salesman who could get it, but competing 
salesmen in the territory were no more interested in it 
than I was. But, my sales manager's night letter put the 
issue squarely up to me—get the order or come in! I 
was making good money, with one of the best electrical 
Wholesale houses in the country, and I wanted to stay in 


‘hat same position. I determined to sell that dealer or go 


| of his store on my neck! 
Two days later, I was on the sidewalk in front of 
riend Wooden-head’s store. I got a grip on myself, 


That Was the Last Straw. I Saw Red and I Jumped Up and Wig- 
wagged my Fingers, Hands and Elbows. Wooden-head Stood 
It for 20 Seconds and Then Broke Under the Strain. 


wagged my fingers, hands 
and elbows. Wooden- 
head stood it for 20 sec- 
onds, and then broke un- 
der the strain. 

“What the hell circus did you break away from?” he 
shouted, sore as a boil, and his face turning reddish- 
purple. 

“Oh, this?” I said, calmly. “That’s the language for 
the dumb!” 

That last word got under his skin, and I saw him stiffen 
in the chair. If ever anyone’s eyes blazed, Friend Wood- 
en-head’s did. I was ready for anything, and nothing 
would have pleased me better than taking a rap at him. 

In the next few seconds, I had everything figured out. 
As soon as he got to his feet, I'd shift and sling my left 
for his jaw. But he didn’t give me that chance, for in a 
few seconds his sense of humor (Turn to Page 122) 
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If You 
Would Sell 


Lighting Equipment 
GET UP IN THE 





HAT do you mean, get up in the air? Thought- 
arresting words, are they not, when applied to 
such a subject as the sale of lighting equip- 

The words have a double significance—figurative 

and literal—and if you really want to know, ask Van 

N. Marker, president of the Revere Electric Co., of 

Chicago, a wholesaler, by the way, who carries one of 

the largest stocks of industrial lighting equipment in the 

Van got 


ment ? 


mid-west metropolis, and keeps it moving. 
started not long ago and what follows represents, as 
accurately as could be taken down, the words that came 
tumbling forth on that, to him, always hot subject. 
When I say: “get up in the air,’ I mean just that. 
Last night, I went out to a flying field. Twelve of us 
got into a big plane and flew over the city of Chicago 
I want to tell you that it was the 
For the 
first time I looked down there upon my customers and 
prospects—the whole field where my men and I have 
been trying to do our bit in spreading the gospel of 


for half an hour. 
most marvelous sight I have ever witnessed. 


light. 

And now | must make a confession. In all the years 
I have been selling illumination and talking of its pos- 
sibilities and its future, I have had no real picture or 
conception of what I was talking about It was only 
when I “got up in the air” that I really felt that I 
knew what lighting meant. 

Down there below me, swimming into the glittering 
panorama, came the Crane plant, acres upon acres of 
And so with the great McCormick 
of others. Then, too, 
stretching away into distances, remote even at our height, 
were the radiating arterial streets and boulevards; im- 
mense streamers of light, filled in all-around with a car- 


it, brilliant as day. 


harvester works and a_ score 


pet of matchless design and brilliancy. 


I sought after a time to get my mind off the utter 


.demanded, on illumination. 















What 


did this experience present in the way of selling in- 


beauty of the scene, and to talk shop with myself. 
spiration? Many things. 

Often had I gone into the front door of those great 
plants. I saw the purchasing agent, superintendent, elec- 
trician or whoever it might be. I talked learnedly, or 
vehemently, with my mouth or my hands as the occasion 
I thought I grasped the 
possibilities but I didn’t—not until I “got up in the air.” 
I thought before of units or groups, or rooms or even 


whole departments. Now I think in acres and car loads. 


I have gone along a street, as every salesman has, 
and sold a dealer. As I came out, my eye could encom- 
pass but three or four blocks up and down that street. 
Of course my records and my personal knowledge told 
me that there were other dealers scattered about in re- 
But now that I have “been up in the air’ 
I can vision miles upon miles of dealers, and dealers’ 


mote places. 


customers by the thousand upon thousand. 


It is not necessary for me to say that enthusiasm is 
the first essential in selling, and be you executive, sales 
manager, or salesman, I would say, if you would have 
enthusiasm for lighting go up, away up, and look down 
upon what the central station company, and you and 
your competitors and your dealers have done. And then 
think how this is only a begitming and how much 
will yet be done as these cities and their institutions 
grow. 

In all seriousness, I would suggest that every sales 
man take a night trip over his territory or such part of 
it as the expense account will stand for. Take your bes' 
customer up and let him look. Five dollars spent 0 
him in this way will give him more kick than any whit 
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mule ever supplied. And after you 
have come down, if you haven’t come 
down too fast, you can talk lighting 
to him as you never talked before. 
Figuratively speaking, before ever 
I took this night flight, I had always 
been up in the air over illumination, 
and by that I mean enthusiastic over 
the lighting lines. In my sales work, 
I have run the whole gamut of light- 
ing equipment from the old carbon 
are down through the flaming arc, 
and the tungsten, cluster, nitrogen 
and mazda periods to the mite 
modern fixtures and lighting units. 
In every period, you might say, it XQ 
has seemed at a superficial glance that 
the limit, that perfection, has been 
realized. But to me there has always N 
been a question mark after each new 
development, and today that question i sil 
mark stands bigger than ever. What next? I have an 
idea that startling new achievements in the art of il- 
lumination are still to come regularly, and that is one 
thing that keeps my enthusiasm always at high tide. It 
's a wonderful field to sell in, when the possibilities for 
growth are practically limitless, and when, at the 
ame time, every few years something new comes along 
at causes the whole works to be scrapped, and enables 
u to go out and sell the same crowd all over again. 


\ 


\ few years ago we thought we were doing pretty 
ll if we sold modern equipment to industrial plants 
ind stores here and there, or assisted our dealers to do 





. ght we ge" 
‘SS tees 


Van N. Marker of the Revere Electric 
Co., Chicago, Who Says: ‘Get Up In the 
Air to Learn What Lighting Means.” 


it. Think now of the thou- 
Mm sands of gas stations—on more 
Y corners than saloons used to be. 
Think of the flood lighting; first of a 
tower here and there and now almost 
of whole sections of cities. And just 
around the corner is highway lighting 
—scores of thousands of miles of 
brilliantly lighted highways to 
come, so that one day, if you were 
up in a super plane and could see the whole United 
States, it would be a great network, and cities would 
appear as mere brilliant spots. 


Foot candle meters, knowledge of lumens and glass- 
ware, of watts per c.p., intensities, eye strain, shop lay- 
outs and all of that are accessories to the sale, to be 
used when and as the occasion demands. But to make 
the greatest success in selling lighting you must first get 
to know lighting in its broader aspects and learn to love 
it like a moth. 

To get that way, go up into the night sky and see what 
lighting really is. 
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Materials Required 
One box, 6 by 6 by 18 ins. 
Two old brooms. 

One stick to brace brooms. 
Two yds. draping material. 
One rug. 

Six show cards. 

Three ordinary dustpans. 





Merchandise Required 


Two vacuum cleaners. 
One set of attachments. 


Practica. 


DRAPERIES & 
ANC 


Ss a \ xf j 
e—— eee MONTHLY ‘a : 
nn ee PAYMENT PLAN Ce ee 





S UGGESTIONS FOR 


WINDOW IRIMMING 


A Department of Timely and Workable Ideas 

for Wholesalers’ Salesmen to Pass on to Their 

Dealers, With Questions and Answers. 
Conducted By PAUL SUTTON 


Display Electrical Merchandise in Season 


REPAREDNESS may be applied to 
things not military. The dealer in elec- 
trical merchandise must be ready with 

each change of season to supply his customers 
with the equipment they are sure to need and 


being prepared he will increase the volume of 
There is no quicker way of letting 


his sales. 
the public know that the store is ready with 
seasonable wares than through the show win- 
dow. Valued as it is, at one fourth the rent 
paid for the store, the display space is a worth- 
while asset which should not be ignored or 
neglected. ‘The alert merchant is the one who 
will use his window for articles in demand at 
the time and not, for instance, for fans late m 
the fall when people are buying electric heat- 
ers. Because seasonable appliances are in de- 
mand for only a short time each vear, they 
should be given all possible prominence and 


then in turn be succeeded by a new line with 
the coming of another change of weather or 
activity. At the beginning of each new season, 
the articles which are in constant demand 
throughout the vear may well give place in the 
window to those for which that particular time 
creates a need. Later on, the two kinds of 
merchandise may be combined in the same dis- 
play. The window gives the dealer an oppor- 
tunity to educate the public in the use of 
appliances at times when they will be most help- 
ful in the home. With vacations over and 
thoughts turning towards making the house 
comfortable for winter, the fall brings a selling 
season for vacuum cleaners. More and more 
the housewife is interested in devices which will 
save her time and strength. So when she re- 
quires a vacuum cleaner this September, let 
her know where it may be purchased. 





What kind of covering do you consider 
best for the floor of the window? 
vest f : FB shown. 


Selection of floor covering is largely 


governed by the merchandise to be 
If living room lamps, a sew- 
ing machine and a radio are combined 
in one grouping, a rug of simple de- 


sign is best; the same rug may be thi 
foundation of a display of dining 
room appliances such as toasters, pe! 
colaiors and grills with the best look- 
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The vacuum cleaner window may be made more arresting by supplying a 
Here is an amusing contrast provided by the use ofa 


human interest motive. 


pair of well-worn ~-brooms and two shining new vacuum Cleaners. 
placed on the floor, 
Six cards complete the story of the superiority of new clean- 
The card on the two brooms, which are fastened 
together and braced in position by an extra stick, is 6 by 10 ins., and 
“WHY RAISE DUST?” 
found on the floor cards to right and left, each one half sheet upright: 
“A VACUUM CLEANER WILL TAKE IT ALL UP,” 
YOU CAN CLEAN RUGS, DRAPERIES, 
are hung two cards cut and 
painted to imitate dust pans; real dust pans may be used instead if desired. On 
the left one are the words: “DO AWAY WIT'H THE DUST PAN” and 
DON’T SWEEP!” 
center front on the floor suggests a possibility of whicn the prospective 
“MONTHLY PAYMENTS.” 
tie together the entire display if it nearly covers the floor of the window. 
If the draping material can be selected to carry out one of the colors in 
c When a one tone rug of gray or black 
is used, velours in a vivid autumn shade is a wise choice. 


variety, one of the cleaners is 
draped box. 
ing metheds over old. 
advances the question: 


(supply name of cleaner) 


FURNITURE.” Against the back wall 


on the right: “CLEAN! 


buyer may take advantage: 


the rug, the effect will be good. 





> 


For 
the other upon a 


The answer is to be 


and “WITH 


The 6 by 10 card at the 


The rug will 








ing silver and nickel ware. For an 
assortment of kitchen appliances, no- 
thing is as good as linoleum which 
may be had now in very beautiful pat- 
terns. A single piece of linoleum and 
one well chosen rug will be sufficient 
oor equipment for the store with one 
or two windows. 


Is it a good thing to use the same 
merchandise more than once in a window 
display ? 

Tr. ke = 

The quality of the merchandise and 
the style of the window have a bear- 
ing on the answer to this question. 
Perishable goods, such as lamp shades, 
which may easily become soiled are 
kept in better condition if shown only 
once for a short time and then put 
away out of the dust. If the store 
window is completely enclosed by a 
solid background, there will be less 
damage to goods by dust from the 
store and delicate things may be left 
in longer. Because appliances with 
highly polished metal surfaces, per- 
colators and irons, are easily scratched 
trom handling, it is a good thing to 
show them once in the window and 
then return them to stock before they 
The larger 
and 


lave a worn appearance. 
washing machines 


ironers, of which fewer are carried at 


appliances, 


one time, may be put into the window 
igain and again without detriment. 


it a good idea to use the same size 
‘nd color of show cards throughout a dis- 
or series of displays? 
| a 3 


Card board in different colors does 
‘vy with any chance of monotony 
‘draws more attention to the cards 
| their legends. Well selected 
‘ds in varying shades help with the 
‘or scheme. As to size, shape must 


be considered at the same time. Each 
card is planned to fit a particular lo- 
cation and its dimensions must be 
worked out accordingly. 

I have a dealer who has a large quan- 
tity of red velours which was bought for 
Christmas displays. He wonders if it is 
suitable for any other season of the year. 

R. S. 

Red in draping material is not suit- 
able for other season than the 
Christmas holidays, with the excep- 
tion of a special Valentines display, 
when red and white are the popular 
colors. Though the red velours ap- 
pear in the windows only for about 
four weeks each year between Thanks- 
giving and Christmas, your invest- 
ment will be a profitable one. No 
other color is so good for Yuletide dis- 
plays and if well taken care of after 
every using, this draping material 
should see service for many seasons. 


any 


A customer in South Dakota has an 
electric store with one display window. 
What kind of window equipment can he 
buy for about 50 dollars that will be prac- 
tical and give long service? 

S. T. 

Three kinds of are 


needed as a basis for electrical dis- 


equipment 
plays: a rug for floor covering, a 
plateau or large fixture of some kind 
above floor 


I would 


for 
level; and draping material. 
suggest that your customer spend his 


raising appliances 


money for a small taupe colored rug 
such as can be purchased for about 
12 dollars. For a window fixture he 
will find useful a plateau 6 ins. high 
with a top measurement of 30 by 24 
ins. Finished in walnut, this will 
have a very good appearance and will 
dollars. As a 


cost him about 12 


general thing, such a fixture is placed 


close to the front of the window and 
should completely 
with draping material. The attrac- 
tive finish is intended to add richness 
to the display; its proportions make 
covering difficult for it is too large 
Only 
a short length of velours is needed to 


not be covered 


to be so treated in any case. 


conceal appliance cords and to soften 
the general effect of polished wood 
and shining metal. The draping ma- 
terial had best be 10 yds. of velours 
This is suitable for 
sets off 
merchandise favorably; a 10 yd. piece 


in myrtle green. 


any season and electrical 
works out to advantage if cut into 
one 3 yd., two 2 yd. and two 1% 
yd. lengths, each piece hemmed on 
the ends. The width is 24 ins., and 
the price $2.85 a yard, These pieces 
will be useful for entirely covering 
the boxes with which a display may 


be built up. 


Is it a good thing to carry in stock and 
feature in the window more than one 
make of vacuum cleaner? 

PF; Wad. 

In a locality where there are no 
other electrical stores, the dealer can 
afford to carry more than one kind 
of vacuum cleaner in order to meet 
all demands. It is the only way in 
which he can give satisfactory service 
to the community. Sometimes a cus- 
tomer will have a prejudice against a 
particular make of cleaner which can- 
not be overcome but if a demonstra- 
tion of an entirely different type can 
be given, the sale is often made. In 
a larger shopping center where many 
other stores close at hand promote 
keen 
sweeper which the others do not carry 
may be featured to advantage. Which- 
followed, the facts 


competition, a single style of 


ever course is 


-should be put clearly before the pub- 


lic in the display window. 


This department is open to 
all subscribers. Send in your 
questions on any point in win- 
dow trimming or on special 
problems of display confront- 
ing your dealers and they will 
be answered promptly in this 
department or by mail. 


—Paul Sutton. 
Next Month’s Model 
Window Will Be 
Devoted to Electric 
Heaters 
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Safety First—Then Risk It 


The Man Who Aims Low Is A Deliberate Compromise 
Between What He Might Do and What Is Easiest To Do 
By MAURICE C. MOORE 


“ IVE dangerously!’ exhorts 
a famous German writer. 
“Safety first!’ advises the 


omnibus company. 

Which is right? 

Both equally so, for they mean of 
different things. 

You can both take big risks and 
be cautious, prudent, and although it 
may sound paradoxical the man who 
does the first is usually at the same 
time in the true sense discreet, care- 
ful—meaning by the latter not “full 
of care.” For the German writer did not mean: “Rush at 
life like a bull in a china shop, heedless of the resultant 


business 


may be 
’° 
chances. 


meant, have your fling 
He meant :—‘Think first, 
and then make the rush, smashing the crockery that you 


smashing of crockery. He 


and hang the consequences.”’ 


feel ought to be smashed and saving that which you feel 
to be good. 
though they tell you that the policeman is waiting just 


But smash and save with all your might, 


around the corner.” 


And life 


for just that kind of smashing and saving; don’t be put 


the bus company means:—‘‘Conserve your 


out of action, by foolish, avoidable accidents, from do- 
ing your work.” 

You Mussolini. 
Whether you do or don’t you will admit that he, and 


may, or may not, admire Signor 
such as he, live dangerously and charge in among the 
breakables where cats with padded paws would fear to 
tread: yet I cannot imagine Italy’s dictator sailing down 
a hill with a drop of one in six without brakes to his 
car, or jumping out of an aeroplane because that is the 
shortest way to earth. He uses his wariness in simple 
actions so that he may lose none of his vitality. 

But we cannot all be Mussolinis, and many of us do 
not want. Every man to his trade. - This “dangerous 
living’ idea, however, applies only to him and suchlike 
big doers? 

It doesn't. 

It is of universal application. 

The halting, backward, timorous:man believes that to 
“play for safety” is the golden rule all through. He 
not only avoids jumping off the street-car before it has 
stopped, but he believes that to avoid going out after 
the biggest thing that he can see and contenting himself 
with something smaller is the prudent way to happiness. 
He sees the greater risks attaching to the big thing and 
says it is wise to steer a middle course among the lesser 
risks of the smaller thing. He is right enough, as we 
say, about the former, but wrong about the latter. 

We were meant to do our utmost, and we can only 
meet the minimum of regrets, through life, by attempting 


it. 


‘OE careful of your 

health but careless of 
your life” is a phrase that 
may be adapted to the needs 
as meaning 
“Keep yourself fit and ac- 
tive, not for simple fitness’ 
sake but only so that you 
strong to 


Now experience sometimes seems 
to show that that may be wrong. |) 
is easier to accomplish a small effor: 
than a great. We meet men whi 
succeed very well in aiming at a 
minor objective. They become im 
mediately successful, while the man 
who is going all out on an aim above 
it sometimes seems to be making no 
progress. Maybe he struggles for 
years in obscurity, and the world 
says:—‘“The foolish man is wasting 
his time; he could do at least as 
much as we are doing: why doesn’t he do it you ask? 

The date at which you achieve success does not matter. 
The kind and quality of the success at which you are 


take 


making a deadset matter everything. 

The man who aims low, in a deliberate compromise be- 
tween what he might do and what it is easiest to do, may 
register few failures of the kind that are ordinarily 
judged failures. 

On the other hand, the man who takes all the risks that 
he sees, taking them because he sees that they should be 
taken, may appear to register nothing but failures. But 
the first kind of success is a failure because it has accom- 
plished something on a lower level than what might have 
been achieved, while the latter kind of seeming failures 
are, in truth, neither failures nor successes; they are only 
a register of the man’s action. 

“The better your work, the less recognition you may 
look for.” 

Those are brave words, written by a man whose work, 
having been popular and widely acclaimed, became 
neglected by his old admirers. Yet he was happier in 
the second phase than in the first. He knew that his 
later work was better than his early work, and that car- 
ried him on serenely. 

There is nothing foolishly altruistic or “superior” 
about this attitude. 

It is not foolish to satisfy yourself. It is very foolish, 
and weak, to go on satisfying somebody else when what 
you do no longer gives you satisfaction. 

And are not many of us in that case? 

We cling to what we have and what we are. Very 
excellent and very sensible if we are convinced that we 
can get no more and be no other. But suppose we have 
a lurking suspicion all the time that we might do more 
and be more? Now, frankly, do you’ feel that way 
about it? 

Let us be honest with ourselves and reject makebelieve. 
Let this be a confession box; nobody will know. \\‘ 
know we are potentially more than we have allowed 
ourselves to become. But carrying the “safety firs!” 
principle beyond the legitimate point defined in the 
front of this article, we think it (Turn to Page 12’) 
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While Gold Brick 
Selling and Lamb 
Shearing Go On 


Gullible’s Travels 


When It Comes To Signing Your Name, 
Making Financial Investments, the Best 
Motto for the Average Citizen is:“Go Slow” 


court sold half a dozen people tickets to 
a beefsteak dinner at five dollars a ticket. 


Later he called them 
up and told them they 
could have their money 
hack if they wanted it 
after they looked at the 
date of the tickets. The 
tickets were for a din- 
ner that had been held 
on February 20, 1922. 
None of the purchasers 
had bothered to glance 
at the piece of paper 
they had paid their five 
dollars for. 

A petition was circu- 
lated recently in a uni- 
versity and was signed 
by hundreds of stu- 
dents. Afterwards it 
was revealed that the 
paper was so worded 
that each of the signers 
had consented to have 
his right arm cut off at 
the elbow. They had 
all signed their names 
without looking to see 
what they were sign- 
Ing, 


Most people in their 


Journey from the cradle to the grave, in their 
going to and fro in the earth and walking up 


By DR. FRANK CRANE 
A CLERK of a Long Island municipal 

















Copyright, 1928, by Dr. Frank Crane 


and down on it, take a trip that might come un- 
der the title of “Gullible’s Travels.” 
They swallow without investigating, buy 


without looking, sign 
on the dotted line 
without understanding 
what they are doing. 
The lively sale of gold 
bricks and the steady 
shearing of the lambs 
are due to the innate 
gullibility of the aver- 
age citizen. 

Very little of it can 
be credited to “trusting 
dispositions” and “hav- 
ing too much confi- 
dence in human _ na- 
ture.” It is rather due 
to laziness, hurry and 
carelessness. Being in 
too much of a rush to 
take time to under- 
stand or investigate is 
the cause of most losses 
of this sort. 

When it comes to 
signing your name, 
making financial  in- 
vestments, the best 
motto for the average 
citizen is, “Go Slow.” 

Andrew Mellon, sec- 


retary of the treasury, said: “Don’t make your 
investments in a hurry; sleep over them.” 





| 


in Every Issue of The Jobber’s Salesman 


- An Interesting Article by Dr. Crane Appears 
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MEN YOU SHOULD KNOW 


Louis F. Philo 


f OU PHILO is what might be called a cosmopolite. 


He has operated in the east, middle west, Rocky 

Mountain and southern territory, but his heart has 
always been in “heavenly Houston”, and he says he in- 
tends to spend the rest of his life there. A Dallas man 
could never understand this point of view, but Dallasites 
tolerant and Lou’s friends in the Texas me- 
forgive him. 
L. F. Philo born in 


are very 


tropolis will 


was 


Assistant General Manager 
Tel-Electric Co. 


established a business in Detroit in the dealer and con- 
tractor line which he conducted for two years. This was 
then sold and he returned to his old love in Texas, the 
Tel-Electric Co., in about 1928, as assistant general man- 
ager, in charge of merchandising and warehousing opera- 
tions at both Houston and the Harlingen, Tex., branch. 
Lou Philo was a charter member of the Electrical Sup- 
ply Jobbers Association, now 
the National Electrical Whole- 





Norwich, England, in 1874, 
and came over to this country 
as a young boy. After having 
received private school educa- 
tion in England he continued 
his education here in the public 
After leaving school 


saling 


O 


schools. 
he went into the electrical con- 
tracting business in Columbus, 
Ohio, and worked up with the 
company he was with from ap- parent effort. 
prentice to superintendent and 
stayed in this work until the 
En- 


listing in the war, he went to 


Spanish War broke out. 


Porto Rico, saw active service 


there and was. discharged 
Sergeant Major. 

After the affair with Spain 
he settled in St. 


Louis with Roger Scudder in 


was over, 





Has the Whole- 


NE OF the best supply men 
in the business, Lou Philo, 
can take any kind of a campaign 
or merchandising activity and 
make a success of it without ap- 
His men do not 
find in him the hard driving sales 
manager, yet he always succeeds 
in getting 100 per cent out of 
them through the power of his 
personality backed up by the 
most deep and searching know- 
ledge of every department of the 
electrical wholesaling business. 


salers Association, and a mem- 
ber of its first executive com- 
mittee. Probably he and W. 
W. Low are the only ones of 
the membership of that day 
still active and attending meet- 
ings. He relates, as an inter- 
esting phase of the business in 
those days, that they had at 
the time one printed price 
book. Wholesalers then com- 
bined without fear and it was 
great sport. Whenever any- 
one belonging to the combina- 
tion cut a price they fined him 
and it became a great game to 
hang something on the other 
fellow and make him come 
across with a fine. Mr. Philo 
served on the fines committee 
then and many of his fellow 


ss! Nad 








what was then the Western 

Electrical Supply Co., later the 

Wesco Supply Co., and now the General Electric Supply 
Corp. He remained there first as counter man, then city 
salesman, road salesman, city sales manager, finally ar- 
riving at the position of general manager. 

At that time, there was a company known as_ the 
Ewing-Merkle Electric Co., in St. Louis, just formed and 
he went with this organization as sales manager. After 
a time with them, in 1908, he left and went to Texas as 
general manager of the Tel-Electric Co. 

In 1910, he again left Texas to go to St. Louis as sales 
manager of the Western Electric Co., but soon figured 
that he would like to learn the central station business 
so quit the Western Electric Co., and joined the organiza- 
tion of the Union Electric Light & Power Co., of St. 
Louis and stayed there two years. With that company 
he was sales manager in charge of the sale of current 
and appliances. 

Like most Western Electric men, he had a yearning to 
go back with the old organization and we later find him 
as manager of the Buffalo house of Western Electric Co. 
Unfortunately, however, his health failed and this neces- 
sitated his going West and he moved out to the Rockies, 
spending a year and a half in Butte as sales manager of 
the Montana Electric Co. 

Having recovered his health he came back East and 


wholesalers fell victims to his 
sleuthing. Incidentally, also, 
he got fined himself on more than one occasion. He was 
also on the committee that framed the famous triple agree- 
ment between the manufacturers, contractors and whole- 
salers, but this shortly after fell of its own weight. On 
the whole, however, he says that the problems and activ- 
ities of the wholesalers were about the same then as now— 
but the latter are infinitely more legal. 

Lou Philo has been through all branches of the elec 
trical contracting, wholesaling, and central station com- 
mercial business from the bottom to the top and prob- 
ably has had as comprehensive experience in these lines 
of almost any man now connected with the industry. He 
has been at it 40 years but hastens to remark that he 
started very young. Being a firm believer in the time- 
tried and sound idea that nothing takes the place of 
actual experience, he has put himself through every phase 
of electrical wholesaling; consequently he is unique in 
that he is capable of holding down any desk or job in 
the house, including credits and collections, advertising, 
sales promotion, radio, or ‘what have you’’. 

In 1918 he took the government civil service examina- 
tion for positions as expert in business administration, 
passing with a mark far above the average: not, as lie 
says, that he intended to enter Uncle Sam’s employ but 
just to “check himself up”. At (Turn to Page 12; 
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Louis F. Philo 


Assistant General Manager, Tel-Electric Co., Houston, Tex. 
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Right:—The stately Lincoln Memorial 
at Washington is being equipped with 
good old fashioned lightning rods like 
our grandfathers used on their barns. 
Photo shows the workman installing the 
rods. The Washington Monument is 
seen in the background.—Underwood. 


Below:—W. E. Stone = and 
J. W. Wright of San Francisco 
have perfected a new lens that 
they claim will prove a big help 
to aviators flying through fog. 
The inventors state that the 
thicker the fog the farther the 
new lens will throw its beam of 
light. Extensive tests have been 
made by the U. S. Bureau of 
Standards in Washington and the 
lens has received high commen- 
dation.—P. & A. 





Above:—The automatic switching system operated 
from the tower of the elevated lines, Lake and Wells 
Sts., Chicago, takes care of 20 cars per minute, and it 
is said that during the 30 years it has been installed 
there has not been an injury or loss of life at the inter- 
section. R. N. Griffin, superintendent of the loop divi- 
sion of the Rapid Transit Company, is shown at the 
phone. The operator on duty is Peter E. Bleimehl. 

Underwood. 
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Take 
This Inside View 


Into an X-Ray Reflector . . . Every little 
wrinkle has a meaning . .. as part of a 
marvelously accurate light-control device 
(a silvered glass X-Ray Reflector . . . for efficiency 

and dependability the standard of comparison) 

. sold by the responsible men in the electrical 

trade for show window, show case, industrial and 
floodlighting . . . made by the world’s largest light- 
ing concern . . . whose engineers help you sell any 
job, large or small. 


Curtis Lighting, Inc. 
1119 W. Jackson Blvd., 
CHICAGO, U. S. A. 


New York Office Residert Engineers 
31 W. 46th St. All Principal Cities 
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Over 200 of the leading electrical whole 
salers of this industry are distributors of the 
Reynolite Line of Molded Electrical Devices. 





Located in 14 of the strategical cities are 
Reynolite direct representatives—men 
schooled in the problems of electrical mer 
chandising. 





On the counters of over 80% of the avail 
able retail outlets are Reynolite Products 
moving in a steady stream to wiring instal- 
lations and consumer purchases. 








The tremendous sales “foree” of this 
clearly outlined distribution channel gives 
definite meaning to the term “National Sales 
Force.” It represents the concerted action 
of the trained men in the industry—repre 
sentatives, jobbers’ salesmen, and contrae 
tor-dealers—in successfully merchandising 
the products made by the Reynolite Division 
of the Reynolds Spring Company. 


With the addition of a Complete Line of 
Signal Equipment, Reynolite is in a better 
position than ever before to serve, through 
its wholesale outlets, the wants of all con- 
tractor-dealers. 


RENOLITE DIVISION 


REYNOLDS SPRING CO. 
Jackson, Mich. 
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' know that we say ‘‘Standard quality is never questioned.’’ The reason 
is that we are exacting about the quality. Standard assumes the responsibility 
of making electric ranges the best way they can be made—drawing on the 
longest experience of any exclusive maker of electric ranges in the electrical 
industry. For instance—wherever castings are needed for strength they are 
used. All stamped steel parts are treated to resist rust. Sheet aluminum or 
Monel Metal is used wherever moisture is present. All ovens (except in two 
“campaign type’’ ranges) are lined with 18-gauge aluminum. The line 
throughout is built to similar quality standards. This is all-important, we 
believe, to wholesalers and dealers who recognize the merit of quality merchan- 
dise. The Standard selling policy is based on a belief in the fundamental value 
of the legitimate wholesaler and dealer in the successful merchandising of 
electric ranges. With such wholesalers and dealers we aim to operate ona 
basis of mutual profit and good-will. Salesmen representing wholesale elec- 
trical houses find that Standard Electric Ranges repay their best selling efforts. 


l | 


The Standard Electric Stove Company Toledo, Ohio 


We will gladly send you the Standard News (monthly) on the slightest 
provocation. Our friends in the trade say they find it interesting and 
useful. Shall we add your name to our mailing list? .« .« «© e 
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At the right is a view of the 
Schenectady, N. Y., airport 
model which was exhibited at 

ithe N.E.L.A. convention in 
Atlantic City. This model 
shows the arrangement of land- 
| ing strips, hangars and admi- 
nistration building in reference 
to location of highways. The 
field is lighted with beacon, 
boundary markers and obstruc- 
tion lights and floodlighted 
with two twin  floodlights 
\ctual Mazda lamps are used 
for this purpose on the model. 
The pocket watch shows com- 
parative size. 











Left:—The largest X-Ray tube ever built was re- 
cently completed at the California Institute of Tech- 
nology in Pasadena, Calif., having been developed and 














perfected by Professors R. D. Bennett and C. C. Lauritsen. 
; nder the impulse of a million volts, the 15-foot tube pro- 
duces rays visible 300 feet away and five times as strong 
as the most powerful tube hitherto in use—P. & A. 


tight:—An illuminated cross, a neon light, is to be placed 
on top of the new Broadway Temple, in New York City, 
“| — aviators, and is to be called the “Byrd Beacon.” 
acl rn er ee feet above sea level and can be seen 
: pesca This photo shows group at a luncheon 
ie oe ~~ iw in New York, when the light was 
New vos ee Left to right: Clarence Chamberlin, 
il So air chief; ( harles V. Bob, the donor; 
Ye. Cheleth ae after whom it was named, and 
wrt, soc Reisner, head of the building committee 
Mew ile ple at 173rd St., one of the highest points in 

ork.—P. & A. 
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The largest globe in the world, manufactured for street light- 
ing purposes, will be installed soon in the downtown street light- 
ing system of St. Louis. ‘This globe, which has been produced 
at the South Bend, Ind., works of the Westinghouse Electric 
and Manufacturing Co., is a giant paragon and is four inches 


taller than those used on the famous State St., Chicago, street 
lighting installation. The globe is large enough to comfortably 
contain a person of medium size. The girl in the photograph r" 
Miss Virginia Wood, daughter of L. A. S. Wood, manager ? 
the street lighting section, of Westinghouse. 
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Prize Winners in July Contest 


Twenty-five Dollar Prizes Will Be Given by THE JOBBER’S 

SALESMAN to the Men Listed Below — The Result of the July 

“Summer Sales Prize Contest.” Those Who Competed in the 

August Half of the Contest Are Now Urged to Send Their Score 

Cards in to Their Sales Managers at Once— Another Big List of 
Cash Prizes Awaits the August Winners 


PRODUCTS OF 
American Flyer Mfg. Co. 
Appleton Elec. Co. 


Arrow Elec. Co. 


Beardsley & Wolcott Mfg. Co.............. 


Benjamin Elec. Mfg. Co. 
Bryant Elec. Co. 
Buffalo Forge Co. 
Burgess Battery Co. 
Bussman Mfg. Co.. 


Chigago-Jefferson Fuse & Elec. Mfg. Co. 


Clements Mfg. Co. 


Colt’s Patent Fire Arms Mfg. Co._______-__- 
_E. G. Neuhardt 


Cutler-Hammer Mfg. Co. 
Day-Fan Elec. Co. 
Eastern Tube & Tool Co. 
Economy Fuse & Mfg. Co. 
Erie Malleable Iron Co. 
Fansteel Products Co. 
Robert Findlay Co. 
Hamilton-Beach Mfg. Co. 
Hankscraft Co.____. 
Hemingray Glass Co. 


Hubbard & Co... 


Indiana Rubber & Ins. Wire Co.__ 
Ivanhoe Division of the Miller Co.____ 


McGill mae Cee. 


Metropolitan Device et EER eee 


National Carbon Co. 
Okonite Co. 
Pass & Seymour, Inc. 
Raytheon Mfg. Co.. 
Robbins & Myers, Inc. 

H. B. Sherman Mfg. Co. 
Signal Eng. & Mfg. Co. 
Square D Co.____. ae 

Steel City Elee. Co. 
Sylvania Products Co. 
Trico Fuse Co... 
Trumbull Elee. Mfg. Co. 
Tubular Woven Fabric Co. 
United Elee’l. Mfg. Co. 
Wadsworth Elec. Mfg. Co. 


WINNER 

G. E. Conrad 
O. F. Helvie 
QO. F. Helvie 


se W. H. Deutsch 


W. A. Lemaster 
J. H. Dolliver 
S. F. Murphy 


A. C. Drummond 


-Howard T. Ross 


Mw. ©. Shaner... ..S. 


John Dunn 


Charles Jones 


W. J. Collinson 


William J. Blaich, Jr..... 
_._V. L. MeElmurry............ 
_Edw. H. Weigle 


Elmer L. Young 


G. ae Paeey.................. 


J. A. Foster 
Blair H. Chamberlin 


_F. C. Lindsay 


G. W. Sorensen................ 


Jack Bisset 
Elbert W. Williams 


Jack Greenfield 


Philip Schaeffer 
Wm. E. Moran 
A. R. Summers 


Edward L. Pritchard 


Don S. Russell 


Wm. R. Moore 


__Joseph J. C. Devantery 


S. A. Mendelson 
Blair H. Chamberlin 
P. E. Robertson 

C. W. Vogler 

Jack F. Vetter, Jr. 


Don S. Russell........:......... 


Edw. H. Weigle 
Osear A. Pash, Jr. 


Charles H. Rogers 


COMPANY 


H. C. Roberts Elec. Sup. Co., Wilmington, Del. 
Otto Reiman, Inc., Chicago. 

Otto Reiman, Inc., Chicago. 

M. A. Hartley & Co., Northumberland, Pa. 
Manhattan Elec’l. Sup. Co., St. Louis. 

Illinois Elec. Co., Chicago. 

Elee. Appliance Co., Chicago. 

Commercial Elec. Sup. Co., Detroit. 
Commercial Elec. Sup. Co., Detroit. 

Elec. Sales Co., Canton, O. 


_Sager Elec’l. Sup. Co., Lynn, Mass. 
__Sterling Elec. Co., Minneapolis 


W. T. McCullough Elec. Co., Pittsburgh. 


_Franklin Elec. Co., Philadelphia. 


City Elec. Co., Syracuse. 
Commercial Elec. Sup. Co., Detroit. 
Iron City Elec. Co., Pittsburgh. 


_Central States G.E.S. Co., Chicago. 


Commercial Elec. Sup. Co., Detroit. 
Franklin Elee. Co., Philadelphia. 
H. M. Hopkins Elec. Co., Detroit. 
F. Bissell Co., Toledo, O. 

Capital Elec. Co., Salt Lake City. 


Listenwalter & Gough, Los Angeles. 


_Colonial Elec. Co., Ine., Philadelphia 


Gertler Elec. Co., New York. 


_West Phil. Elec. Sup. Co., Philadelphia. 


Manhattan Elec’l. Sup. Co., New York. 
Crescent Elec. Co., Detroit. 

Re Qua Elec’l. Sup. Co., Rochester, N. Y. 
Central States, G.E.S. Co., Chicago. 


_Otto Reiman, Inc., Chicago. 


Tidewater Elec. Co., New York. 


_ Frankelite Co., Cleveland. 


H. M. Hopkins Elec. Co., Detroit. 
Iron City Elec. Co., Pittsburgh. 


_ Barrett Elec’l. Sup. Co., St. Louis. 


Crown Elec. Sup. Co., St. Louis. 


Central States G.E.S. Co., Chicago. 


Iron City Elec. Co., Pittsburgh. 
_Central States Elec. Co., Kansas City, Mo. 


Michigan Chandelier Co., Detroit. 
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Economic Necessity 


For the Wholesaler 
| NDUSTRY after industry has cried 


aloud, to an extent that ‘profitless pros 

perity’ has become an all too common 
phrase. Out of all this medley of inquiry, 
investigation and examination is emerging the 
consciousness that somehow or other, indus’ 
try, finance and trade are working at cross 
purposes.” These are the words of L. K. 
Comstock before the recent meeting of the 
Electragists, and they sum up in an unusually 
clear and concise manner what is going on, 
or rather what is not going on in business 
today. It is lack of understanding and true 
co-operation of a quality not conveyed in the 
term as it is tritely expressed. 


It would not seem amiss, then, in these 
‘lonesome latter days,” if the wholesaler 
were to take stock of himself and soberly re- 
flect upon the subject of his existence. And 
for that reason the series of three articles by 
Theodore N. Beckman, Ph.D., the first one 
of which appears in this issue, is to be pre- 
sented. Professor Beckman will treat the 
subjects of the “Economic Functions of Elec 
trical Wholesaling,” ““How Electrical Whole- 
salers Serve Their Trade,” and “The Future 
of Electrical Wholesaling.” Perhaps he will 
say things that the wholesaler feels he al- 
ready knows about himself. But, neverthe- 
less, what he says about the business that we 
are all in, or associated with, is of an in 
spirational character and if the series is read 
carefully and thoughtfully the reader cannot 
help but be impressed that the work that he 
is doing is of consequence and worth the 
energy that he is putting into it. 

Theodore Beckman is professor of market- 
ing of Ohio State University. He is author 
of the book “Wholesaling,” a recognized 
authority, one on “Credits and Collections 
in Theory and Practice” and other works. 

If our readers, after they have had an op- 
portunity to study Professor Beckman’s series 
in this publication, feel that the material as 
he has presented it is something that they 
would like to put in the hands of all their 
customers, we should like to hear from them, 























Henry.W. Young ~ 


for arrangements could be made to have it 
reprinted in suitable form for distribution. 
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Stand By the 
Big Brother 


HATEVER the family differences 

within the electrical industry may 

be, one thing is certain, and that 
is that the various members of that family 
must stand together against aggression from 
the outside. 

Within the electrical ranks at the present 
time there is much talk going on, and con: 
siderable feeling engendered, over some 
“terrible” practices, as for instance the cen- 
tral stations said to be contemplating a con- 
certed move to take all the wiring away 
from the contractor; the deep plotting of the 
wholesaler to steal the industrial business 
away from his friend the dealer; evil prac: 
tices of manufacturers conniving to double: 
cross their wholesalers and so on and so 
forth. It is a sad thing that bickerings like 
this must go on in such a great industry, 
which outsiders have come to look upon as 
one of the best organized, commercially, ot 
the several major industries. 

But if we must quarrel among ourselves, 
let us at least present an united front when 
one of the family is pitched on by an out 
side gang. Just now it is the big brother— 
the central station power company—that 
needs to have its relatives stand with it, be 
cause the finger of suspician has been pointed 
at the utility throughout the hearings of the 
Federal Trade Commission. 

It makes no difference why this particular 
branch of essential industry was singled out 
for “investigation.” The fact remains that 
it has been, and all the demagogues and the 
political publicity hounds, and the friends 01 
the “peepul” are rushing in to worry the 
prey. 

Any wholesaler or group of wholesalers. 
any contractor or group of contractors, any 
manufacturers who at this time are incline 
to sit back and chuckle up their sleeves anv 
say: “it serves ‘em right” are lacking in © 
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Managing Edttor 


dinary common sense. Bear in mind this 
one thing, that it is solely by virtue of the 
power companies that our business exists to- 
day and always has existed. No matter if 
they have sold some thousands or millions 
of flatirons and washing machines, or if they 
have wired houses and have bought direct 
from manufacturers, and have formed buy- 
ing syndicates, after all is said and done they 
have been the fountain head of the develop- 
ment of the electrical industry as a whole 
and by that development have “made the 
held” in which we all work; the majority 
yuite profitably. 

While the utility will be able to justify its 
acts satisfactorily when the time comes, 
nevertheless it behooves us all to stand by 
the big brother. 


The Influence 
of Others 


HERE is very little question but that 
the “Testimonial” has been consider- 
ably overplayed. It probably is true 

that a man can be blindfolded and still de- 
tect a difference in cigarettes. As a matter 
of fact, a cigarette smoker does not need 
to be blindfolded to choose the brand he 
likes. It is taste and not sight which deter- 
mines his decision. We have no quarrel with 
this type of testimonial. We simply ques- 
tion its sales effectiveness. 


There is, however, a testimonial which 
cannot be overlooked—one which carries 
with it tremendous force and that is the in- 
‘uence of others. 

A good salesman recognizes the value of 
inliuence and constantly plays upon it when 
calling in his prospects. With the know- 
ledge in his possession that an architect or in- 
Justrial engineer has specified a certain prod- 
uct for a great building or huge plant, he 

es such information to influence definitely 
architects and engineers in his territory. 
Che fact, as well, that certain successful 
‘tractors or dealers are using the supplies 

ippliances which he represents is im- 

sed on his prospects just as forcibly as 

possibly be done. 
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If he is handling an exclusive line to which 
a select trade is especially partial he drives 
home the thought of tying-in with good 
taste just as strongly as he can. 

An alert representative realizes that if 
others have influence on his prospect, he, too 
can place himself in a position to have a sim- 
ilar effect on his customers’ decisions. He 
secures the confidence and the business of his 
trade by virtue of his personal influence, 
backed up, of course, by sound merchandise. 

The value of friendship is in no way over’ 
looked, and the presence of a prospects 
friend during a sales argument always leads 
the salesman to secure the approval of the 
stranger particularly on special points which 
are of a decisive character. 

That the influence of others is one of the 
predominating buying motives of human na- 
ture is a truth recognized by every successful 
salesman on the road today. 


4 4 ba] 


How Come? 


RECENT edition of Southern Hard- 
A ware reported the suggestion made by 

the manager of a local electric light 
plant to a hardware dealer. The idea was 
that he could put in a stock of electrical sup- 
plies to meet the requirements of the town 
and surrounding territory. 

What interests us is the fact that the sug- 
gestion was made to a hardware dealer; the 
fact that the central station did not care 
to handle electrical supplies, and particularly 
the fact that the suggestion did not come 
from some enterprising jobber’s salesman to 
either the hardware dealer or to one of the 
electricians in town. How come, you men 
who have Kirbyville, Texas, on your route 
sheet? 

It might be added that this hardware 
dealer “handles the electrical department as 
a cash proposition, the only concession to 
anyone being a five per cent discount given 
electrical contractors when they sell ma- 
terials for a job,” which situation is just a 
little too deep for us. 
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Market for Electrical Supplies 


Compiled Monthly From Reports Made to THE JOBBER’S SALESMAN, by 
Jobbers, on Market and Price Conditions for 22 Key Products 








EASTERN STATES* 


CENTRAL STATES* 


WESTERN STATES* 
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*Eastern States include all between the Atlantic Coast and the eastern boundaries of Ohio, Kentucky, Tennessee and Alabama; 
Western States include all between the Pacific Coast and the eastern boundaries of N. Dakota, 8. Dakota, Nebraska, Kansas, 
Oklahoma and Texas; Central States all between. 
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These Long Hot 

















Autumn Days 


Factory Ventilation is 
Important 


ERE’S a year round market for ven- 
tilators, that is especially active in 
warm weather, and September and 

October will still offer splendid opportuni- 
ties for selling “Buffalo Breezo” Fans. 


Industrial production executives now 
know the ill effects of poor ventilation. 
It’s a production handicap they will elimi- 
nate if they see the way. 


That’s your lead—point out the advan- 
tages of “Buffalo Breezo” on the basis of 
low first cost, low operating cost, long life, 
and production boosting. 


“Sold Through Jobbers” 


Your contractor-dealer 


friends will be interested in Buffalo F or ge Company 


the possibilities for profit, 
through the sale of “Buffalo i 
Breezo” as well as through 201 Mortimer St. sooner lin 


the installation. 
In Canada: Canadian Blower & Forge Co., Ltd., Kitchener, Ont. 


BUFFALO BREEZO” 
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News From The Jobbing Field 


The JOBBER’S SALESMAN Maintains Men in the Field, it Sends 
out Monthly ‘What's the News Sheets”’ to Every Wholesaler and it Gladly 
Receives Voluntary News Contributions and Snapshots from Wholesalers 
All this Enables It to Reflect from Month to 


and their Salesmen. 
Month the Personal Element in the Industry. 
Solicited in Making this Human Side of the Magazine More Interesting. 





Electric Appliance and Peabody 
Consolidate 


The Electric Appliance Co., Inc. 


of Dallas and San Antonio, Tex., 
and the Peabody Electric Co. of 
Oklahoma City and Tulsa, Okla., 
have been consolidated under one 


corporation and will operate under the 
name of Electric Appliance Co. 

A. D. Peabody has been made pres- 
ident, treasurer and general manager 
of the corporation, with headquarters 
at Dallas. M. F. Sterett has been 
made secretary and sales manager of 
the company. 

This gives a considerable increase 
in facilities for serving the trade, and 
two nationally known brands of radio 


receiving sets have been added—the 
National Carbon Co's. line of 


Eveready sets, and the F. A. D. An- 
drea line of Fada sets, which will be 
handled «in all four distributing 
houses. 

All four concerns are Westinghouse 
agent-jobbers handling all lines man- 
ufactured by the Westinghouse Elec- 
& Mfg. Co. for distribution 
through the wholesale channels. 

This 


June 2. 


tric 


consolidation was effective 


* * * 
New York Wholesalers 
Consolidate 
The Garfield Electrical Supply 


Co., and the Elliott Electrical Supply 
Co., both of New York have merged 
their interests, forming a new corpo- 
ration under the name, Garfield & 
Elliott Electrical Supply Co. 

There will be no change in address 
as the Garfield division will continue 
to be maintained at 147 W. 28rd St., 
and the Elliott division at 68 E. 116th 
St., the new company having pur- 
chased both buildings. 

An export division has also been 
It will be located at 151 
W. 23rd St., under the management 
of H. B. Figuerdo. 


The president of the new corpora- 


announced. 





Date Changed 


N. E.W.A. Convention 
Meets Week of No- 
vember 12 


HE Electric <Asso- 

ciation of Chicago 
has extended an _ invita- 
tion to the National Elec- 
trical Wholesalers Asso- 
ciation to attend _ its 
annual dinner in Chicago 
on November 15. In 
order to be in Chicago on 
that day, it will be neces- 
sary for the Association 
to hold its convention 
during the week com- 
mencing November 12 
instead of during the 
week commencing No- 
vember 19 as previously 
intended. The executive 
committee has approved 
of this change in date, 
and arrangements have, 
therefore, been completed 
for the fall convention to 
be held during the week 
November 12 to 16. 











tion is A. G. Lichtenstein, who was 
head of the Garfield Company. I. 
Cowen is treasurer and L. S. Samel 
is sales manager. 

H. D. Ackerman and Jack Twersky 
are two new salesmen with the com- 
pany. 

* * * 
Rasmussen Starts New 
Wholesale House 

A new electrical wholesale 

into existence in 


estab- 
lishment has come 
Indianapolis—opened August 8, 1928. 
It is known as the Peerless Electric 
Supply Co., located at 118 S. Pennsyl- 


vania, St. Harry E. Rasmussen, pres- 








Your Co-operation is 


ident, is a well known electrical] 
wholesaler who used to be associated 
with Percy Oblinger in the old In- 


dianapolis Electric Supply Co. 


Rasmussen’s organization is com- 
posed of a thoroughly experienced 
staff, many of whom were officials of 
the Indianapolis Electric 
They are handling a long list of qual- 
ity lines. <A full list of executives 
and department heads follows: 


Harry E. 
Alfred J. Natho, vice-president; Paul 
H. Keller, secretary-treasurer J. 
Harry Greene, director; C. S. Wilt- 
sie, Jr., director; Charles B. Marshall, 
credit manager; Frank W. Gambrel, 
sales representative; William H. 
Adam, sales department; Clarence EF. 
McFarland, sales department; Robert 
C. Price, sales representative ; George 
R. Bates, sales department; Frances 
I. Eddy, Radio representative; Ray 
Rosemeyer, shipping department. 


Supply. 


Rasmussen, president; 


* * * 


Wesco in Springfield 


We dropped in on the Wesco Elec- 
trical Supply Co. of Springfield, IIl., 
recently. L. C. Arnold, the local 
manager, as usual, was out hustling 
for business. A. L. Theobald, service 
manager, takes care of the inside. and 
he showed us around. This branch is 
located in a splendid building which 
was built for the purpose a year or 
two ago. It is one story, with an im- 
mense, great stock and shipping room 
in the rear and office and large, airy 
display room in front. Theobald says 
they are pretty well crowded already, 
for a large business is being done by 
this branch, which has three good 
sized cities in its territory. Electric 
ranges have been going particular!) 
well, and, in spite of the late season, 
fans have been up to the averag 
Certainly, they ought to have gone 
well that day for it was about 100 1 
the shade, but Theobald did ne! 
seem to mind it and was handling 
things in a cool, efficient sort 0! W4) 
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New York Chooses— 


WHEN the great GIMBEL 
BROTHERS STORE of NEW 
YORK CITY decided upon mod- 
ernizing their Show Window Light- 
ing equipment, they chose 


Sterling 
—the Reflector of Enduring Lustre 
as the best insurance for efficient, 
dependable and permanently satis- 
factory illumination. 


This installation—another testi- 
monial of Sterling quality and 
service—should demonstrate again 
to the Electrical Contractor the 
wisdom of recommending and speci- 
fying trrling Reflectors. 


REFLECTOR & ILLUMINATING CO. 


1411 Jackson Blvd., 


Manuiacturers & Engineers 


Chicago, U. S. A. 


REPRESENTATIVES IN ALL PRINCIPAL CITIES 
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UNION RENEWABLE 
FUSES 


The accepted standard of quality, long 
service and low maintenance _ cost. 
Made in knife blade and ferrule types— 
the knife blade type for the larger capac- 
ities, one of which is illustrated. 

In the knife blade type the ends of 
links are notched so that nuts which 
hold them need only be loosened slight- 
ly to remove or replace. In the ferrule 
type the links are furnished bent at 
one end, providing easy and _ quick 
renewals. 

Union Fuses withstand more blow- 
outs. Because they are worth more— 


Oe ee The number of calls you make do not measure 
your profit. Neither does the volume of goods 


GEM POWERLETS you sell—unless you work in a fair proportion 


The original conduit fittings cast from of good margin items on every possible order. 


malleable iron. Heavily galvanized— 
rustproof. Cast in one piece, there are 


no seams, welds or inserts and because The Union-Gem Jefferson Line gives you > 


of the toughness of malleable iron they 


won't crack. Hubs are threaded accu- good margin—and because of their immediate 


sad Shdlenies 46 teks coumenns eione sce 
inthe conduit run. | Powerlets are easily acceptance—gives it often. Dealers, contractors, 
plenty of room for wiring, lie flat and the factories, office buildings and hotels prefer 
ios Union-Gem Jefferson products because of their 
long established reputation for quality, ease of 


installation and performance. 

For years Union Fuses, Gem Powerlets and the 
various types of Jefferson Transformers have 
been used in all types of buildings and factories— 
CHICAGO-JEFFERSON 


1519 WEST 15th ST. 
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JEFFERSON 


Universal Toy Transformers 








Performance has given Jefferson Uni- 
versal Toy Transformers a widespread 
reputation. Experienced toy buyers pre- 
fer them because they know Jeffersons 
provide safety for children and satisfac- 





The 
UNION-GEM 
JEFFERSON 








° . tion to the toy user. Dealers prefer 
Line is Sold them for their salability, profit and lack 
Through of come-backs. 





Wholesalers Five models operate all makes and 
sizes of electric trains and toys with 
perfect control of speeds without addi- 
tional rheostats. The quality of Jeffer- 
son Universal Toy Transformers is 
guaranteed. 


under all conditions—delivering dependable serv- JEFFERSON 


ice and long-run savings; the service that has 
made them the choice of scores of thousands of 





Nucode Transformers 
with round or square cover 


more big users every year. Contractors like them because they 
save time. The transformer and drop 

These are the reasons why you should push pr haggle wage aan + gai 
the Union-Gem-Jefferson Line every call you ee ee 
make. This little extra effort on these well- : a NS 
known good margin products will turn your calls includes many other models up to 300 


into more profitable orders. 


A new and complete catalog, No. 33, is now 
ready. 


Ask your sales manager for a copy for yourself 
and see that each of your customers has one. 





FUSE & ELECTRIC CO. 


CHICAGO, ILLINOIS 
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Three New Graybar Branches 

The Graybar Electric Company 
has recently announced the opening 
of three new branches, located at 
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in the last half that they were only 
beaten 15 to 14. 

The high light of the day was 
reached when Chas. Doermann and 





R. L. Miller 


Trenton, N. J., Beaumont, Tex. and 
Wichita, Kans. In each case the 
promotion to sales manager went to 
men covering the respective terri- 
tories; R. L. Miller in Wichita, L. O. 
Crocker at Trenton and John P. 
O'Neil at Beaumont. The addition 
of these three new branches brings 
the total of this company’s distribut- 
ing houses up to 68. 
* * & 


W. W. Low Sails for Europe 

W. W. Low, president of the Elec- 
tric Appliance Co., Chicago, sailed for 
Europe early in August. From Lon- 
don where he met Mrs. Low, they will 
travel continental Europe for several 
months. 
* 


Do Ro Club Holds Picnic 
The Do Ro Good Fellowship Club 


of the Doermann-Roehrer Co., Cin- 


* 





* 


cinnati, held its first annual picnic late 
in July. 

The opening festivities were de- 
laved due to the one of the bathing 
girls stepping on a piece of glass. 
Tom Connerton rendered first aid and 
despite the fact that Art Pfoff assisted 
at the operation, the girl recovered. 

The leading lights in the ball game 
between the electrical and mill teams 
were R. L. Wilkinson, Eddie Adolf, 
Ray Gordon, O. Mueller, V. Kush and 
J. Lyttle. From all reports Wilkin- 
son is big league material. With his 
team leading 14 to 6 in the first half 
of the ninth, he pitched so effectively 


L. O. Crocker 





J. P. O'Neil 


his wife were driving home. Seeing 
three beautiful black and white kit- 
tens in the road, Charley by expert 
driving managed to run over only one 
of them. The other two breaking 
down over the accident that had hap- 
pened to their comrade wept copious, 
not to say startling tears. As the nice 
little kitties were of the pole series 
of the cat family their tears helped a 
lot in adding to the enjoyment of 


Charlie's day. 


The picnic was indeed a success 
the treasurer reports that there 
still a balance in the club’s bank 
deposits. 


ae i ap 


Flannery of Miami Moves 

The Flannery Electrical Supp), 
Co., of Miami, Fla. moved, on July 
23, from 168 N. E. 24th St. to a new 
place at 8329 West Flagler St. This is 
right in the heart of town and acces- 


sible to all contractors. 
* * * 


We Must Have Been Drunk 
To THE Epiror: 

Far be it from me to “teach my 
granddaddy how to milk ducks” but 
—In your editorial, “The Goat Get- 
ters’—July issue—you say—“There 
is need, of course, for small groups 
and clubs of wholesalers to apply 
HOT WATER BOTTLES to their local 
pains.” 

Of course—you will say electric 
warming pads next time wont you? 

We jobbers’ salesmen don’t care if 
no more hot water bottles are ever 
sold and in my own work I’ve spoken 
to several physicians regarding pre- 
scribing electric heating pads instead 
of hot water bottles or hot applica- 
tions and in every instance the phy- 
sician has accepted my _ suggestion 
and my customers have sold more. 

Respectfully Yours, 
Sinciair RANDALL 
American Electrical Supply Co., 
Chicago 






















A. F. Hearl, vice-president and treasurer of the American Electrical ‘Supply 


Co., 


Chicago, entertained his organization at his summer home at McHenry, Ill, dur 
ing their annual sales conference. Art has an ideal summer place and by the looks 


of the gang in the picture, a large and glorious time was had by all. 


Although 


young in years, Art has had 22 years’ service with the company and his recent promo 
tion from credit manager to vice-president and treasurer was of great pleasure to his 
many friends. The boys are all pepped up and full of the old wim, wigor and wital- 
ity and a very good business year is in the offing. Standing from left to right in the 
above group are: S. Randall; E. E. Marek; W. T. McCollum; Geo. Clark: E. 5 
Swenson; A. F. Hearl; A, Johnson; O. H. Anderson; C. E. Browne; M. C. Austin: 


H. B. Laning, and H. Foley. Seated: 


Ressler; E. A. Davis; F. Gualano; W. 


and C. M. Rapp. 


W. F. Maguire;. A. T. Thompson; H. B. 
R. Smith; W. E. Fischer; F. A. Ronde, 
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UNITED STATES RADIUM CORPORATION 


Announces 


1.—A new line of Luminous Locators under its own well-known brand name "UNDARK” 
embodying its various patents on construction. 


2..—A new license arrangement with electrical specialty manufacturers involving: 


(a) Standardization of specifications and 
styles. 


(c) Identification of 5 distinct qualities for 
3 distinct markets in 2 sizes. 


(b) Standardization of and increased quality (4) An improved display card. 


in material, workmanship and luminosity. (e) A locking cap. 



































The new “UNDARK” 
pe ewe a _ — UNDARK cy RADIUNT Deen, Gus renee 
ocking Cap slidup on a ed for) actually 
hai ~ <P Le, LUMINOUS OCATO ; ““Undark”’ Loca- 
ee tors and will prove its 
pte Ft of Locator and usefulness on the deal- 
Locking Cap clamped ee enema. 
over Locator. These 8. Only 210locesess on 
Locking Caps are pat- UNDARK UNDARK UNDARK UNDARK | ONDAR a card. 
ticularly useful in Ho- eater RY ‘aera oe @, While folesd tw- 
tel and Public Building ' ether for display, card 
installations, as they i H fearinglocators breaks 
prevent pilfering of up into ten individual 
Luminous Locators by —— samen comer 5 Senenee | See cards for delivery. 
souvenirhunters.Lock- | eae es | eS 3. This method of 
ing Caps are furnished , — | wae packing lends itself to 
with Grades J and H | multiple sales as space 
nl ' exposed by removal of 
— a. ! one card suggests a use 
Semoent penoant 2 ren ean for the next Locator. 


Now Ready— UNDARK (and other licensed*) Pendant Type Locators 











1” GRADE M 1” GRADE L 4%” GRADE I |1” GRADE J 1” GRADE H 
Suggested Resale 2 for 25¢ Suggested Resale 20¢ Suggested Resale 25¢ 
Carton 1 or 2 Carton 10 Carton 10 
S. P. 100 S. P. 50 S. P. 50 
Case 1000 Case 500 Case 500 
Trade Price 814¢ each. Trade Price 12¢ each. Trade Price 15¢ each. 
Not sold in broken S. P. Plus 10% in broken S. P. Plus 10% in broken S. P. 
or in bulk Less 5% in bulk Less 5% in bulk 
Terms: 2% Ten Days Delivered 
BROWN GRAY RED ORANGE GREEN 
WASHER WASHER WASHER WASHER WASHER 
~ p, ~_ bY 


\ || M 




















YS 


of luminous rod; not overall size. 

















JJ 


Cc 





Grade letters stand for grades of UNDARK material used, and are identified in the above manner. Sizes quoted refer to length 


‘Ready So0on—Screw type Locators for switch plates » Other items in preparation 


* Licensees using their own trade brands, packing, and package quantities will 
be glad to furnish price lists pending opportunity to list in their catalogs. 


UNITED STATES RADIUM CORPORATION 





o¢ 


535 Pearl Street, New York City 


UNDARK Hotel Room Numbers and DAYNITE House Numbers 


Manufacturers of UNDARK Radium Luminous Compound used on fine watches, clocks, electrical, aeronautical and marine equipment, 
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and now- 


Certified Lighting Equipment 
Jor Droductive Lighting 


LIGHTING systems now available provide a simple, proven, 





easy guide for laying out the most efficient industrial light- 
ing arrangement, the results of which can be certified. 

Now Benjamin provides Certified lighting equipment 
for industry that meets the lighting requirements of every 
department and operation in your plant and will insure the 
most reliable performance of your lighting system. 

When “Certified by Benjamin” Reflector is installed 
according to the specifications, the result is a productive 
lighting system, whose performance can be definitely 
measured in lower production costs—reduced spoilage— ; | 
restricted accident compensation—elimination of non- 
productive floor space. : 

How to obtain the savings of “Certified Lighting” is ex- 
plained in the zew hand book—*‘A Guide to Productive 
Lighting.” Every production official should have a copy for 
ready reference and use. Send for it now. 


BENJAMIN ELECTRIC MFG. Co. 
120-128 S. Sangamon Street 
CHICAGO 


San Francisco 





New York 
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Send f¢ yr 


this Bow klet 


COPIES FREE 


If you haven’t a copy of 
this new lighting hand 
book, send for it. It gives 
standards for the ar- 
rangement of light for 
varying conditions. The 
charts, tables, diagrams 
and illustrations make it 
easy to measure the re- 
sults of improvement. It 
explains the importance 
of the right quality of 
light and tells howto get it. 
Briefly, if you want to 
learn how to cut another 
10% to 15% from costs, 
get this hand book 
without delay. 
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ive News | 
bout Live Ones A 





B. W. CaLtitaway was recently em- 
ployed by the American Electric Co., 
St. Joseph, Mo., to travel the western 
Kansas territory. 


¢ Oe. sales- 
man with the Moock Electric Supply 
Co., Canton, O. Mr. Comstock is 
spending his full time in the metro- 
politan Akron. W. T. 
Adams has been promoted to complete 
charge of the stores department in ad- 
dition to his duties of overseeing the 
service and claims department. H. F. 
Kloha is a new addition to the latter 
Nauman re- 


COMSTOCK, iS a new 


district of 


department while E. C. 
cently joined the stock record depart- 
ment. The 
ployed R. L. 
in charge of its fixture department, 


company has also em- 


Lothamer, placing him 


which is being remodelled and deco- 
rated. 

THE ELectric SUPPLY 
Co., Dubuque, Ia., recently acquired 
Glover, who will 


CRESCENT 


the services of L. J. 
cover the ‘Tri-cities. 





R. Susin is a new salesman and J. 
EK. Frank a new counter man with the 
Merchants Electric Supply Co., Chi- 
cago. 


Josepu LL. Breen, formerly of the 
office force of the John E. 
Co., York, Pa., has been transferred 


Graybill 


to the sales department where they 
say he proposes to more than make 
good. 


Pauxt C. Bernarp, who was form 
erly with the Hotpoint Co., and also 
Eureka, is now a salesman with the 
Steiner Electric Co., Chicago. 

THe ComMEeRCIAL ELECTRICAL Sup- 
pty Co., St. Louis, has four new men 

IL. W. Ogle, and V. J. Klutho, 
radio salesmen; Matthew H. Denney, 
clerk in the radio sales department, 


and H. G. Horn, store clerk. 


Harry Cairn, for years with Julius 
Andrae & Sons Co., Milwaukee, 
handling the utilities and sales pro- 
with 


into business 


motion, has gone 


Tony Schaub at Madison, Wis., the 
name of the new company being the 
Caird-Schaub Sales Corp. Mr. Caird’s 
place has been taken by R. W. Ever- 
son, formerly with the Westinghouse 
Electric & Mfg. Co., at Chicago. His 
headquarters are at Madison. H. A. 
Culp has also left Andrae’s to be- 
come associated with the Harloff- 
Loprich Electric Co., at Madison. Mr. 
Culp covered the south-western Wis- 
consin territory. 


Cart Gouin has joined the sales 
force of the E. A. Quarfot Co., Mil- 


waukee, traveling northern Wisconsin. 


Cuar_es Mitrieman, formerly with 
Electric & Wire Co., 
Chicago, is now with the Lappin 
Electric Co.’s sales force at Mil- 
waukee. He will travel the state of 
Wisconsin. 


the Monarch 


Wm. Davis Hawk, at Kingston, N. 
Y., has enlarged the show room and 
taken offices on the 
second floor of the building. 


also over new 


THe Be_montr Corp., Minneapolis, 


is re-arranging and enlarging its 


stock room to meet the needs of j, 
creasing business. 


THe C. A. Markvrey Exvecrri 
Suppty Co., Harrisburg, Pa., has ui 
into service a new truck, enablins 
them to give out of town customers | 
regular delivery once a week, and to 


those in closer towns, twice a week 


G. Key, formerly city salesman, is 
now representing the Central States 
Electric Co., Kansas City, Mo., in 
southern Kansas with headquarters at 


Iola. He is succeeded by A. Pash. 
formerly quotation clerk. 
Correction 

Several errors occurred in a para- 

graph on page 23 of the August 


issue relative to lightning discharges. 
The photograph and caption were 
furnished by Underwood & Under- 
wood, but in as much as the tests were 
made by the Westinghouse Electric & 
Mfg. Co., some credit should also 
have been given to that source. The 
Westinghouse technical press section 
calls attention to the 
lows: the scientists name should be 
spelled Harald Norinder. The special 
instruments used should be spelled 
osiso and Klydonograph, respectively. 
Finally, it is stated that Dr. Norinder 
is not the inventor of the special in- 
struments but that they are the inven 
tions of the Westinghouse Electric & 


Mfg. Co. 


errors as fol- 
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\ RE aap. 


These ladies from Listenwalter & Gough, Inc., San Francisco, were taking it athe! 
seriously until Jack Gariepy balanced a Royal cleaner on his chin, then they just!" 


to smile right out loud 


Left to right: Enola Macdonnell, Vera Johnson, Alma Mla" 


shall Margaret McKee and Josephine Peirano. 
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WHAT'S AHEAD FOR FALL 


AND WINTER 
BUSINESS 


Reprinted from the Contractors’ business papers, September 


@ 
Contemplated Work 


for which contracts were 


@® 


Building Contracts 
awarded in April, May 
and June, 1928 amount 
to $1,009,271,900. accord- 


ing to reliable statistics. 







expected to be placed soon 
totalled $1,030,095,000. for 
June, 1928, as against a total 
of $729,178,900 for June, 1927. 


This indicates a rising trend 


This compares with a total 
of $850,580,900. for the same 


three months’ period of a year in building projects even more 


ago. Representing a gain of marked than is shown by con- 


$158,691,000. in contracts placed 


for residential and industrial jobs. 


tracts actually awarded, in which 


the electrical Contractor will share. 


STATISTICS POINT TO A 20% GAIN 
OVER LAST FALL'S WIRING JOBS — 


The building contracts placed during the past Perhaps the increasing sales of HwH Switches 
three or four months will mature into wiring jobs are a further index of conditions in the wiring 


this Fall anA Winter Tics sseme te promise industry, as well as a measure of our customers 


: . success. It isa pleasure, touched with a 1a- 

good business aplenty for every electrical Con- : P 9 ; a anne 
: F tion, to report a handsome upswing 1n our busi- 

tractor with a reputation for good work. We . 

ness here. It isan equal pleasure to safeguard the 


believe that our friends in the trade will be among bussmessef our customers. A Contractor wrt: — 


the foremost to share in this increase = for good “We have been using H&H Tumbler Switches for three years.... 
. e . an average of 2,000 per year. During this time we have not been 
switches do make reputations for reliable work. ealled upon to replace a single switch. This is some record.” 


THE HART & HEGEMAN MFG. CO. 


NARTFORD, CONN. MAKERS OF ELECTRIC SWITCHES SINCEI890 
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The Franklin Electric Co., electrical wholesaler of Atlantic City, N. 








J., has re- 


cently sent in a report about a lighting installation which one of its customers, the 
David Park Electric Co., has made in the new farmer’s market at Kentucky and 


Atlantic Aves., Atlantic City. 
stallation, shown above. The 


work in connection with this 


They and their customer are quite proud of this in- 
engineering 
installation was done by Mr. Wm. M. Braun of the David Park Electric Co. 


lighting 


As in 


countless other instances the results obtained in this case certainly show that good 
modern lighting is a worthwhile, paying proposition, both in attracting power to the 


public and in improved working conditions for employees. 


The Wheeler 


“Durex” 


Glassteel diffusers used in this building were supplied to the David Park Electric Co, 


by the Franklin Electric Co. 





International Illumination Con- 
gress 


Some notable examples of modern 


electric illumination will be shown 
the foreign delegates to the first 


World Congress on Illumination when 
they visit Chicago on September 14 
and 15. Sixty-one delegates, repre- 


senting Austria, Australia, Brazil, 
Cuba, 


ain, Holland, 
Italy and Russia, will be present. 


France, Germany, Great Brit- 
Japan, Switzerland, 
A number of installations in Chi- 


cago, such as the illumination of 
State street in the loop district, the 
Buckingham Fountain in Grant Park, 
and some of the billboard and sign 
lighting, have no counterparts else- 
where. There are also a number of 
boulevard, park and street lighting 
installations which represent the most 
modern trend, and arrangements are 
being made to display these to the 
under the most favorable 


Many 


tainment features are on the program 


visitors 
circumstances. other enter- 
for the two days in Chicago. 

2 -*% 


Tousley Makes Change 
Victor H. Tousley, formerly chief 
electrical inspector of the Department 
of Gas and Electricity, City of Chi- 
cago has been appointed electrical 
field engineer of the National Fire 


Protective Association. Among his 


duties will be the exploiting of the 


National Electrical Code among the 
contractors, helping various groups 


and bodies on it, securing 


tions and so forth. 


sugges- 


Armstrong Manufacturing 
Announces Consolidation 


The Armstrong Manufacturing (, 
of Huntington, W. Va., maker 0 
electrical appliances, and the Ney 
Era Range Corp. have merged under 
the name of the Armstrong Electri: 


& Manufacturing Corp. 


T. E. Spence will head the new 
company and will also be a director 
in charge of research and develop 
ment. The other directors includ 
C. R. Berrien, Harold Will, William 
S. Yorkes, H. K. Dalton, W. G. 
Beckers, J. Roy Allen, Gardner B. 
Perry and W. R. Westerfield. 


* * 






* 





Delinquent Accounts 


The accompanying tabulation shows 
the number of delinquent accounts, 
the total amounts and the average 
amounts as reported to the National 
Electrical Credit Association by 
member manufacturers and _ jobbers 
through _ its 
June, 1928, as compared with the 
same month the previous year. Also 
these figures are shown for the first 
four months’ period of 1927 and 1928. 


various divisions, for 


COMPARATIVE STATEMENT OF PAST DUE ACCOUNTS REPORTED 


JULY 381, 1928 


NUMBER OF ACCOUNTS REPORTED 











% % 
Increase Increase 
July or 7 months or 
Division 1927 1928 Decrease 1927 1928 Decrease 
New York Elec’l. Credit 
Ass’n., Hdqtrs. New York ........ 232 265 +14.2% 2346 2135 —9 & 
Electrical Credit Ass'n. 
Middle & Southern Atlantic 
States, Hdqtrs. Philadelphia ...... 218 149 —30 % 1194 =1283 + 7.5% 
Electrical Credit Ass’n. 
New Eng. Div. Hdqtrs. Boston ... 177 99 —44.7% 1102 852 —22.6% 
Pacific Coast Elec’l. Credit 
Ass'n. Hdgqtrs. San Francisco .... 18 15 —16.6% 117 93 —20.5% 
Electrical Credit Ass'n. 
Central Div. Hdgqtrs. Chicago ..... 787 663 —15.8% 6530 5629 —13.8% 
RPE 6s 06 Oh hase th eee 1427 1191 —16.5% 11289 9992 —11.5% 
TOTAL AMOUNTS REPORTED 
% % 
Increase Increase 
July or 7 months or 
Division 1927 " 1928 Decrease 1927 1928  Decreas: 
New York «....s0:0<+ 8 SBA $ 38,813 —26.3% §$ 377,145 $ 307,816 —18.3% 
Middle & Southern +-15.5% 
PRIMA © 6 iikos0s' s open 23,285 25,584 +10 % 146,055 166,702 
New England ys 24,083 12,901 —46.4% 121,465 109,163 —10.1% 
Pacific Coast .....<00%6+ 2,740 1233 —55 % 16,294 13,950 —14.4% 
CREME Fun sass cebe eae 98,620 72,945 —26 % 760,115 672,578 —11.5% 
Dotel..ccsivs dacs GeO $151,476 —24.7% $1,421,074 $1,272,209 —10.4% 


AVERAGE AMOUNTS 


July 7 months 
Division 1927 1928 1927 1928 
New a Misti oss, Sie toe Bawds<ceeeee eee 226 146 1143 L014 
Middle & Southern Atlantic ...............0e000e 109 171 858 92] 
New. Tle! Cis. «Sis asst 5 ais. Hees e's 4s ole Sales om 136 130 771 558 
I S| ee ee mee aCe ON Se SGM NE eee Da SO 152 63 1181 508 
Wentew le ocd cl. 26% ches Se Se a Coe eee 125 110 829 8331 
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guns that make 
up the great battery ¥ 
of sales shots on the 

electrified Christmas tree 
stand soon to bombard 
the consumer in USALITE’S 
greatest advertising drive. 
Over the top with USALITE! 


Cash in on this heavy sales drive. 





USALITE 
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__ United States Electric Manufacturing Corp. .< 


222 West 14th Street, New York City 
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No. 3951 Tumbler Switch 
No. OS71 ‘De Luxe” } 
hogany inlaid plate, with b; 
border. 




































No. 2860 ‘‘Trigle’’ 
Tumbler Switch 
with No. O8S35! 
‘*Templus’’ com- 
position plate. 



























No. 122 Duplex 
having cupped bosses and *‘find- 
ing ribs,’ with No. OV71-B 
“De Luxe’’ all-metal, nickel 


Receptacle, 





No. 2892 ‘‘Dugle’’ Tumbler 
Switch with No. O8211 
brass plate. 





silver plate. 





No. 5501 Flush _ pysh 
switch, Luminous, with No. 


No. 760- Receptacle, with cupped OP51 *‘‘Templus’’ composi- 





boss and ‘‘finding rib,"’ with No. tion plate. 
OF71 ‘‘De Luxe’ Circassian Walnut 
Inlaid plate. 


this glimpse of a room corner 


in a modern house shows Bryant switch and receptacle installations. The residence, 
office or factory, completely Bryant equipped has wiring devices of reliability that 
assure long service and satisfaction. { 

“From left to right” - the devices shown above are A “Trigle” switch, with “Templus” 
composition plate, controlling lights in hallway and porch; a “Dugle” switch with 
brass plate, for bedroom and closet; a single convenience receptacle, with “De- 
Luxe” Circassian Walnut inlaid plate, for wall panel in dining room; a push button 
switch at the entrance to all bedrooms: a duplex convenience receptacle, with “De- 
Luxe” all metal plate, - two or three for each important room; and a tumbler switch 

with “De Luxe” mahogany inlaid plate, (indications on handle) for each entrance, 

hallways, dining room, library, living room, sun parlor, kitchen and basement. 





THE BRYANT ELECTRIC COMPANY, Bridgeport, Conn., U. S. A- 
New York . Philadelphia . Chicago r San Francisco 
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Fall Days... . 
Bring Bigger Sales 


Fall days always bring bigger 
sales. That means your chances 
for selling HEMCO plugs will 
increase. It makes doubly im- 
portant the keeping of your 
HEMCO Metal Display Stand in 

_aprominent place in yourstore. 


The HEMCO Metal Display 
Stand actually mounts five 
HEMCO sales leaders. ... It pic- 
tures ten, and does so in a 
manner that makes customers 
who see the stand stop and 
buy the HEMCO they need. 


If you do not have a HEMCO 
Metal Display Stand, send for 
one today by tearing out and 
mailing coupon below. Stand 
is sent free, you are charged 
only for the plugs mounted on 
the board at a special discount. 
Sent C.O.D. $2.13 plus postage. 





























«+ The moulded wall plate will 
never finger mark... never 
mar from reasonable use... TEAR OUT 
nor warp New exclu- HERE 
sive finishing process produce 

permanent rich brown color. 


The Bryant Electric Company 


Bridgeport .. Connecticut 


NEW YORK .....- «+ « « + 342 Madison Street 
PHILADELPHIA . - « 1317 Widener Building 
CHICAGO. ..... - + + 844 West Adams Street 
SAN FRANCISCO. . . . 149 New Montgomery Street 
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These two men are responsible for affairs at the Interstate Electric Co., Bir- 
mingham, Ala. On the left L. B. Neuburger is getting a big kick out of a fat man 
chasing his hat. In the center he appears again with a 12 lb. bass he caught. On 
the right is his brother, S. G. Neuberger with THe Jopper’s SatesMan, which has just 
arrived, 





Changes in Personnel 

Tirus Scumip, president of the 
Crescent Electric Supply Co., Du- 
buque, Ia., has withdrawn from active 
duties as manager of the Dubuque 
house and is devoting his time to the 
duties of president. A. J. Kies is now 
manager and R. H. Hornback is 
sales manager. __ 

Harpy L. PanGerr, has recently 
joined the Carolina Electric Supply : Oe wee 
Here are three girls from Pacific States 
x : : . Electric Co., Spokane, Wash. Left to 
Padgett is a young man, 23 years of yight, Hazel Runkel, Betty Hanson and 
age, full of energy and with a back- Anna Geraghty. Yes, Miss Geraghty 
i looks like her famous movie namesake, 
F $a Carmelita. She ought to, for they really 
in Chicago. are cousins. 


Co., Spartanburg, S. C., as secretary. | 


He is also working on sales. Mr. 


ground of three years of sales work 

















Here is a really good picture of officials of the Sterling Electric Co., Minneapolis. 
First at the left comes A. E. (Ernie) Lindquist, purchasing agent, then W. E. 
Stephenson, president, Arthur Jenkins, J. C. Glover and Charles Jones. 


Biddle Receives Award for 

Constructive Credit Work 

The contractor-dealer medal and 
purse of 1928, given under the Jame; 
H. McGraw Award, was presented tv 
N. Jay Biddle of Detroit, at the con 
vention of the Association of Electra- 
gists, International, held at the Hote! 
Stevens Chicago, August 6 to 10. 

A certificate of honorable mention 
was given to Earl N. Peak of 
Marshalltown, Ia., with citation in 
recognition of his constructive con- 
tribution to the advancement of the 
contractor-dealer branch of the elec- 
trical industry through his association 
work. 

Mr. Biddle’s work, whereby he won 
the award, was in relation to credits, 
which he believed to be the greatest 
ailment of the electrical contractor. 

By invoking the co-operation of the 
Detroit Association of Credit Men 
and the local electrical wholesalers, he 
effected the establishment of a gen- 
eral credit policy for the electrical 
trade, whereby on their own voluntary 
agreement, the local contractors 
placed themselves on a 30 day credit 
basis, liquidating back balances by 
means of notes and inaugurating a 
system for clearing credits monthly 
to which the entire wholesale and re- 
tail electrical trade was ultimately 
committed. This plan has now been 
in complete operation for two years, 
with a credit committee of three, 
representing the contractors, whole- 
salers and credit men, acting in be- 
half of the contractors wherever an 
extension of credit or other considera- 
tion is warranted by special condi- 
tions. As a result the financial condi- 
tion of the: Detroit contractors has 
been greatly improved, the number of 
irresponsible contractors has been re- 
duced almost one half, the total of 
past due receivables on the books of 
the wholesalers has shrunk to one 
third and the contracting trade is 
generally in a far more prosperous 
condition. 

* * & 
Tampa Wholesaler Reports 
Good Business 

Electric Fixtures and _ Supplies. 
Inc., Tampa, Fla., reports a steady 
increase in business since the company 
started. Recent large jobs secured 
were: the Horn theatre, one of the 
largest in Tampa; the Oak Park high 
school, and Hendry Bros. meat pack 
ing plant. The entire layout was 
sold in each job. 








NEW! 


e Announcin g two 


new BEE-VAC 


electrical appliances 


for the home 


And a new financing plan that will 
interest retailers, jobbers and salesmen 


_ malate jobbers” 





IT’S READY : - 


- THE NEW 


BEE-VAC 


ELECTRIC WASHER 


ETT 


; : sii 
ee | 
i 
ee 























cannot tangle the clothes 


The Bee-V ac agitator | 





Consumer’s cash price 


’99)50 


The new Bee- Vac is an extraordinary washer 
in style and beauty, in quality and perform- 
ance, in dependability and long life. It un- 
questionably touches a new peak in electric 
washer value ... and opens up new possi- 
bilities in sales and profits for you. 


Believing that the new Bee-Vac Washer 
will prove to be far beyond your expecta- 
tions, we strongly urge that you put a dem- 
onstrator on your floor. 


We want you to experience for yourself 
the rapid washing action of its patented 
cast aluminum agitator which cannot tangle 
clothes .. . To admire the beauty of its gray- 
green lacquered exterior ... To see the 
rugged strength of its 18-ounce solid cop- 
per tub, with polished nickel interior, as 
well as its strongly welded channel steel 
frame ... To see its sturdy wringer with 
large, soft rolls and its 14 h. p. dust and 
moisture proof motor of standard make... 
To understand why its single unit gear case 
with cut gears, bronze bushings and vital 
working parts operating in a bath of oil, 
will give years of trouble-free service and 
require oiling attention only once a year. 


Send in your order at once... to your 
nearest jobber. Or write us for the full 
details. 





¢ Announcing a 


ELECTRIC 


Consumer’s cash price 


$3,750 


Designed and built by Bee-Vac—dedicated to the 
thousands of dealers who have long wanted to give 
their trade a genuine Bee-Vac value in a motor brush 
cleaner—the new Bee-Vac marks a supreme achieve- 
ment in electric cleaner style, beauty, quality, dependa- 
bility, long life and cleaning efficiency. 


Bee-Vac not only has endowed this new cleaner with 
new and unusual features to meet every want and desire 
on the part of dealers and housewives, but has also 
given it those time-proved qualities of sturdy construc- 
tion and freedom from service attention which for 
eighteen years have given Bee-Vac a place apart from 
all other cleaners. 


The new Motor Brush Bee-Vac completes the Bee- 
Vac line, a cleaner of every type and price—a cleaner to 
meet every need and fit every pocketbook. The added 
profit possibilities are so obvious that thousands of 
dealers will place immediate orders with their jobbers 
for this new motor brush Bee-Vac. We invite you to 
order at once... and confirm on your own sales floor 
our enthusiastic claims for this new Bee-Vac. Your 
jobber can fill orders without delay. 


. the New 


Ball-bearing 


equipped 
throughout 


22808 


eAttachments 


4OTOR 
3RUSH $5.00 
mors Per Sets 


Showing the 
Bee-V ac 
motor 
brush 








New BEE-VAC 
FINANCING PLAN 


+++the simplest and most generous 
in the electrical appliance industry 


cleaners and a Bee-Vac Washer ... with all 
time payments handled through one uniform 
financing arrangement ... Bee-Vac offers 
dealers a service that is entirely unusual and 
extraordinary in its profit possibilities. The 
details will interest any dealer who wants to in- 
crease his electrical appliance sales and profits. 
Write for them. 


This new and simplified plan will make thou- 
sands of dealers a real factor in electric cleaner 
and electric washer selling. 


You can now offer liberal time payment 
terms without using your own capital and 
without impairing your bank credit. 





With a complete Bee-Vac line of electric 


BIRTMAN ELECTRIC COMPANY, Dept. G-336, 4140 Fullerton Ave., Chicago, III. 
oe 


DE LUXE Ball-bearing 


BEE-VAC 


Consumer’s price 


$ ie 





s>— 


Model “G” 


BEE-VAC 


Consumer’s price 


Attachments, $5.00 Attachments, including floor 
polisher and blower, $8.00 


The original high- 


quality, low-priced 
cleaner, Bee-Vac 
Model “G,” is still to- 
day, by all standards 
of comparison, Amer- 
ica’s greatest electric 
cleaner value 


Equipped with a pow- 
erful 14 h. p. ball- 
bearing motor, a 
floating type brush 
and four-position 
nozzle adjustment. An 
exceptional cleaner 


from every standpoint 


Like all Bee-Vae 
cleaners, the DeLuxe 
modelis guaranteed, 
motor and all, for 
twofullyears. Order 
from your jobber 


Superb in beauty; 
berformance an 

dependable service. 
Order from your 


jobber 
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The girls of the Southwest General Electric Supply Co., Oklahoma City, Okla., 


stopped on their way to lunch for this picture. 


Left to right: Florence Aldridge, 


Leona Bau, Agnes Gordon, Louise Orner, Merle Louise Cooper and Catherine Ledger. 





Electragists Have Exception- 
ally Good Meeting 


Much 
at the 28th annual Convention of the 
Association of Electragists, Interna- 


satisfaction was expressed 


tional, which was held in Chicago, 
August 6 to 10. 
an especially large attendance, but 


Not only was there 


they all seemed to féel that results 


were being obtained which would 
make this meeting stand out as a 


progressive one. 


One of the things mentioned on 
the 
bringing motor business in quantity 
back into the contractor field. This 
was officially started off at the motor 
section business session the first day, 


every hand was prospect of 


where electragists, motor dealers and 


specialists were invited to discuss 


motor and make 


the A.E.I. 


The subject came up 


problems 
mendations to 


recom- 

national 
motor section. 
again at other meetings and it was 
thought that progress of a 
definite character had 
to improve the opportunities of the 
contractor in this important field. 


much 


been made 


If for no other reason, the con- 
vention was made worth while by 
the address made by L. K. Comstock, 
4 past president of the Association, 
n the subject of “The New Co-op- 


‘ration. Co-operation was not dis- 


ssed in the platitudinous manner 
it we have come to expect when 
the word 


Mr. 


‘k the form of a most complete 


see on a convention 


program, Comstock’s address 


and serious set of suggestions for 
the guidance of tae Association into 
So well 


were his suggestions received that a 


fields of practical activity. 


special committee was named to con- 
sider this paper and see how many 
of these suggestions could be worked 
up into practical plans to be put 


into effect by the Association. 


There were many other interesting 


papers and discussions throughout 
the days of the meeting, and manu- 
facturers showed their appreciation 


of the Association’s value in the field 


by making an exceptionally large 
exhibit, arranged in the main exhibit 


hall of the Stevens. 


* * * 


Jobbers Sales Activities 


CapiraL Exvectric Co., Salt Lake 
City—A 


wiring 


‘ampaign is being run on 


devices and rubber covered 
wire. 


C.*A. Markiey Ecectric SuPPLY 


Co., Harrisburg, Pa.—Special sales 


activities on “‘Bee-Vac’’ electric wash- 
ers and on Case all-electric radio re- 
ceivers. 


Netson & Co., Tulsa, Okla —This 
company is pushing the sale of Cutler- 
Hammer cvntrol apparatus for oil 
field application. 

Betmont Corp., Minneapolis— 
This 
campaign on Hart & Hegeman devices 
held in July. 


company reports a_ successful 


Co., 
Kansas City, Mo.—A special cam- 


CentTRAL States ELectric 
paign is being run on the new line of 
Eveready radio receivers, for which 
the Central company 
distributors in their territory. 


are exclusive 


CoMMERCIAL ELECTRICAL SUPPLY 
Co., St. Louis—Extra sales effort is 


being placed on Ray-O-Vac batteries. 





This 


is the General Electric warehouse bunch at Houston, Tex. 
William Parker, Neil Neaugbauer, Henry Burrisk, Walter O’Hara and Joe Evans. 


~ 


Left to right: 
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Here are the members of the sales de- 
partment of the Schimmel Electric Supply 
Philadelpnia, waiting around in 
Odessa, Mo., to do a little rabbit hunting 
with the gentleman of avoirdupois who 
appears in the picture. After attending the 
R. M. A. trade show in Chicago, they drove 
to Atchison, Kansas, to visit the Steinite 
organization, returning to Philadelphia by 
way of St. Louis and the National Trail. 
The good looking fellow in knickers is 
kK. C. Albany, better known as “R. C. A.,” 
who travels Delaware. ‘The chap with the 
panama is J. EK. Neutra, sales manager of 
Schimmel. On his left is Ed. Hutelmyer, 
who covers West Philadelphia. W. E. 
Young, who travels North Philadelphia 
and who furnished the transportation 
failed to “muscle” his way into the pic- 
ture. We have no data on the big boy. 


("o., 





Wholesaler or What? 
To Tue Eprror— 

I understand that at the last meet- 
ing of the jobbers at Hot Springs, it 
that the 
be replaced by the word “wholesaler’’. 


was decided word “jobber” 

I just wish to register my thought 
in connection with this change which 
I believe is not very satisfactory. If 
jobbers object to the word—all right, 
but why not select a name that will 
fit in more satisfactorily with their 
business. ‘The word “wholesaler” has 
been used in connection with many of 
the distributing channels for years. 
1 refer to the the 


wholesale druggist and so on down 


wholesale grocer, 
the line. 

It seems to me that the jobbing 
section of electrical industry ought to 
identify itself more definitely with its 
line of business. The jobber is, after 


all, a distributer. He really is not 
a jobber at all if we accept the literal 
meaning of the term, and you can get 
that The 


“distributor” or electrical distributor 


in any dictionary. word 
would be more pertinent. 

My reason for registering my views 
is because I notice that in the copy 
matter in 
the 


stead of “jobber”. 


and text your paper, you 


“wholesaler” in- 


The 


now use word 


word “dis- 


BELIEF THAT THE SALESMAN OF THE WHOLESALER IS THE MOST IMPORTANT MAN IN'‘THE INDUSTRY 


tributor’’ is not a word at all, because 
to be correct it should be spelled with 
an “e’’ instead of an “o’, but there's 
no reason why we can’t coin a word 
and use it even though it has only 
been used in a general way and by 
no one definitely. 

I make this suggestion for what it 
is worth. 

Rosert L. Hirscure.p, 
Advertising Counsel. 
* * * 
Chronologically Speaking. 

It is to be noted by the “Western 
Electric News” of August, 1928, that 
R. W. Van Valkenburg, manager of 
the Dallas office of the Graybar Elec- 
tric Co. has rounded out 25 years of 
service with the 


company. Congra- 


tulations. 


Erie Jobber Follows the Trend 
by Holding Picnic 

The Star Electrical Co., Erie, Pa., 

recently held its 18th annual picnic. 

All the trade was invited. As the re- 


port “275 responded, had a 
wonderful day, wonderful fried fish, 


there but Andy 


says 


and everyone was 


Volstead.”’ 





SALESMEN: 
WE WILL TRY TO 
SEE YOU PROMPTLY. 


HELP US TO HELP YOU. 


NUMBER OF SALESMAN 
INTERVIEWED YESTERDAY 


75 
AVERAGE TIME OF WAITING 


18 MIR. 


INTERVIEWED IN 
JUNE 


SALESMEN 


2526 


PURCH 





Perhaps you can induce some of your 
big customers to follow along the lines of 
the Oakland Motor Car Co. For the in- 
formation of the salesmen calling upon 
them, the above score card is posted in 
the lobby daily for the previous day telling 
the number of salesmen interviewed and 
the average time each waited. for in- 
stance, number of salesmen interviewed 
yesterday 75, average waiting time, 1.8 
minutes. Once into a buyer’s office, the 
salesman sees another framed courtesy 
sign which reads: “It is our aim to have 
the purchasing department callers delayed 
as little as possible in seeking an inter- 
view. It is the duty of each buyer to see 
salesmen }romptly.” 


























This young lady is Miss Martha Fried- 
man of the office of the Illuminating Elec- 
tric Co., 1133 Roosevelt Rd., Chicago. 





West Philadelphia Holds Picnic 

The first annual picnic of the West 
Philadelphia Electric Supply Co., 
Philadelphia, was held in July. It 
was attended by all the employes of 
the 
families. 


company, together with their 


* * * 


L. A. Lutz Severs Connection 
With Company Carrying 
His Name 

L. A. Lutz, formerly president of 
the L. A. Lutz Co., Inc., Mahanoy 
City, Pa., has severed all connections 
with his old company. He 
tered an entirely new field—that of the 


has en- 


lumber business—and has started a 
new company with himself as sole 
proprietor. 


The L. A. Lutz Co., will continue 
under that name for the present, and 
also will adhere to the same policies 
and carry the same lines as hereto- 
fore. H. J. Gregory has been elected 
manager and C. R. Myers, assistant 


manager. 
* * * 
Jobbers Active in Associations 
M. B. Larimer, president of thi 


Protective Electrical Supply Co., F! 
Wayne, Ind., has been elected as 

director of the Chamber of Commer 
in that city. 
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lit. “ " 


PEIR 
AHVBBAR 









FOR 


EVERY 
PURPOSE 


All styles of Threa d. 
ing, Shanks anc 
Bases. Clamp Type 
Forged Steel, Pres cal 
Steel, Channel and 
Angle Steel. 


STRENGTH 


* ENDURANCE 
RELIABILITY 


THREE DISTINCTIVE QUALITIES OF 
PEIRCE PINS WHICH CREATE A READY 
MARKET FOR JOBBERS’ SALESMEN. 
OBTAIN FULL DETAILS ON THIS BEST 
SELLER FROM YOUR HUBBARD CATA- 
LOG NO. 28 Installation of “Pin 


ro warm Saddle 


| Abbatd aicomman 


PITTS BURGH * OAKLAND, CAL.“ CHICAGO 
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The Canfield Supply Co., Kingston, N. Y., distributor throughout the Hudson River 
Valley and New England territory, recently found it advisable to add to its fleet a 
new high speed truck for weekly deliveries within a radius of 50 miles of the home 


office. 


This Dodge Brothers Graham truck is the 10th in the fleet. 





Wygant Back in New Orleans 

G. H. Wygant connected 
with the Electrical Supply Co., New 
Orleans, in the capacity of sales man- 


is now 


ager, having assumed his duties as of 
July 1. 
ployed as manager of the wholesale 


Prior to this, he was em- 
electrical business of the Knight & 
Wall Co., of Tampa, Fla., serving for 
a period of four years, previous to 
which he was employed in the whole- 
sale electrical jobbing business in 
New Orleans for five years, as well as 
having served with the Stone & Web- 
ster interests at Boston, Mass., in the 
Baton 


Rouge Electric Co., at Baton Rouge, 


capacity of manager of the 


La., and as commercial manager of 


the Tampa Electric Co., at Tampa, 
Fla., having been in their employ for 
a period of 12 years. Hence, he is 
well known to the electrical wholesal- 
ing contractor dealer and central sta- 
tion interests throughout this entire 


district. oe # 


Relation Between Kilowatts 
and Horsepower 

The the 

“horsepower” and a kilowatt of elec- 


relation between term 
trical energy is explained in a recent 
statement by Dr. George Otis Smith, 
Director Geological Survey, Depart- 
of the The kilowatt, 
for comparative measurement of en- 


ment Interior. 
ergy, is one third greater than one 
horsepower. 

“Work,” explains Dr. Smith, is the 
overcoming of resistance through a 
certain distance. For example, if 
one carries a weight of 100 lbs. up 
a stairway at a height of 100 ft., he 
has performed 10.000 foot-pounds of 


work. If an hour was required to 


carry the weight up the 100 ft., the 
rate of work was 10,000 foot-pounds 
per hr., or 167 foot-pounds per min- 
ute. 

is the rate at which work 
In the example given the 


Power 
is done. 
man carrying the weight was utiliz- 
ing or employing power at 167 foot- 
pounds per min. When James Watt 
invented the condensing steam engine 
in 1769, he had to have some meas- 
ure of the power of his engines. By 
experiments he found that strong 
draft of his time could for 
short periods lift 550 lbs. a foot per 
This is equivalent to 33,000 
foot-pounds per minute. He there- 
fore adopted this value of the power 
of a horse and described his engines 
as capable of performing work at 
the rate of 383,000 foot-pounds per 
minute, and the term “horsepower” 
has been used ever since as a meas- 


horses 


second. 


ure of the power of steam engines, 


water wheels, and other equipmen: 
making or generating power. 

Another term, the “kilowatt,” has 
come into use with the advent ot 
electricity. Most of us have a mor 
or less definite idea of what is meant 
by a horsepower but to many a 
kilowatt is an unknown unit of power. 
There is, however, a fixed relation 
between a kilowatt and a horsepower. 
A kilowatt, as is indicated by its 
name, is composed of 1,000 watts. 
while a horsepower is composed of 
746 watts. * * 


Brown & Hall Increase 
Sales Force 

The following men have been se- 
cured to amplify the sales force of the 
Brown & Hall Supply Co., St. Louis, 
within the last two weeks and with 
these additions the sales force now 
numbers 16 men. C. E. Borntraeger, 
formerly sales manager of the Mc- 
Graw Electrical Appliance Co., and 
O. M. Fisk, for the past six years con- 
nected with the Brunswick-Balke-Col- 
lender Co. Both these gentlemen have 
had wide sales experience in their re- 
spective fields. 

* * 

Vogt Fined Twice By Vogt 

William F. Vogt, salesman for the 
Tidewater Electric Co., Inc., New 
York, is Recorder Vogt in Guttenberg, 
N. J. Recently William H. Vogt 
was arrested twice in one night, once 
for disorderly conduct and the second 
time for the same reason plus resist- 
ing an officer. When brought before 
Recorder Vogt or the “Judge” as he 
is known in the company, two fines 
were promptly slapped down on the 
second Vogt. The men, it might be 
added, are not related. 
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Left to right: Wm. J. (Bill) Shea of the Crown Electrical Supply Co., St. Louis; 
Leo Ungar, Usalite; Geo. Munzer, Peerless Light, Chicago; Chas. Byrne, Harry ! 


Crown, and R. D. Edwards of the Al Fresco Advertising Co. 


headquarters. 


Taken at the Cro 
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The R-P-CO Display Stand shows the line to best 


advantage. Do you have it in your window? 








PLAIN COLORS: 


Mahogany, White, 
Ivory, Pink Ivory, 
Buff, Grey 





1 


N C LP-CO} 
Cz A 1) 


ey 
COLOR SWITCH-PLATES [| 


— 


f 
f 





PEARL FINISH 


White, Blue, 
Green, Pink 





THE SWITCHPLATE IN 


COLORS OF BEAUTY 


Answering’ the modern de- 


product that through its sheer 


mand for harmonious color in 
every detail of appointment, 
R-P-CO switchplates supply the 
finishing touch to a well-con- 
ceived decorative color scheme. 


No longer must the switch- 
plate be a neglected step-child in 
electrical appointments, for 
R-P-CO Switchplates, in beauti- 
ful rich colors and decorative 
finishes, add the correct note of 
distinction to 
the carefully 
planned in 
terior. 

Here isa 


beauty plus utility, overcomes 
any possible objections you may 
encounter. 


These switchplates are made of 
a special product manufactured 
by the DuPont Company. 
R-P-CO Switchplates retain their 
color throughout their long life. 
They are easy to keep clean by 
merely wiping with a cloth—no 
polishing, no rubbing, no tarnish. 
The material is 
practically in- 
destructible, 
with no ten 
dency to chip, 








product you 


peel, or crack. 





like to sell. A 
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Factory and Main Office 
316-320 Cumberland St. 
PHILADELPHIA PA. 


General Sales Office 
55 West 42nd Street 
NEW YORK CITY, N. Y. 


wvwewwewwTwewovrerrerewewvewervevev"8§wennjTgTtTv}!} VC VVVTVTCT8CtCCCCCCTCTweCwW 


ROBINSON PRODUCTS, INC. 


GENTLEMEN: 








FREE Kindly send me, without ob 
ligation, your switchplate and 

SAMPLE catalogue. 

a ce 

NY Rodd haa sun scoxiaeds 
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Miss Onie Moak of Cabel Electric Co., Jackson, Miss., drives a Nash coupe and 
when she shifts gears there is no gnashing of teeth, 





Goddess of Fire Visits 
Paul Gleeson 

Paul Gleeson, veteran illuminating 
engineer of St. Louis, and who is with 
the Commercial Electrical Supply Co., 
of that city, purchased a new Willys- 
Knight sedan on August 1. On Fri- 
day, the third, at night, the garage 
and new car burned to the ground. 
It was a disastrous fire but it is to 
be hoped that he’s probably sporting 
a new Cadillac or Packard by now. 

* * * 
Metropolitan Handling Ortho- 
sonic 

The Metropolitan Electrical Sup- 
ply Co., Chicago, has been appointed 
exclusive distributor by the Federal 
Orthosonie Co., in its northern Illi- 
nois and Indiana territory and also 
The Metropoli- 


tan people are looking forward to a 


in parts of Michigan. 


substantial volume of business’ on 
this line during the coming season. 


* * * 


Tom, the Gardener 


Thomas Grier is always active at 
something or other, and moreover is 


in the fortunate position of being able 


to choose activities that to him are 
congenial. The latest outlet for his 


youthful enthusiasm comes in being 
one of the judges of gardens in the 
Tribune garden contest. 
33 sets of 


has 


Chicago 


There are judges, and 


each judge 10 gardens to in- 


spect. The best garden in the lot 
then gets into the preliminaries, semi- 
finals or whatever you choose to call 
the final 


Tom, who has been 


them, and so on until win- 
ner is selected. 
a prize winning gardener himself in 
the past, 
wicked 


critical judge. 


and is said to wield a 


hoe, also makes a stern and 


Lighting Will Double Night 
Road Traffic 


Two per cent of a state highway 
investment if spent for adequate il- 
lumination would double the night use 
of roads and largely increase the use- 
fulness of highway systems, according 
to an article in the transactions of 
the Illuminating Engineering Society. 

“Two knotty traffic problems which 


become more insistent every year are 


highway congestion by day, and glar: 
by night. Adequate highway lighting 
would be at once the practical and 
econotnical solution of both. 

“Let us consider this from an eco- 
nomic standpoint. The automobile 
investment of the United States for 
1926 is estimated at ten billion dol- 
lars. It costs twenty to fifty thou- 
sand dollars to build a mile of high- 
way. To light it costs about seven 
hundred dollars a year. 

“On a basis of thirty-five thousand 
dollars a mile cost, for two per cent 
of the state highway investment, spent 
in adequate lighting, it is conservative 
to estimate that the night use of the 
roads would be doubled. Night traffic 
is now eighteen per cent of the total, 
and doubling this would increase the 
present efficiency of the highway 


system by at least that percentage.” 
* * * 


Belmont Represents “Noark’’ 

The Belmont Corp., Minneapolis, 
has been appointed a_ representative 
of the Noark line of safety switches 
in the Minneapolis territory. 
stock at the main — 
house and also the branch at St. Paul. 


A large 


is carried ware 








Justice, white-robed, blindfolded, and holding high her precisely balanced scales, 
sat enthroned during the week of July 30 to August 4 at the Edison Lighting Insti- 


tute, Harrison, N. J. 


She played a phantom, but paradoxically, very real part in a 


novel program worked out for the annual lamp merchandising conference of the 
Company’s district office representatives and distributing Agents’ organizations 
The Edison Lamp Works’ specialists on the sales, engineering, publicity, and other 


phases of the business were placed on trial. 


They submitted their testimony, then 


while Justice cast her shadow over the scene, were forced to undergo a rigid cross- 


examination. 


found guilty! 
facing prospects of durance vile. 


In the end, came the suspense while the jury, comprising all of th: 
hundred and twenty-five attendants, reached a verdict. 
But there were no dejected figures shambling from the courtroon 
Instead it was this verdict that was sought, f 


Every “defendant” wa 


it meant that the “defendants” had presented their subjects fully and clearly 2" 


had given satisfactory answers to the questions asked. 


This unique method of 1 


teresting, instructing and pepping up the conferees was designed to get away fr 
the old-fashioned and sometimes tiresome series of lectures and symposiums char 


teristic of many sales conventions. 


The conference was for “B” agents’ lamp m:!é 


gers, “B” agents salesmen and Edison Lamp Works sales representatives. 
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The 7 


W Current Breaker 


is making history 


Distributors and their salesmen know 
what it means to handle items that sell 
themselves. Volume and profit go hand 
in hand. 

The T-V Current Breaker is such an 
item. Its performance places it in a class 
by itself. Although far superior to ordi- 
nary switches, it costs no more. The engi- 
























J 












neer of the industrial plant forgets price 
when he has a chance to see this super 
safety switch in action. 

Use this Current Breaker to build up 
your industrial business if you want to in- 
crease your volume and profit. 

Distributors’ salesmen can add to their 
sales in the industrial field with real effort. 

The T-V Current Breaker is your card 
of admittance to the engineer. 

If you haven't seen this Current Break- 
er, write today for the story. 


Just try it. 


Complete information 
about Current Breakers 
sent on request. 


Trumbull-Vanderpoel Elec. Mfg. Co. 


BANTAM, CONN. 


Boston New York St. Louis Chicago 
On the Pacific Coast—C. Dent Slaughter 


Philadelphiz 
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VA POLU X 


Dustproof —Smokeproof 
Vaporproof 


Bulb, socket and reflecting sur- 
faces completely protected... 
convex glass disc tightly sealed in- 
to mouth of reflector . . all metal 
of aluminum and monel 
. will withstand 
acid and fumes. 


parts 


metal .. smoke, 





VAPOLUX “H” GROUP 
for,general lighting 





VAPOLUX “N” GROUP 
for side lighting 





VAPOLUX “P” GROUP 


for concentrated lighting 


A VAPOLUX for all types 
of Vaporproof lighting 


WHEELER REFLECTOR CO. 


275 Congress St.. Boston, Mass. 


NEW YORK ATLANTA CLEVELAND 


Sales Offices: St. Louis, Indianapolis, Los 
Angeles, San Francisco. Seattle. 


In Canada: Canadian General Electric Co., 
Limited 
Export Dept.: 77 Warren St.. New York, N. Y. 
Cable Address: ‘‘PARLECTRIC”’ 
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Say “Order Some” 


Many is the sale that has not ma- 
terialized because the salesman didn't 
stop talking when he had no more log- 
ical arguments and asked the prospect 
when he wants the goods sent or how 
many he wants. The chances favor 
the salesman who talks too little over 
the salesman who talks too much. 


The question we are going to dis- 
cuss is how much and what to talk 
about, also when and where. Present 
day selling has no place for the high- 
pressure boy; neither is there room 
for the fellow who has no personality 
or ambition and just plugs along. 


Retailers are of three general 


classifications, of course, with wide 


variations. First, we have the “Wise- 
guy” who seems to be gaining in num- 
bers and admits with gusto that he 
knows it al!. Next, and the most nu- 
merous, is the price buyer. Everything, 
that vou have to sell is too high and 
he is buying it cheaper elsewhere. 
Lastly is the solid substantial type 
who buys where his friendship lies 
and where he has been used to buying. 


It is obvious that the same appeal 
will not sell all three types, and we 
will have to pitch to his weakness if 
we are going to win this old ball 
game. 


To get the attention of the ‘“Wise- 


| guy,’ flattery must be used, but not 


direct flattery, for it would almost 
be selling suicide. The method that 
I have found usually effective, is to 
observe some good stunt that he has 
been doing or using for a long time, 
such as neat windows, good clerks, 


| special sales or something on that or- 


| der, something that reflects directly 


in favor of his wisdom. Then I men- 
tion that dealer so-and-so has just 
started to trim his windows, carries 


Mr. Allwise will 


himself a few 


a bigger stock, ete. 


now puff up, 


give 
strokes and say “Why I’ve been doing 
that for a long time.” You have ma- 
neuvered to have him flatter himself. 
Now talk “order some.” 

With the price buyer we have to be 
more careful and plan our attack to fit 


| the man we want to sell; and above all 


| know our goods and prices by mem- 


| partee. 


ory. The price buyer has no use for 
the salesman that is slow to answer 
and must look at his price list often. 
Be quick, but distinct and clear at re- 


The only general rule that I 


go by is to pick out as many items as 
possible that my price is low on, have 
samples, if possible, of each item and 
tell him “I have special prices on 
these items.” It he asks the price of 
an item, ask him how many he wants. 
The idea is not to quote unless you 
know how many he would buy. Work 
quick, but be at ease outwardly, and 
this class is easy to sell. 


Now we come to the phlegmatic, 
friendly boy. He sells enough to eat 
regularly and save a little money, but 
only buys from good friends. Don't 
ask me how to sell this type, the only 
way that I ever had any luck is to 
pay them regular visits, take my knit- 
ting along and stay awhile and pray 
and beg for an order. But once you 
get them to buy from you, you will 
have customer friends that will stay 
with you as long as you keep calling. 
Get as many as possible. They are 
your best bet. 


Once more, I say don’t talk unless 
you know what you are talking about. 
Overtalking is a fault many salesmen 
have and don’t realize it. You can 
tell when your prospect loses interest. 
That is a sign that you have talked 
too much. Just ask him to “order 
some” when the prospect is still inter- 
ested. Even if your opening saluta- 
tion is “order some now” it is much 
better than a line of talk that may 
strike a wrong chord and ruin ali 
chances for a sale. 


The biggest waste of time for a 
salesman is represented by orderless 
calls. The sooner you start talk- 
ing about “shipping some out,” the 
quicker order pad will get 
scratched. 


your 


Martin ZIMMERMAN. 








E. J. Schaubert, assistant sales manag‘ 
and W. C. Bilyeu, city salesman, at Pe: 
body Electric Co., Oklahoma City, Ok! 
having a friendly chat before beginnii- 
the day’s selling. Caveat emptor! 
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l 
A MARK OF QUALITY h e 
that interest your 
l 
3 customers 
t Kwikon “No Bolt” Fixture Studs hold fix- 
t tures more rigid, leave more wiring space in 
t the box and are installed in 1/5 the time 
y usually taken by any other type of stud. 
O 
4 With a sample, you could prove to your- 
y self why the Kwikon “No Bolt” Fixture Stud 
’ is of real interest to contractors. 
y 
r, With a sample, you could see that there 
- are no small bolts to lose, no small nuts to 
fumble. Just do as is shown in the illustra- 
tion—insert and spin the nut. It’s rigid—it’s 
3S fast—and uses less space than any other type 
t. of stud. That's why contractors are inter- 
n ested. 
in 
iz: ; ; 
- Another money saver in which your custom- 
M ers are interested is the Hersh Duplex Signal. 
“ 
a- The Hersh Duplex Signal is a combination 
ch bell and buzzer that can be installed in 
ay the time of a separate bell and buzzer. The 
ali Hersh Duplex Signal is guaranteed to be me- 
chanically and electrically perfect, and to 
render a long and trouble free service. The 
4 mechanism of the Hersh Duplex Signal is pro- 
neal tected by a beautiful metal case finished in a 
k- French grey, which blends nicely with any 
he interior. 
ret 
- One look at the Hersh Duplex Signal 
a ] and you will convince yourself that your 
- customers are interested. If your house 
does not now sell Kwikon Products, sug- 
gest to your Sales Manager that he get 
you a sample Kwikon “No Bolt” Fix- 
1 ture Stud and a sample Hersh Duplex 
Signal. The Kwikon “No Bolt” Fixture 
Stud is sent free while the Hersh Du- 
plex Signal sample is supplied at a small 
cost. 
S. R. FRALICK & COMPANY 
15 So. Clinton St., Chicago, III. 








SALES OFFICES: 





pga 








BALTIMORE, MD. 
113 E. Franklin St. 


BOSTON, MASS. 
120 Pearl Street 


CINCINNATI, OHIO 
223 East Third St. 


CLEVELAND, OHIO 
328 Chester-12th Bldg. 


DENVER, COLORADO 
1707 Sixteenth Street 


DETROIT, MICH. 
517 E. Woodbridge St. 
KANSAS CITY, MO. 

1644 Baltimore Ave. 


LOS ANGELES, CALIF. 
706 East Third St. 


W. 


LOUISVILLE, KY. 
212 Urban Bldg. 


MINNEAPOLIS, MINN. 
1017 Lumber Exchange 


PHILADELPHIA, PA. 
2401 Chestnut St. 
CANADIAN 


Toronto, 6 


H. Banfield & Sons, Ltd. 


NEW YORK, N. Y. 
71 Murray St. 
FITTSBURGH, PA 
405 Penn Ave., Crafts Bldg 
ST. LOUIS, MO 
1911 Pine Street 


SAN FRANCISCO, CALIF 
1179 Market Street 
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ali over the world through the inter- 
change of experience and by the wid- 
est possible discussion and inspection 
of 
branch of the science. 

In New York the foreign delegates 
will see the spectacular White Way 


lighting installations in every 


and electrical display lighting, and 
some of the most ambitious floodlight- 
Oppor- 


ing effects ever developed. 


tunities will also be afforded to visit 
the 
establishments devoted to illumination 
which are located in the metropolitan 


Historic Boston will present 


laboratories and manufacturing 


district. 
numerous examples of modern light- 
ing practice with applications varied 
in scope and interest. Washington 


offer 


tacular installations which bring out 


will as attractions some spec- 
the architectural beauties of some of 
In 
lighting research and engineering ac- 
of 


methods in demonstrating lighting ef- 


our public buildings. Cleveland, 


tivities, together with a study 


fects, will occupy the major portion 
of the delegates’ time. 
will some striking 


Detroit have 


examples of street 


In Chi- 
the high-intensity street light- 


industrial and 
lighting to show the visitors. 

cago 
ing installation on State Street will 
be of and the 
Buckingham Memorial Fountain will 
be inspected. This fountain, located 
in Grant Park, has excited the ad- 


interest, wonderful 


miration of millions. Niagara Falls 
will reveal her beauties as they ap- 
pear under the illuminating scheme 
designed and installed by American 
engineers. 


* * * 


Floodlighting Latest Innovation 
In Making Real Estate Sales 


Floodlighting has been used with 
considerable success by a realty com- 
pany in Schenectady in showing the 
of dark. 


recommendation of the local 


exteriors its houses after 
On the 
power and light company, 500-watt 
250-watt 
ployed in showing the advantages of 
One of 


the officials of the real estate firm has 


and projectors were em- 


a new building development. 


the following comment to make on the 


experiment: 


that 
people were attracted, with the result 


“We are glad to say many 
that every evening large numbers of 
visitors turned out to inspect these 
of 


prospects and contributed to many of 


homes, which gave us a number 


our sales. We are so pleased that it 


inter -Mour 


AUTO AND ELECTRIC SUPPLI 


Showing the Pocatello, Ida., branch of 
the Inter-Mountain Electric Co. S. M. 
Lillie, manager, is standing next to his 
Buick with Messrs. Watson and Stanley. 
This building boasts an electric sign of 460 
Mazda lamps. 





is our intention to continue this form 
of advertising in our future building 


operations.” 
+ = 


Tulsa Jobber C-H Distributor 

Nelson & Co., Tulsa, Okla., were 
recently awarded the distributorship 
of control apparatus and wiring de- 
vices by the Cutler-Hammer Mfg. 
Co., Milwaukee. They say this line 
is expected to prove a valuable addi- 
tion to those they are now handling. 

* * * 


A Boost for the Contrac:or 

The Edison Electric Illuminating 
Co. of Boston has been awarded first 
prize by the Public Utilities Adver- 
tising Association for its advertise- 
ment entitled “Electricity—Ready To 
Serve You,” submitted in a recent Na- 
tional Better Copy Contest conducted 


by the Public Utilities Advertisin, 
Association in co-operation with tli 
National Electric Light Association 
It is a significant thing that the cop, 
displays prominently the line—“Hay 


a Contractor Wire Your Home.” 
* * * 


Eaco of New Orleans Holds 
Sales Conference 
The Electric 


Orleans, 


Appliance Co., New 
held a conference 
to 4 Robert 
Churchill, president, got away from 


sales 
August 1 at which C. 
the old lines and beaten paths and 
The 


gram was built around discussions on 


went in for new things. pro- 
profitable specialties and it is said. 
proved extremely successful. 
The meeting closed with a banquet 
at the New Orleans Country Club. 
* * * 


New Offices for Kingston 
Jobber 

Wm. Davis Hawk, Kingston, N. Y., 
is enlarging its offices, which from 
now on will be located on the second 
floor of the building. The first floor 
for the showroom and 
counter only. 


will be city 


* * * 


North State Thor Agents 
The North State Electric Supply 
Co., Raleigh, N. C., has been given 
exclusive right to the North Carolina 
territory on Thor washers and ironers. 
This company has also been appointed 

a distributor of “XRay’”’ reflectors. 





This is the famous Philadelphia foursome. 
trust each others’ count, which makes for a more rapid game. 


They always play together for they «!! 
Starting with Jac) 


Dechler, Square D at the left, next comes Charlie Anthony of Appleton Electr: 
He plays in long pants because stockings scratch his legs and get his mind off (!' 


game. 
tric Products Corp. 


Then Walter Beckett of Wiremold and finally Lloyd Clark of National F' 
Walter Beckett furnished the photograph, a little bit of a thir 


about an inch and a half square, so if these birds look a little “fuzzy” it is 0" 
account of the enlargement that had to be made. 
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Certified Malleable 


Has greater rust resistance because it contains fewer and 
smaller quantities of impurities conducive to corrosion. 
Actual experiments have proven that after a period of years 
Malleable Iron lost only 13% in weight while other metals 
were completely deteriorated. 


All KONDU THREADLESS FITTINGS are made of 
CERTIFIED MALLEABLE IRON which insures great 


strength, longer Jife, continuous value and uniformity. 


THE THREADLESS CONDUIT FITTING 


REGISTERED U. S. PATENT OFFICE & CANADA 


Erie Malleable Iron Company 


Kondu Division Erie, Pa. 
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Important Actions Taken By 
NEMA 
Approximately one hundred leading 
electrical executives and members of 
the policies division of the National 


Electrical Manufacturers Association 
convened at Association Island, New 
York, July 29 to August 1, and took 
action on a number of important ques- 
tions among which were the rear- 
rangement of the divisional structure 
of NEMA, the elimination of sub- 
standard material, uniform cost ac- 
counting, a NEMA insignia of qual- 
ity on manufactured products, and 
a reduction in the number of meet- 
ings. 


Stressing the need for the utmost 
co-operation by every member, Hunt- 
ington B. Crouse, president of 
NEMA, stated that the association is 
organized to help individual groups 
of manufacturers in working out 
their respective problems and added 
that those problems are now being 
given the attention they deserve. 


Perhaps the outstanding result of 
the four-day convention of the policy 
division, known as Camp NEMA II, 
was the report of the organization 
committee outlining a new plan of 
grouping for NEMA divisions. This 
report was approved by the board of 
sanctioned by _ the 
policies division. It now goes to the 

for ratification by letter 
The report provided for the 


governors and 
members 
ballot. 

regrouping of existing divisions with 
the exceptions of the policies division 
and the radio division. Vice-presi- 
dents, not to exceed five in number, 
are to be elected annually by the 
board for a term of one year and 
will replace the present divisional 
vice-presidents. The president of 
NEMA will become the executive 
head of the policies division. Any 
sections having a common _ interest 
and being as a group a representa- 
tive branch of the industry may be 
organized into divisions by the board. 


The second important phase of this 
regrouping is concerned with the 
formation of a section council com- 
posed of all section chairmen and 
divisional chairmen, with the presi- 
dent of NEMA as chairman. Nine 
members will be elected annually to 
the board from the membership of 
the section council. This direct tie- 
in between the sections and the board 
is considered of great importance. 

As 


a reason for this divisional re- 


grouping, the report points out that, 
with the exception of the policy and 
radio divisions, the original divisional 
idea obtained from the grouping of 
the separate organizations into NEMA 
in 1926 no longer represents the most 
logical grouping of the sections. 
The total number of meetings will 
be cut down by about one-half. The 
will be 


held in the fall, instead of the spring. 


annual meeting hereafter 
An estimate of the annual saving to 


members, through reduced _ time, 

traveling and other expenses accruing 

from the smaller number of meetings, 
is placed at $300,000. 
* * 

Moock Plans Exhibit 

The 

Canton, O., is planning a one-week 

exhibit of Westinghouse and Royal 

Rochester appliances, together with 

This will be held 


on the entire second floor of the com- 


Telechron clocks. 


pany's new fixture department and is 
for the benefit of its dealers. 


Moock Electric Supply Co., 


Current Weighs Moving 
Paper Web 


A recent development in automatic 
electric weighing has made it possible 
to weigh a continuous web of paper, 
or other material, as it passes through 
the mechanism, which does not touch 
the material weighed, according to 
the journal of the American Institute 
of Electrical Engineers. 


The principles underlying this pro- 
cess are those of the tuned radio cir- 
The web of material passes 
between two parallel metal plates 
which act as a condenser in the re- 
ceiving circuit. Variations in the 
weight of the web change the capacity 
of the condenser and affect the re- 
sponse of the circuit to a wave of 
controlled frequency. These 
tions are indicated on a meter, and 
may also be used to operate machine 
controls by suitable relays. 

The new weighing process is said 
to be of notable value in maintaining 
uniformity in the weight of paper. 


cuit. 


varia- 


The election of I. A. Bennett to the executive committee of the National Ele: 


trical 


Manufacturers Association was announced at the recent convention of the 


Policies Division of NEMA at Association Island, N. Y., held from July 29 


August 1. 


Mr. Bennett is vice-president and general sales manager of the Nation 
Klectric Products Corp., of Pittsburgh, Pa. 
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Lamp Divisions Consolidate 

The Midland division and _ the 
Federal division of the National Lamp 
Works were consolidated on August 1, 
the combined organization now oper- 


ating under the name, National Lamp 


Works of General Electric Co., Mid- 
land-Federal Division, with a new 





A. H. Meyer 


location at 222 West Adams St., Chi- 
cago. 

The principal personnel of the 
former organization have been re- 
tained. A. H. Meyer, formerly 
general manager of Midland, is gen- 
eral manager in charge of operation. 
H. D. Laidley, formerly general mana- 
ver of the Federal division, is assist- 
ant general manager in charge of 
sales. LL. V. James, formerly with 
Midland, is in charge of the lighting 
service department and demonstration 
room, and C, W, Hartenfels, formerly 
of Federal, is in charge of the sales 
promotion activities dept. M. i 
Badger is office manager, All of the 
older salesmen of the two divisions 
have been retained and are handling 
practically the same accounts as pre 
viously, 

Details will be given in a later 
issue regarding the changes in_ the 
offices and facilities which have been 
made desirable by the consolidation 
It may be stated here, however, that 
the general lighting in these offices is 
provided from several representative 
tvpes of semi-indirect luminaires, with 


an average of about 6 watts per square 
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foot and an illumination intensity of 
approximately 380 footcandles. Mr. 
James states that this intensity is not 
only desirable from a demonstration 
standpoint but that they find it to be 
economically practical, the increased 
and improved production resulting 
from it much more than justifying the 
relatively small increase in the ex- 
pense of operation. One group of 
rooms is arranged especially for 
demonstrating lighting principles and 
types of luminaires and for displaying 
National lamp advertising and sales 
aid facilities. 

In their announcement to their cus- 
tomers, managers of the Midland and 
Federal divisions stated as follows: 

“The larger organization will make 
possible better cooperation and service 
to you. The sales representatives of 
both organizations now assigned to co- 


operate with you, will continue as be- 





H. D. Laidley 


fore. Policies governing operation 
will remain the same except where 
they may be improved to benefit you. 
In our opinion this combination is a 
step in the direction of progress and 


will be of mutual benefit.” 
* # @ 


Belmont’s New Publication 

The Belmont Corp, of Minneapolis, 
a new but very progressive electrical 
wholesaler, has just issued a new 
compete line supplement catalogue 
K-6 on wiring devices, It lists only 
those lines on which a complete line 
of stock is carried. In addition to 
the lines of wiring devices, the com- 
pany is distributor for Universal and 
Sunbeam appliances, the Empire and 
White Cross lines and also North- 
west distributor for the Sonora radio 
line. 





Electrical Inter-trade 
Problems 
By C. E. GREENWOOD 

Commercial Director, N. E. L. A. 

Abstract of an Address at Camp Co-ope, 

alion VIII, Association Island, 

August 6, 1928 

HE power company needs friends 

more than money because th. 
finger of suspicion has been pointed 
at the utility throughout the hearings 
before the Federal Trade Commission. 
I feel certain that when the power 
company gets opportunity it will 
justify satisfactorily all acts for 
which it is criticised. It needs tli 
support of the industry until it is 
proven that it isn’t deserving of that 
support. 

The jobber needs a friend becaus: 
he is confronted with a fight for ex- 
istence. In some ways he is a victim 
of his own errors, but more often he 
has been affected by economic and 
organizational changes within the 
electrical industry. Recenily, the lead- 
ing manufacturers being forced to ob- 
tain more outlets for their scheduled 
volume production, have been estab- 
lishing chains of wholesale outlets. 
This process has squeezed the “inde- 
pendent”, so-termed, and competition 
has become more keen in the jobber 
field. 

The manufacturer has been by- 
passing the jobber as a means of dis- 
tribution. In some cases the dealer 
has done likewise. And numerous 
mergers of power companies have re- 
sulted in large scale buying for a 
chain of properties, orders going di- 
rect to the manufacturer. The job- 
ber cannot live on odd-lot buying only, 
and it is not surprising, even if un- 
fair, that the jobber sometimes places 
part of the blame for his dilemma on 
the power company. 

In passing let me state that in m) 
opinion the jobber-wholesaler has an 
important place in the distribution of 
electrical material in any community, 
and I believe that when the jobber is 
definitely adjusted to new conditions, 
is operating efficiently and with low 
warchousing cost, he can show the 
power company merchant how it: will 
be to his advantage to patronize the 
community wholesaler, rather than 
warehouse his own expensive stocks 

Now, one further thought as a back 
ground to our trade problems. Jus! 
as there have been different schoo! 
of thought among power company ¢ 
ecutives on the subject of “Shoul: 
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| OLIVER Improved 


|| STRAIN INSULATOR CLEVISES 


ver f ...-An increasing demand proves their 
ir Popularity with Central Stations 
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a HE demand for Oliver Drop Forged Improved Strain Insulator Clevises is 
di- increasing—Central Stations all over the country are adopting them as 
+ standard equipment. The outstanding feature of the Oliver Improved 
om Clevis is the heel which raises the eye portion supporting the bolt away from the 
ces fins of the insulator, thereby eliminating insulator chipping and breakage when 
on strains are applied. Protected from the elements by the “Fassinger Process” of 
my double-dip hot galvanizing assures maximum service. They are designed for all 
an the popular sizes of Standard and Multi-fin type strain insulators. Made in light 
of Ff and heavy Standard Types; light and heavy Double Types, and heavy Eye Type. 
ity, 
is Write to-day for Price Sheet OS-2 giving complete information for ordering! 
Hs, 





| Oliver Iron and Steel Corporation 


an New York SOUTH TENTH AND MURIEL STREETS Dallas 
‘k Philadelphia PITTSBURGH, PA. Kansas City, Mo. 
ast Chicago Detroit Denver 
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W. S. Pedley, who, it will be remem- 
bered, traveled in Wisconsin for some years 
for the Electric Appliance Co., Chicago, 
and who more recently was with the 
Southwest Telephone Co., in Arkansas, 
returned to his native state to take 
sales in the Public Utilities 
Highway Trailer Co., 
Edgerton, Wis. Mr. Pedley’s 18 years of 
active service in various phases of the 
industry gives him an exceptionally broad 
background of experience for carrying on 
his present responsibilities. 


has 
charge of 
Division of the 





the Power Company merchandise”, so 


there have been varying 


and without the industry on 


opinions, 
within 
the purposes of the power company 
the 
For many 


merchandising department, and 
practices it should follow. 
years there has been discord between 
the 


dealer on the subject of merchandis- 


power company and _ electrical 
ing and other commercial practices. 

Recently 
tation 
fully 
utility 


has been some 
lead 


believe 


there agi- 
not 
the 
the 


new policy which 


those 
that 
mind 


which would 
informed to 
companies have in 
initiation of some 
into the wiring 
The 1928 
report of the wiring committee of the 


N. E. L. A., entitled “Sell Additional] 


Wiring’, has served as a for 


would launch them 


business. This is not true. 


basis 


some of these rumors. | commend 


complete and thorough reading of this 
report. The whole spirit of the re 
port is one of local co-operative effort 
The place 


electrical development. 


of the local Electrical League is par 


ticularly emphasized. 


Although I have been commercial 
the N. E. L. A. but 
travelled extensively 
feel 
attityde of 


accurately 


director of four 


months, I have 


over the country and well in 


formed as to the general 
itilities towards wiring. As 


is | 


no cases afl 


determine, there have been 


utility 


can 
companies 
the 
which contem 


do know oft 


poig 
nto the business in 


if I 


such a 


wiring past 


know of 


ste }? 


companies that went out of the wiring 
business years ago. In fact, the at- 
titude of fuller co-operation between 
all 


is growing positively and surely. 


factors in electrical development 


Glowing embers of discontent on 


merchandising practice are periodi- 
cally fanned into flame, and in recent 
months the conflagration in some com- 
general 


munities has spread to the 


merchandising trades. 
The electrical dealer, like the job- 
affected by organiza- 
Public acceptance of 


ber, has been 
tional changes. 
the smaller electric devices, followed- 
up by able and persistent activity on 
the part of the manufacturer for 
wide distribution of his product, has 
placed appliances in stores of mer- 
chants of numerous classes. I venture 
the opinion that the rapid growth of 
electrical retail outlets for appliances, 
and the chain storé for wiring supplies, 
coupled with the manufacturer-to-con- 
sumer selling, has had a much greater 
effect on depleting the business of 
the electrical dealer than the 
chandising practices of the 

company. (With few exceptions.) 
And yet, the prevailing electric dealer 
opinion has been that the power com- 
pany merchandising operations have 
been mainly responsible for destroy- 
ing their business. 


There can be no doubt that the 
merchandising practice of some of 
the power companies has been and is 
destructive of competition. How did 
this happen? 


mer- 
power 


Do you recall that a few years ago 
it became the practice of some few 
of the leading power companies to 
publish their merchandising losses? 
The fact is that the losses indicated 
were not based on standard account- 
ing practice and did not represent a 
true picture of merchandising opera- 
However, the slogan of mer- 
“Cut 


. The jobber was by- 


tions. 
chandise became 


The 


managers 
Red” 


Down 








WHAT DID 
CAIN DO 
AFTER HE 
KILLED ABEL? 


av 
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A close-up of W. H. Kaemper (right) 
manager of Listenwalter & Gough, Inc., 
San Francisco, and J. T. Barrett, man- 
ager radio department. 





passed on purchases which went di- 
rect to the factory to obtain the extra 
five per cent. Volume purchases and 
large stocks started an orgy of high- 
pressure selling which affected the 
business of other dealers. 

The next step was the commercial 
awakening of the power company to 
its low standing in the market place, 
and the realization that intensified 
promotion of electric appliances was 
one sure way of selling more kilowatt 
hours. And so there was added an- 
other urge for marketing activity. 
company advertising has 
premiums, 


Power 
revealed cut prices, un- 
economic terms, and often mis-lead- 
The general 


unfortunately 


ing statements of value. 
merchandising trades 

voiced their objections in their own 
trade journals, and were not heard 
until a copy of one of the articles 
came to the attention of the Merchan- 
dising Committee of the N. E. L. A. 
We searched for more of these edito- 
rials, and in them our real trade prob- 
lems were revealed. 

references made clear the 
questions at issue. First the broad 
ones of “Should the Power Company 
merchandise” and “Are the substan- 
tial losses in selling operation due to 
lack of merchandising brains?” Sec- 
ondly, outline of 


These 


we have an 
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No. 3554 
Persian design 
translucent 
shade — deco- 
rated gun 
metal base. 


Sig 


See hw much more 
useful this convertible 
stand lamp is than 
the rigid kind 


The New 1929 Line of 


BUSS Lgfis 


Amazing New Profit Makers 
for Your Dealers and You 


You can tell your dealers to get ready for a 
banner year on BUSS Lights. Every one who has 
seen the new line says it’s a winner! 

You know lamps. The minute you look over 
the 1929 line, you will know that here are lamps 
that are right in tune with the times—new, 
modern, appealing—with a range of styles to 
suit any taste, any room, any use. Notice the 
new silky ribbon edges, the fine designing of the 
parchment type shades, the modern note. 

Your dealers know lamps. Ask them if they 
ever have seen such striking beauty in any line 
of lamps. Challenge them to find lamps that have 
such quality—that offer such values. 

Beauty and usefulness sell hundreds of thou- 
sands of Buss Lights every year. Buss Light fills 
the need for a decorative light that can be adjusted 
to any position for the reader’s convenience and 
comfort, and instantly converted from a stand 
lamp into a clamp lamp or a wall light. 

Your dealers will want their stocks early. 





Get small dealers going with this 
1929 Buss Light Assortment 


The larger dealers, of course, should buy at least 24 
lights, but for the smaller dealers we have especially 
prepared this small investment assortment. 

Contains one of each of the new models—7 in all. 
From it dealer can fill any call for Buss Lights as nation- 
ally advertised. Also contains striking new Lite-M-Up 
display card that can be illuminated—a display that sells. 

These 7 lights at regular dozen price, retailing for 
$20.00; dealer pays $13.33. An easy sale for you. 











No. 3253 


Futuristic de 
sign translu- 
cent shade— 
ecorated 
bronze base 














Striking Advertisements make ) 
Buss Light sales easier than ever 


The vivid picture of the new 1929 BUSS 










































Lights that is painted by this season’s adver- 
tising makes it doubly easy for you to sell — a 
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Get Combortable: 

I do the qwvisung 
says the Buss Light 
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sf, 
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squirm for it. 

Full color pages in two of the largest 
women’s magazines, Pictorial Review and 
Woman's Home Companion, and half pages 
in the Saturday Evening Post show the beauty 
and wide usefulness of the new BUSS Lights. 

What quality! What values! The minia- > 
ture illustrations shown here can give only an a Sexe 
impression of the strong appeal and great aS 
selling power of the full sized advertisements. 

Look them over in these great national 
magazines and you will know that it is going 
to be easy for you to sell your dealers BUSS 
Lights. 

There is free display material also to help 
the dealer tie up with this extensive advertis- 
ing campaign. Have your dealers ask for it. 
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Get after your dealers now so 
they will be ready for the early 
Fall demand- No dealer wants 
to miss any of these easy profits. 


Neither do you! 


















Al man’s idea 
Of real light Comfort! 
1 fe 
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iss Light 
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ide “‘easy sail- 
x for you, page 
vertisements are \ Ap = 
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ectrical Merchandising, a Sse. ' eae 
ectrical Record and Elec- X 

ical Dealer, reaching over 64,000 X 
ailers in this field. ‘X 
JSSMANN MFG. COMPANY 

2545 University St., St. Louis, Mo. ~\ 
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This group was :taken at the Crown 
Electrical Supply Co., St. Louis, Mo. Left 
to right: Harry _ Feldscher, Ethel 
Schneider, Florence Dreher and Frank 
Signaigo. 





which 
objectionable to the hardware jobbers 


merchandising practices are 
and retailers, and the electragists. 

It is too easily said that the power 
company merchandising manager does 
not know how to merchandise, and it 
is suggested that the companies would 
do well to hire expert merchandisers 
from the department store field. I 
can conceive of no greater error (un- 
less there is a complete reversal of 
The 
“expert merchandiser” from the de- 
partment store would exist in the 
utility company perhaps one week, if 
he carried on his shoulders the re- 
strictions of some companies. On the 
other hand, with the prices, terms and 
conditions that certain 
offer, 


policy in the power company). 


power com- 


panies an “expert” is not 
needed. Merchandising becomes only 
a title for a form of distribution and 
there can be no pride in ‘obtaining 
startling volume when no attempt is 
made to show a profit in operation. 
Piease bear in mind that this refer- 
ence is to general practice and not 
to occasional “‘leader’’ sales. 

Now it is unfortunate 


power company that there 


for the 
are not 





B. F, Peabody of Peabody Electric Co., 
Oklahoma City, Okla., who believes in let- 
ting the wall-eyed world know that he’s 
selling Kolster. 


‘be charged against ‘Operation’. 


standard accounting systems for mer- 
chandising operations, and further- 
more that the “profit figures” usually 
do not give a true picture of selling 
activities. The independent merchant 
is interested in our “figures” as they 
tell of the losses. These figures are 
not facts of selling operations as the 
independent merchant understands the 
term “Selling’’, because the merchan- 
dising department of the power com- 
pany carries 
broad 


pioneering expenses, 
promotional “and 
of a “Service” 


material, andi policy accounts not 


advertising 
expenses as well as 
dealer, 
and yet incurred for the indirect bene- 


common to the independent 


fit of the dealer through broadening 
the market for his wares. 

the 
doesn’t do a constructive and _ profit- 


Just because power company 
able job in selling now, is no reason 
to believe that it cannot be done. My 
experience assures me that it can be 
The 
chandise manager must have that par- 
ticular job to do, and nothing more; 


done, but with difficulty. mer- 


he must be capable; he must have ex- 
ecutive backing in obtaining the most 
efficient from depart- 
ments serving the merchandising de- 
partment, and in establishing prac- 


service other 


tices common to the business. 


To further crystallize discussion on 
the subject of merchandise practice 
and clarify the intent of the general 
merchandising principles, the sug- 
gested merchandising standards were 
developed by the general merchandis- 
ing committee, as a guide to members 
of our Association. 


Here is evidence of teamwork, and 
teamwork in merchandising I submit 
is one answer to our inter-trade prob- 
lem. The preponderance of opinion 
on the subject of whether the central 
station should, or should not merchan- 
the 


power 


affirmative—they 
not 


dise, is in 
should. The 


only has a legal right, but a duty to 


company 


merchandise. Furthermore, the Kansas 
court in a recent 
affecting the Wichita Gas Co., has 
reversed +a decision of the Kansas 
Commission, and allowed the losses 


supreme decision 


in merchandising by that company to 
The 
Court takes the position that the sale 
of appliances is not so much “mer- 
chandising”’ as it is an effective means 
of increasing the sale of current. 


Let me reiterate. The answer to 


the inter-trade problems is in team- 
this 


work. In the electric family 


Here we have L. A. Woolley, president 
of L. A. Woolley, Inc., Buffalo, N. Y., 
telling V. E. Walker and E. F. Strong 
of the Empire Lamp Division, Buffalo, 
just how happy he feels over the price 
reduction on Mazda lamps. 





may take the form of direct-contact 
selling between power company and 
dealer, as in the San Joaquin Light 
Co., in the west, or the Boston Edison 
plan in the east. The California com- 
pany organizes a subsidiary and pays 
a definite amount per kilowatt for 


And let 


considering 


load building service. me 
that the 
amount paid for that load building as 


emphasize, 


fair (and the plan seems to be ac- 
cepted by the electric trade as ideal, 
and the amount paid as fair) then 
the losses sustained by the merchan- 
dise department of the power com- 
pany are not as bad as they are 
pictured. The power company compet- 
itive selling practices are the crux of 
the problem because they affect the 
independent trades in other lines. 
It is my personal opinion that the 
power and the trades 
so closely allied in the sale of appli- 


company are 
ances, that the power company—not 
through any legal obligation or other 
pressure, but solely from a desire for 
more business, encouragement of out- 
lets, and a sense of willing teamwork 





Yep, he’s going to deliver the goods 
himself and the waiting customer will be 
all happied up and give him ancther or- 
der. A. J. Stanbury, who travels for 
Fobes Supply Co., Butte, Mont., with 
headquarters at Great Falls. 
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It is a long time since Jocko did his stuff. Here he is at Home Elec. Co., Tacoma, 


Wash. 


Left to right: T. E. Miller; Frank Demick, and E. Stewart Carter of R. C. A. 





—will destructive selling 
practices from maintaining. Monopoly 
of the electric appliance field would 
ultimately work to the disadvantage 
of the power company. 


prevent 


Seven associations are now signa- 
tory to the declaration of merchan- 
dising principles. No Association can 
exercise police power over its mem- 
Therefore, our inter-trade 
issue 


bership. 


problem now becomes a local 
and I can conceive of no more appro- 
priate medium for effective accomp- 
than the Electric 


lishment local 


League. 


Midway Official Returns 
From Tour 


A. Baxter, one of the owners of 
the Midway Electric Supply Co., New 
York, has three- 
weeks vacation spent touring Canada 


returned from a 


and thé northern states. 


* * * 


Higher Culture 


An ex-pants presser wanted his ten- 
year-old boy to shed his dialect, so 
he communicated with a school that 
people of Milt 
responded: 


guaranteed curing 
Grossese. The school 
“Send us your child, but you must 
pledge that none of his relatives or 
companions see him for six months.” 
To which the movie magnate agreed. 
When the term was up, he called for 
his child. 

“Nu, 
beamed. 


Meester Professar!” he 
“Tal me somtink. Howz 
mine leetle fallow gattink hon?” 


“Splandeed!” replied the teacher. 
“Hizz doong dendy!” 





Northland Enlarges Fixture 
Department 

The Northland Electric Co., Minne- 
apolis, Minn., has enlarged its fixture 
department, placing it in charge of 
H. E. Gable, formerly manager of 
the Moe-Bridges Co., at Minneapolis. 
A number of new lines have been 
added to those already carried, in- 
cluding: A. W. Reiser, Toledo: Stem- 
bridge & Brandt, Chicago; R. 
Williamson & Co., Chicago, and the 
“Marco” line. This fixture depart- 
ment is said to be of the largest of 
its kind in the northwest. 

* * * 
Are You Figuring on Selling 
Your Business? 

Here is a new scheme, at least it 
is new there is some 
reason to think, is spreading. A thing 


to me, which 
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as easy as this is bound to spread any- 
way :— 


Allentown, Pa. 


In April I entered into con- 
tract with a brokerage concern 
for the sale of my plant on a 
ninety-day option. The contract 
called for the usual formula of 
conditions as to percentage, etc., 
and also required a retainer fee 
of $100 for advertising purposes. 
To this amount the brokers were 
to add, if necessary, up to $300 
for advertising. I failed to hear 
anything from them until shortly 
before the expiration of the op- 
tion, when they inquired whether 
a deal could be arranged with the 
use of a property in lieu of cash. 
I asked them to show me where 
they advertised (up to $800 or at 
all), but failed to get any satis- 
faction. Of course I called off 
the option. 


I had a similar concern here 
since with about the same con- 
tract, but less of a retainer, about 
one-third. I don’t like to get 
caught twice in the same manner, 
so failed to bite this time. 

Shall be pleased to hear from 
you personally. 

Yours truly, 
O. K. Monr. 


P. S.—Had a personal friend 
at Harrisburg make inquiry at 
their branch and find their record 
is not all clear sailing, as they 
have a number of cases against 
them. 


The concern which Mr. Mohr re- 
fers to calls itself the ‘““National Busi- 





THE BRYANT ELECTRIC CoMPANy | 


For compactness, symmetry and completeness, the display of its line made by the 
Bryant Electric Co. on the occasion of the Electragists’ convention in Chicago 
might well be awarded “honorable mention.” 
within the compass of two sides of an ordinary hotel room evidently ran into the 
Representatives of the company present were Arthur Haeger, Arthur 
Macy, Arthur Hopkins, Clyde Foster, Chester Roberts, Walter Rush, Ward Thomas 


hundreds. 


and William Stacey. 














The individual items arrayed well 
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America's Finest 
TRAIN CATALOG 


IS 


NOW READY! 


= 


Copies are now in the mail to every dealer whose 
name is on our mailing list. If you have not re- 
ceived your copy write for it today or ask your 
distributor for one. It’s the MOST attractive 
book you EVER saw and pictures the entire line 
in FULL COLOR leaving nothing to be imagined. 
It’s just like having the entire line in front of you. 
HOOK up with AMERICAN FLYER—it’s going 
to be OUR GREATEST YEAR! 








_ | 


THE POCAHONTAS—an entirely New Wide Gauge Train 


AMERICAN FLYER MFG. CO. 


New York City: 
200 Fifth Avenue 















A 
4 


BY COMPARISON: — The 
BIGGEST and FINEST Train 
Catalog EVER Produced — 48 
pages in full color photograph 
ically reproducing America’s 
Finest — The American Flyer 
Rainbow Line of Miniature 
Trains and Fquipment. 


a ee 4 A282) j 
Transtormers Electric Trains Mec Aanical’ o/ Train ae 


Is your STOCK order in? IF NOT, by all 
means hurry it along. A NEW LINE—THE 
FINEST EVER PRODUCED HAS SWAMPED 
OUR FACTORY. HELP US BY GETTING 
YOUR ORDER IN EARLY! 

DISTRIBUTORS: Prepare yourself for a real 
profitable business this year. Order a supply of 
catalogs. They’re already enclosed in envelopes 
ready for you to send to your customers who 
request them. 





2219 So. Halsted St., CHICAGO 


San Francisco, Calif.: 
660 Mission St. 
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An installation for lighting a bowling alley—one of an almost unlimited number of applications 
—illustrating the extreme flexibility of SQUARE-Duct in countless fields of business and industry. 


“| he modern way of carrying wires 
for light and power 


SQUARE -Duct promises to revolutionize 
wiring methods in industrial plants of every 
type. It has rapidly become a major elec- 
trical item, deserving the sales time. and 
attention of every electrical jobber» and 
jobber’s salesman. 








“ This new Rigid Suspension Method for 
Wiring is the most economical, flexible and efficient means ever 
devised for the distribution of wires, whether for power or light- 
ing, in industrial or commercial structures of all types. 


Where SQUARE-Duct is used, there is a direct cut in instal- 
lation cost of from 15 to 30 per cent for labor alone, with a 
corresponding saving in the materials. Operating advantages and 
economies are even more important. 


SQUARE-Duct accommodates a number of wires or cables in a 
single sturdy steel trough. Closely spaced knockout holes permit 
tapping in at any point for connections—only a short length of 
conduit being required to carry the wire to the machine or light. 
When machines or departments are moved, new connections may 
be quickly and easily made. The 
hinged latched cover gives ready ac- 
cess to every foot of every wire— 
for repairs or changes in circuits. 












An inquiry will bring complete 


i i i SQUARE-Duct ismade in 24” 
information and prices. SIO IRE: Dest jgmote in 896" 
venient jongths. flanged at ends 


and easily bolted together. 


SQUARE D COMPANY, DETROIT, U.S.A. 
FACTORIES AT: DETROIT, MICH., PERU, IND. 
SQUARE D COMPANY CANADA, LTD., WALKERVILLE, ONTARIO 





BRANCH OFFICES: Toronto, Montreal (181) 

BRANCH OFFICES BRANCH OFFICES 
Dallas Atlanta Kansas City Birmingham 
St. Louis Chicago Seattle Minneapolis 
Los Angeles Indianapolis San Francisco Milwaukee 
Baltimore Cleveland | hepa ree 
New York Cincinnati oston urg 

Philadelphia ELECTRICAL EQUIPMENT Grand Rapids 





ness Brokers’ Corporation,’ with 
“general offices” at 346 Columbian 
Bank Building, Columbus, Ohio. Its 
ostensible business is to buy and sell 
businesses. 


Mr. Mohr has sent me the contract 
which he signed, and I find it a very 
interesting document. It is too long to 
reproduce in full, but I can summa- 
rize it. 

1.—It provides that if the brokers 
sell the business they get a commission 
of 10 per cent. on the first $2,000 and 
5 per cent. of the balance. 

2.—The brokers “retain the right” 
to help a buyer buy the business by 
advancing him up to 50 per cent. 


(Of course this has no place in this 
contract; it is probably put in to im- 
press clients. It binds the brokers to 
nothing and has no meaning what- 
ever.) 

3.—The brokers are given an ex- 
clusive contract for ninety days. At 
the end of ninety days the exclusive 
authority continues unless ten days’ 
written notice of withdrawal is given. 

4.—The next provision is very clev- 
er and I shall reproduce it in full :— 

It is further agreed that a sum 
not to exceed $300 will be spent 
for advertising, and other profit- 
able methods to further the sale 
of. said business to be paid by the 

National Business Brokers’ Cor- 

poration. 

‘Tt is agreed and understood 
that the said National Business 
Brokers’ Corporation shall adver- 
tise my business in leading news- 
papers, magazines or trade jour- 
nals, best adapted for said busi- 
ness listed, selected by the adver- 
tising department of the said Na- 
tional Business Brokers’ Corpora- 
tion. 
5.—In consideration of all of the 

above the owner of the business then 
agrees to pay $100 retaining fee, this 
amount to be used to further sale of 
my business and same to be deducted 
from the commission due the National 
Business Brokers’ Corporation at the 
time of sale. 

Mr. Mohr signed and paid his $100 
and nothing happened... They sent him 
a copy of a little five-line advertise- 
ment, but never told him when it ap- 
peared, and the only “inquiry” sent 
him asked if he would trade his prop- 
erty for another. Nothing ever came 
of this. They have his $100;-but have 
never given him any evidence as to 
how much of it they spent to further 
the sale, or whether they ever did 
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Closed Season on Fan Sales ~ 
nations Your Guns Now 


a Motor 


Prospects, 


<<» ow 






























‘ReM Ammunition’ 


HE wise hunter goes for the game that he has the 

best chance of landing. Salesmen who have been 

selling R & M Fans are well acquainted with the 
high respect in which they are held, and their enviable 
reputation is shared by Robbins & Myers Motors. 


Built for over 25 years by an organization that has 
always put quality first, they are characterized by rug- 
ged, simple construction and incorporate many dis- 





tinguishing features. R & M Motors always deliver 


Split Phase, 1/30 to 4% H. P. 


that efficient and reliable service which your customers 


Repulsion Induction, g to 7/2 H. P. 
Polyphase, ¥g to 20 H. P. . 
Direct Current, % to 20 H. P. demand and appreciate. 
Also D. Ge Generators, Motor Generator Sets, 
De al le y @ y otors 4 - ' ' 
nen athe, grinding and buffing motors, AC If you are not acquainted with R es M Motors. or 
DC and DC-DC Battery charging sets, general 


purpose motor generator sets. Oscillating, non- 


wish additional information, write for bulletins cover- 


oscillating, ventilating and ceiling fans. 








ing construction, ratings, prices, etc. 


Robbins & Myers, Jur. 


SPRINGFIELD, OHIO 


Agencies in all Principal Cities of the World 
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) any of the $300 advertising at all. 

H eres t h e G uar d Naturally they were to spend the 
m $300, if anybody did, so perhaps they 

that Saves the La ps felt that it was their business only, 

but as they apparently got Mr. Mohr’s 
$100 by the $300 joker it would seem 


as if they owed him some information 
as to what they did for his money. 


Now I am not accusing these people 
cs=€ eo of anything—I don’t know them and 
don’t know anything about their meth- 
ods except what I read in the con- 
tract, but I do know that under this 
contract it would be quite easy to col- 
lect retaining fees and do little or 
nothing for them. The $100 is col- 
lected as retaining fee to “further 
the sale of the business.”” But how 
and when and to what extent? It is 
to be deducted from the commission, if 
earned, but if commission is not earned 
the $100 is not given back. 


As to the $300 worth of advertising, 
that is nothing at all. They agree to 
advertise in newspapers, magazines 
and trade journals as they see fit. 
Nothing really binding here. And as 
for the amount to be spent for adver- 
tising, they give themselves the option 
of spending ‘‘not to exceed $300,’ 
which means from one cent up. There 
is no real agreement to do any adver- 
tising at all, and no real ground, ex- 
cept with enormous trouble, to force a 
disclosure from them as to what was 
done for the $100, if anything. 

















LOXON 
Lamp Guards 


Other guards may come and go, but 
Loxon is always with us. Never pass up a I am therefore compelled to advise 
Mr. Mohr that his $100 is gone. 
(Copyright, November 12, 1927, by 
Elton J. Buckley, Esq., Counsellor-at- 
Law, 1206-11 Liberty Building, 
Broad and Chestnut Streets, Philadel- 

phia, Pa.) 


* * * 


N. E. C. A. Member Retires 


S. B. Anderson, of the  Pacitic 
States Electric Co., San Francisco, 
has retired as a member of the Board 
of Managers of the N. E. C. A. Mr. 
Anderson was one of the organizers 
of the Pacific Coast Association. 


dealer, service station, or accessory shop 
without checking up on Loxon Guards— 
the most widely and consistently adver- 
tised and the most popular with the trade. 
Accepted as the standard for lamp protec- 
tion for many years. Your dealers sell 
them; that’s why they buy them! 


Send to us for a free 
sample LOXON Guard 


* * * 


The house agent had just informed 
the prospective tenant that the owners 
would allow no children, phono 
graphs, radio sets or dogs in_ his 
apartments. 






MANUFACTURING co. “Well,” said the house hunter, “w: 
haven't any of those things, but | 
want to play fair with the landlord 
I guess youd better tell him m 
fountain pen squeaks a bit.” 


-/ MCGILL | > 








ESTABLISHED 100 


VALPARAISO INDIANA. 
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Yes—1l1 years of steady growth and the 
making of quality fuses coupled with a 
sound policy has brought “TRICO” to the 


front. 

















Jobbers, Jobber’s Salesmen and, very im- They are learning, many from personal 
portantly, the Industrials are now consult- experience, others from reputation, that 
ing their own judgment about the merit of there is a difference in fuses. 

TRICO Fuses. 






POWDER 


Sn PACKED 


RENEWABLE 








stand out as dependable fuses—fuses that | Today substantial Jobbers are swinging in 
never blow prematurely or without ap- line and enjoying the profitable turnover 
parent reason. that TRICO business is creating. 





Get facts about TRICO NOW while the thought is fresh! 


The famous “Powder-Packed” Renewal Element—its watt loss saving—its time-lag—its 
copper terminals—are a few superior points explained in Bulletin 206-B. 


TRICO FUSE MFG. CO., Milwaukee, Wis. 


“Quality Fuses 


Since 1917” 








Fe en POWDER- ’ 

SAFETY PACKED NON. SHOCK PROOF 
FUSE RENEW ABLE RENEWABLE PLUG 

PULLERS FUSES FUSES FUSES 

4 SIZES ALL SIZES ALL SIZES ALL SIZES 










TRICO FUSES ARE LISTED AS STANDARD AND APPROVED BY UNDERWRITERS’ LABORATORIES 
AND LEADING INSURANCE COMPANIES 
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Send for copy 
of Catalog 
No. 7 
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Bank Cage 


Foot 
Lighting 7 


Window 
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Shov a. 






























Directional 
Signs 


CASHIER 


Directional 
Signs 








































Picture 
Lighting 























Picture Foot 
Lighting 


EXIT 


Directional 
Signs 















ELEVATOR 


Directional 



































AISLE 4 


Directional Signs 


Day-Brite Reflector Company 
703 So. Broadway St. Louis, Mo. 

















Cove Lighting 
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D. H. Proctor has been ap- 
pointed manager of the promotion- 
al department of the Electrical 
Trade Publishing Co., publishers 
of Tue Jopper’s SALESMAN and the 
InvusrriAL DisTrRIpuTOR AND SALEs- 
MAN. Mr. Proctor has had elec- 
trical engineering training and ex- 
perience followed by eight years of 
educational work with the Bell 
Telephone organization, of great 
value in developing an understand- 
ing of the average man’s compre- 
hension of mechanical and _ techni- 
cal subjects. This was followed 
by five years with McGraw-Hill 
Co., where he was made manager 
of the copy-service department 
of the Chicago office. This work 
brought him into close contact 
with many manufacturers in elec- 
trical and industrial fields, gaining 
for him a comprehension of and 
sympathy with their sales problems 
and objectives and enabling him 
to assist capably in the adjustment 
of their advertising programs to 
their needs and opportunities. 











Manufacturers’ Code of Ethics 


The National Electrical Manufac- 
turers Association, through its board 
of governors, has endorsed a code of 
business conduct. This code, as de- 
veloped by the committee on code of 
ethical and sound merchandising prin-— 
ciples, was presented to the policies 
division meeting in Chicago by N. A. 
Wolcott, chairman of the committee, 
and will appear shortly in printed 
form. 

The more specific portions of the 
code are printed below: 

The electrical manufacturers en- 
dorse the principle of a one-price 
policy. 

A request for competitive prices 
on the part of the buyer involves def- 
inite obligations toward all bidders. 
The electrical manufacturers endors« 
economic relations between buyer and 





as in the interest of sound, ethical and 
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QUALITY s PARAMOUNT! 


INDUSTRY 










All Plug Fuse Prices Have Been Reduced! 
NOW! 


Clearsite Fuses Cost No More! 
Clearsite Fuses Worth Increased! 


Clearsite Fuses Profits Greater! 
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AN INLAND 
ANNOUNCEMENT 
APPROACHES 















IN OCTOBER, INLAND WILL 
MAKE AN ANNOUNCEMENT 
THAT WILL CARRY WITH IT 
A MESSAGE OF PROFITS! 
PROFITS FOR THE JOBBER, 
CONTRACTOR AND DEALER 























In the upper left hand corner is J. L. 






















: : Ji Kirkland, well-kown representative 

The present Inland line is complete and ae eee 
° . ‘ Next is H. S. Hale, Westinghouse, Mem- 

for those who have been handling it, it phis. In the center are two more West- 
re 4 inghouse men in the far southeast; Paul 

has earned gratifying profits. With the W. Harrell, who handles Westinghouse 
Lamp Co. affairs from Jacksonville, 

purpose in view of increasing these Fla, and M. V. Murray, travelling 


for the merchandising department out of 
Atlanta. Below are F. C. Harding, West- 
inghouse, Memphis, and E. C. (Jack) 


Pa : ; Johnston, St, Louis district fo 
inating glassware, Inland will add to its — tin 


profits by widening the market for illum- 











present line a number of new, modern seller the following principles to ap- 


illuminating glassware items. These new ply to competitive bidding under any 
‘ ° ‘ a. specific inquiry: 
items are destined to win public favor i iar ln ele on oun. 
because of their unique decorative value fidential information between buyer 
Pi . ; ¥ : and bidder until all bids are in and 
and their increased illuminating efficiency. the buyer has placed the business. 
That bidders exchange, where prac- 
The Inland line can build increased tical, full information regarding their 


bids after the business is placed. 
Where specifications call for vari- 
tant announcement in the October issue. ous items involving different types 
and classes of apparatus, the relative 
| merit of the different bids is best de- 
termined and freedom of choice on the 
part of the buyer promoted if each 


profits for you. Watch for this impor- 





INLAND GLASS WORKS, Inc. bidder quotes segregated prices at @ 

6101 W. 65th Street which any individual item would be 
' Chi , j accepted. * + : 
° : y 
, — Protective Cream ih 








The Research Laboratories of the 



















= | varnish, paint and other causes of ski 
S discoloration and 


ing 
= General Electric Co. have developed 

mm 3 . . . ins 

i a protective hand cream which is fur- 

a nished as a safety measure to thos 7“ 

| men in G. E. plants whose hands and By 

| arms are exposed to oil, grease, dirt. ; se 

: n 





irritation encoun 
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Panelboard 
Meeting 


rt} —_ 















Here is a group of earnest 
salesmen who are going 
after business intelligently. 
Facts first—then sales. 

























X 


Yi 
Hi 


Probably the most valuable time spent in a sales- 
manager's office is that devoted to a discussion of 
@ Panelboards. Here isa line that does not need spe- 
cialized selling to the point of cutting out staples. 
The staples are part of the order. 





@ have a real stock carrying discount plan 
that jobbers everywhere are taking advantage of. 
Your sales-manager ought to know about it. Why not 
have him invite the local @ district office man in 
to talk to all of your salesmen and learn about the 
@ stock plan at the same time. It will boost your sales 
without diverting attention from other lines. 


PHPPPYREPEIEVEGES 


el 
eal 
——— 
88 
ae 
a8 
ee 
ee 
reat 
et 
lal 
os 
eee 
— 
Se ial 
mm 





Catalogs and details upon request 





@® Panelboards are: 

@ Panelboards are thorough- Cc 

ly standardized in every part. ] (Os 7 Qa Mm 

They fit @ Standardized Cab- 

inets whenever and wherever ELECTRIC COMPANY 

installed. There is a type and ST. LOUIS 

size for every condition of DISTRICT OFFICES 
— Atlanta, Ga. Cincinnati, Ohio Kansas City, Mo. Omaha, Nebr. Tulsa, Okla. 

service and all of them de- Baltimore, Md. Cleveland, Ohio _—_— Los Angeles, Calif. Philadelphia, Pa. Montreal, Quebec 
iened eid Boston, Mass. Dallas, Tex. Memphis, Tenn. Pittsburgh, Pa. Toronto, Ontario 

signe to eliminate costly Buffalo, N. Y. Denver, Colo. Minneapolis, Minn. San Francisco, Calif. Vancouver, B. C. 

he-i Charlotte, N. C. Detroit, Mich. New Orleans, La. Seattle, Washington Walkerville, Ontario 

n-t e-job labor. Chicago, Ill. Jacksonville, Fla. New York City Tampa,Fla. Winnipeg, Man. 
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In this 








WY 


C-H Duplex Receptacles are small and 


shallow—designed for easy handling and C-H Toggle Surface Switches pro- 
quick wiring. Parallel slots are polarized. vide the popular toggle conve- 
Contacts are heavy one piece phosphor nience for basement installation 
bronze doubled to insure firm contact at and other such uses. Neat and at- 
all times regardless of length of service tractive in appearance. Approved 
and to prevent stubbing. Approved by the by the Underwriters. 


Underwriters. 


LQ 


SELL COMPLETSE CONYVYSZAtTEResE 





LY 
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of specialists—have you 
made the most 
of your experience? 


RICKS in the trade’”’ of 

electric wiring are many 
—the little refinements, im- 
portant but unknown to those 
not familiar with all the de- 
tails of good wiring. But it is 
these improvements which 
largely make the difference be- 
tween a good joband a poor 
one—which assure a satisfied 
home owner. 





The new C-H Toggle Flush Switch 
was designed to handle the nitrogen 
lamp load property, up to its rated 
capacity. Long life is insured thru 
an exclusive C-H feature — the 
geebicer>. , self-cleaning contacts. 
hallow design aang —— 
in any standard Large, st 
screws together with ample — 


savé the architect or builder 
time and money as well as in- 
sure a better job, if you are 
consulted while the wiring 
plans are being made. It is a 
logical, helpful, offer—it will 
gladly be accepted. 

Such a plan will help make 
you the accepted headquarters 
of wiring knowledge in your 








You know these 
the trade’”’—you are a special- 
ist. You can easily use your experience to 
help the architect—contractor—home 
owner can secure better wiring jobs. 

When called in to estimate a job, make 
suggestions drawn from your long prac- 
tice. Because of your reputation, insisting 
that the wiring job be complete in every 
detail will bear weight. 

At the right time suggest that it would 


The CUTLER-HAMMER Mfg. Co... itis 


Pioneer Manufacturers of Electrical Apparatus Devic’ 


1286 St. Paul Avenue 
MILWAUKEE, WISCONSIN 


CUTLER 


MODERN WIRING 


a 


C-H Brass Shell Sockets because 
of their rugged construction and 
the positive switch mechanism 
used, assure years of satisfactory 
service. Furnished in key, keyless, 
pull-chain and push-button types. 
Approved by the Underwriters. 


LQ 


ee Se 








The switch mechanism of the C-H Porce- 
lain Socket is strong and positive. The con- 
struction throughout is rugged to withstand 
years of service. A single assembly screw 
saves time in wiring and interchange of 
caps and bases is possible. Made in key, 
keyless, push-button and pull-chain types. 


-}]® 


ance a dt Is ) : ; 
lime. Made in tingle und dub, locality. It will do more. Com- 
pole,three way and four way types. 


“tricks of Approved by the 


plete wiring brings larger 
sales and profits. Better wir- 
ing jobs will assure satisfaction to the 
owner—build good will for you. 

And to protect that good will, install 
Cutler-Hammer Wiring Devices—a line 
with over a quarter of a century of lead- 
ership behind it. 

Write for the Cutler-Hammer catalog 
showing a device for every need— 
stocked by reliable jobbers. 


nderwriters. 


AMMER 


NECESSITIES 





aN) 


Approved by the Underwriters. 
aN) 


Ses aoe ® 
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LIG 


EQUIPPED wttnH 


ILLUMINATES 











ALL FESTIVE OCCASIONS 


Elin] Ea 


ATTRACTIVE IN THE DAYTIME AS WELL AS THE NIGHT, 
LISTED AS STANDARD BY UNDERWRITERS’ LABORATORIES 
FOR INDOOR AND OUTDOOR USE 











MAZDA LAMPS 


DECORATES 

















The New Gslediil 


So colorful are these P & § 
sets . . . so decorative even in the 
daytime, as well as at night, that this 
exclusive feature alone will warrant 
your pushing them. 

These three P & S sets are all 
of the multiple type and are all 
Listed As Standard By The Under- 
writers’ Laboratories—an important 
feature which will help you sell them. 
The Intermediate Base Sets have bril- 
liant Red and Green Sockets, Red 
and Green Wire and genuine Mazda 








Of course there is the P & S No. 20060 
set for decorating larger objects. This set is 
for standard house size lamps, but is not 
supplied with them 


List Price, per set, $6.10. 


NEW YORK: 71-73 Murray St. 





BOSTON 
| A.D. Stein, 156 Purchase St 


DENVER 
F. E. Staible, Inc., 2356 Blake St. 





P:§S 


LIGHTING SETS 


lamps in colors. Each set has seven 
sockets spaced 20 inches apart. 


The sets, including the lamps, 
are tested on full current before 
leaving the factory. They are me- 
chanically strong, electrically right, 
durable, rugged and built to with- 
stand severe weather conditions as 
well as rough handling. 

No. 2002 is equipped with a 
lead 10 inches long from the attach- 
ment plug to the first socket. It is 
useful wherever several sets are con- 
nected together to produce a com- 
plete decorative effect with uniform 
spacing of lights. List Price, per set, 
$4.50. 

No. 2003 is equipped with a 
lead 6 feet long from the attach- 
ment plug to the first socket; for use 
where a long lead is necessary to 
reach the outlet. List Price, per set, 
$4.50. 


Listed as Standard by the Under- 
writers’ Laboratories for outside 
and inside use. 


PASS & SEYMOUR, INC. 


Solvay Station, Syracuse, N. Y. 


CHICAGO: 730-32 Monroe St. 


Sales Representatives: 


SAN FRANCISCO 





C. R. Bach Co., 252 Fifth St. 














tered in industrial processes. It i: 
applied before beginning work and 
forms an invisible film which quickly 
dries and is not slippery. Subsequent 
washing in warm water quickly re- 
moves the film and with it the stains 
which otherwise fill the pores of the 
skin and are difficult to remove, and 
likely to cause infection. 

This cream has now been placed on 
the market by the merchandise de- 
partment of the company at Bridge- 
port. It will be packed in tubes to 
sell at 25¢ per tube for individual] use 
and also in one pound cans for indus- 


trial use. Pa ak 


His Honor the Wholesale 


Salesman 

Will he continue to sit in? 

Everyone that belongs in any way 
shape or form to the middleman 
family of business endeavor is prob- 
ably asking himself this question and 
perhaps a few more. In the offing 
many see their usefulness ended, their 
old customers disappearing from the 
business map or else buying from 
other sources. A regular wholesaler 
that sees his business slipping blames 
his salesman and cusses the chain 
store. The manufacturer that sells 
to wholesaler only is telling him that 
he has a rotten organization and 
above all punk salesmen. The retail- 
er that is massaged on each side by 
a chain is just wondering how long 
he can last and is yelling for a law 
prohibiting any concern from having 
more than one or two stores. 

Out of all this calamity howling 
does anyone ever hear a squawk out 
of his honor, the regular wholesale 
salesman. He seems to be the shock 
absorber for both wholesaler and re- 
tailer and is expected by both sides 
to be their salvation by either dou- 
bling his production or wiping himself 
from the business picture. Of all the 
stuff I have read nobody ever says a 
word for our friend the wholesale 
salesman. It occurs to me that many 
writers even hold them up to ridicule 
and some even crucify them. I am 
not going to extol the virtues of these 
boys for I am one of them and self 
praise is one fault we don’t have. 

Many manufacturers make a good 
product, make a feeble effort to ad 
vertise it, guarantee the wholesaler 
that they will not sell their produc 
to the chain stores and other larg 
retailers, keep their price sky hig!. 
a tribute to excess profit taking, ©! 
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e Home Ass ortment Lamp Carton. 


instead of ONE 


Sells SUX 





Get ready now tor this 
Special Fall Campaign 


Post and September 22nd Literary Digest 
will carry an announcement important to 
all who sell National Mazpa lamps. It will tell 
the people of America that for the next sixty 
days they can literally buy light by the house- 
ful. It will tell them that now they can buy a 
whole carton of six lamps at less than they 
paid for a single lamp, not so many years ago. 
There’s a big new feature in this Fall re- 
lamping campaign—our new Home Assortment 
Cartons. These cartons come in three house 
styles, Colonial, Spanishand English. They come 
to the dealer flat. He fills them with any lamp 
assortment he prefers. They comfortably hold 
six lamps of the most commonly used sizes. 
When empty, these cartons make wonderful 


[ee September 29th Saturday Evening 


doll houses for the children of the family, an 
added appeal which will make many an extra 
sale. Urge your National Mazpa lamp agents 
to order their cartons from you now. They have 
just time to get ready for our advertising 
announcements. 


Free Display Material 


With every order of 100 or more cartons the 
agent will receive a special display package con- 
sisting of: One large and four small window 
streamers; two 11” x 14” cards; four 514” x 7” 
cards and a large reproduction of the Saturday 
Evening Post advertisement. Quick action is 
necessary to get yours before our national 
advertising announcements appear. 


NATIONAL LAMP WORKS of General Electric Co., Nela Park, Cleveland, Ohio 
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Mizil Mcuallbalia 


U. S. Pat. No. 1,241,895 


SHERMAN 
Fittings 


Radio Wire 


OU may have trouble 

deciding just what ra- 

dio sets you will list 
this year, but of one thing 
you must be certain and 
that is that your radio cata- 
log will not be complete 
unless you include in it the 
Sherman Line of Radio 
Wiring Fittings. 

Your dealers will be call- 
ing for Sherman Radio 
Light Weight Copper 
Ground Clamps, Battery 
Clips and terminals. 

A Sherman Assortment, 
done up in a handsome dis- 
play carton, should be on 
every dealer's counter — 
prices are plainly marked 
and the items sell them- 
selves. 

Write at once for com- 
plete information before 
your radio catalog is com- 
piled. 


Sold Thru Jobbers 


| WIRE FITTINGS FOR RADIO | 


PATENTED 





ASSORTMENT NUMBER THREE j 


SHERMAN 








H. B. SHERMAN 


Manufacturing Company 


BATTLE CREEK 


MICHIGAN 








poor management, or some of both, 
then sit around the meeting table and 
denounce the ‘salesman and wonder 
how in the name of common sense any 
sane wholesaler would hire a bunch 
of boobs like that. Advertising and 
wholesale distribution should make 
merchandise cheaper. It does if a 
normal profit is figured, and the goods 
are blessed by being made under 
progressive and economical manage- 
ment. Without these good features a 
retailer cannot meet competition, for 
present day consumers are quick to 
see the relation between the price 
asked and the quality evident. 


More and more it is becoming evi- 
dent that value must be given. Just 
where economies are to be practised is 
a question everyone will have to solve 
for himself. Take the case of vac- 
uum cleaners, they are now only about 
half the price of a few years ago. A 
few manufacturers are still holding 
their prices firm, but they too will 
weaken and drop their price. What 
justification is there in a retail price 
of 60 to 70 dollars for a commodity 
that costs 15 to 20 dollars to make? 
None that I can see now. There was 
a time when labor-saving devices were 
new and unknown and had to be dem- 
onstrated in order to be appreciated. 
But that day is past. American con- 
sumers know what they want and the 
value thereof. Advertised goods are 
preferred but they must be priced 
right. In many lines unadvertised or 
occasionally advertised goods outsell 
the advertised by a wide margin. 


What chance has a salesman in this 
day and age if his goods don’t stack 
up right? The salesman keeps right 
on plugging away selling all he can, 
helping all he can and is a real credit 
to the selling fraternity. Does he 
even ask for help or consideration? 


He never blames the factories for 
his inability to sell their lines. If 
all of you fellows that market your 
product through wholesalers’ salesmen 
would just do a little something to 
help sell—just a little better design. 
a better price, or a little better per- 
formance, most anything at all will 
do. Just show us that you are in- 
terested in us, in our success and in 
our mission in life. We won't forget 
you or your product, your good name 
and good will. We are not looking 
for “farm relief” or a_ benefactor. 
just a good honest effort on your par! 

Martin ZIMMERMAN. 
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Odfr 


Nublade Switch 


| 
| 
| 





30-60-100 and 200 amp. capacity. 
2-3-4 and 5 pole types, 
250 volt AC or DC, 500 volt AC. 


“HERE'S THE POINT’ Fused—Non fused—Solid neutral. 


You can talk yourself blue in the face abot the ordinary industrial switch without registering. 
But the minute you hand your contractor-customer one ef the Unit block assemblies of the Nublade 
Switch you’ve got his attention. 
Then, show him that— 
All current-carrying parts mounted on “unit block’; 
Blade shaped to bring maximum amount of metal at point of “break” to dissipate heat and reduce arc; 
Blade with long enough and strong enough spring to insure perfect alignment and full contact with post; 


Then tell him that this switch went through a breakdown test of one hundred thousand operations under actual service 
conditions without disclosing any appreciable wear, either electrical or mechanical. You'll get his order. Try it. 


COLT’s PATENT FirRE ARMS MFc. Co. 
| im ELECTRICAL DIVISION 


HARTFORD, ConNECTICUT, U.S. A. (ur) 


“4 
, NEW YORK BOSTON PHILADELPHIA PITTSBURGH CHICAGO ‘SAN FRANCISCO 23-N-23 
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The Waffle Iron with the 


Heat Indicator 
SELLS ITSELF! 


Here is a waffle iron 
that knows. The “Total 
Eclipse” Heat Indicator, 


$1500 





mand accurate, efficient, 
cooking devices. With this 
iron mistakes—the embar- 


an exclusive feature of the tin Canada rassment of badly cooked 
STAR-Rite Empress $18.50 waffles and wasted ingre- 
Waffle Iron has created dients—are utterly im- 
an entirely new standard MZ possible. All guesswork is 
by which all waffle irons SS eliminated with this new 
will hereafter be judged. | waffle iron which is being 


It is patented. No other 
waffle iron is so equipped and 
perfected. 

Beside the STAR-Rite Empress 
Waffle Iron all other irons are ob 
solete no matter what their price, 
shape or design. This STAR-Rite 
iron shows when the grids are 
heated exactly the right temper 
ature to make delicious 
waflles. 


crisp, 
There can be no stronger selling 


feature than this. Your customers 
are the modern women who de 


STA 


ELECTRICAL 





nationally advertised to 
thousands and thousands of women. 

Cash in on the new Empress 
Iron and be the first in your local- 
ity to show and sell it. It’s the 
most talked about improvement in 
cooking appliances in years. One 
iron sells another. Get your order 
in at once and cash in on the new 
Empress. 

And remember—it’s a new pat- 
ented idea but the list price for this 
size and type of iron remains the 
same $15.00, in Canada $18.50. 


“Rite 


NECESSITIES 


Fitzgerald Manufacturing Co. 


Torrington, Connecticut 


Canadian Fitzgerald Company, 95 King Street, East, Toronto, Ont. 


Makers Never-Leak Automotive Gaskets 





Cast Your Bread Upon 
the Waters 
By COIT A. SMITH 


Well, fellows, once 
(for no reason at all) there was a 
But this one was 


upon a_ time 


purchasing agent. 
a good goat, honest he was. 
let no salesman die of old age on the 
bench while he tried to date up a new 
steno. He had a smile and a wise- 
crack for everybody and when he was 
through turning ’em down they went 
out with their heads up because they 
knew he had done the right thing the 
best he knew how. 

Now, there was one salesman who 
called on this P. A. for over a year. 
He was as regular as the Sunday 
driver who cranks up the old Giloppi 
to go out and ruin a couple of Pack- 
ards, only he made his call every 
Wednesday. And the funny part of 
it is, he never did get an order from 
that P. A. as long as he called on 
him. 


He never 


The way the house was sewed 
up on his particular style of goods 
in another make was nobody's busi- 
ness. 

Still and all, he never missed a 
Wednesday and, believe it or not, him 
and the P. A. got to be good friends. 
Every few weeks they would lunch 
together, stopping at Al’s for a snif- 
ter and probably they would shoot a 
little Kelly afterwards. The sales- 
man would tell now and then about 
a place that had a good bargain in 
tires, and the P. A. 


wise his friend up to any good busi- 


would always 


ness that was wandering around in 
disguise. 

Well, it’s a long lane, ete., and one 
Wednesday the salesman failed to 
The P. A. missed him, but 


figured he was sick or something and 


show up. 


would probably call up later. Noth 
ing happened for a couple of days 
and then the salesman called up the 
P. A., and how! “I don’t know how 
come,” he says, “but they made me 
purchasing agent for the P. G. Mfg. 
Co. Take an order. 

Boy, the P. A. 


but managed to hold his pencil on thie 


dam near fainted, 


paper long enough to write down 800 


smackers worth of reflectors, cabl: 
fittings, glassware, etc., all nice, clea’ 
stuff with a Rolls-Royce profit anc 
no grief hanging to its tail. 

By the time he was through he had 
Shaking | 


sweat out of his eyes and trying 


pulled himself together. 


voice steady, he ask 


keep his 








pose 
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Better Lighting 
through Better 


Glassware 
—and You 


can Sell the J 


Glassware ¢ 


Do you like 
“ready made” 
markets? Here 
is one that is 
big and lasting. 


ON’T overlook the immense market 

today for better glassware. Better 

lighting demands it, buyers under- 
stand it and discriminate in favor of it. 
Every contractor-dealer finds ready sales 
for a line of glassware, exemplified by Cora 
Cased and Nuite Glassware, that fills every 
commercial and residence requirement. Are 
you letting this big opportunity slip away 
from you? 





We will show your men 
how to go after and secure 
this business. Call upon our 
sales organization and en- 
<attiesetesniamms | gineers for any possible help. 
bo Encourage your salesmen to 
give some time and thought 
to the lighting market; it 
will be to everybody’s ad- 
vantage. Write us at once. 





| 


CONSOLIDATED 


LAMP & GLASS COMPANY .«. CORAOPOLIS, PA. 
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Holding 





“XDUCT” and “ELECTRODUCT” 
Rigid Conduit 


“RED SEAL” Armored Cable and 
Flexible Metallic Conduit 


*“TLOOMFLEX” Non-Metallic Conduit 


*LOOMFLEX CABLE,” Non-Metal- 
lic Sheathed Cable. 


*“KOMPACT” Cable and Loom Boxes 


Outlet Boxes and Covers, Switch 
Boxes, Concrete Boxes 


Receptacle Covers, Fixture Studs 


Bar Hangers, Locknuts and Bushings, 
etc. 


HE same excellence and completeness of 

the A. C. L. Co. line which brought it 

to a position of pre-eminence keeps it up- 
permost in the minds of contractors and indus- 
trial users. 


“BETTER WIRING MATERIALS” ex- 
presses the way your customers esteem A. C. L. 
Co. products, and accounts for the ever-increas- 
ing volume of orders to A. C. L. Co. jobbers. 


Distributed Solely Through Jobbers. 


AMERICAN CIRCULAR 
LOOM COMPANY 


90 West St. New York 


Offices in All Principal Cities. 








“How come you hand me _ ll this 
business, Big Boy, when I never did 
give you an order?” The salesman 
laughed. ‘Because,’ he says, “I 
know a lot about selling, not so much 
about buying, so I’m playing the 
babies that will give me a break. You 
never gave me an order, but you 
couldn't help that, and you played 
the game. 

“While I was warming your 
chairs,’ he went on, “I got the real 
dope on your house and I know I 
won't have to worry about getting 
gypped. Tell one of your men to put 
me in his little red book and I will 
always be home when he calls. 

Does it pay to be a regular guy? 

* * 

Capitol Forging Ahead 

Wm. A. Schafer (better known as 
“Bill” to his friends) sales manager 
of The Capitol Electric Co. of In- 
dianapolis, Ind., says that they are 
forging right ahead. They have 
added to their force: Geo. Harlan, 
radio sales engineer. He formerly 
was with Lake States General Elec- 
tric Supply Co., Indianapolis. Ben 
Gessler will be city salesman. He 
previously was with Van Camp Hard- 
ware & Iron Co. L. L. Williams is 
in charge of Radio Service. He for- 
merly traveled Illinois as sales and 
service man for the Grigsby-Grunow 
Co., manufacturers of the “Majestic” 
radio line. 

Ambrose Tellstrom is a city sales- 
man, previously with the Lake States 


G. E. Supply Co. 


Bill Schafer also said that they had 
taken on the following lines. Majes- 
tic Electric Radio, Riser Fixtures, 
Burgess batteries, in addition to Ray- 
O-Vac_ batteries, Hamilton-Beach 
Vacuum cleaners and Koo Pull cord 
sets. 

* * * 
Barker Resigns 

W. R. Barker, sales manager of 
the Great Northern Electrical Ap- 
plianece Co., of Minneapolis has re- 
signed and is said to be looking over 
a couple of propositions in the East. 
Barker was formerly assistant sales 
manager of Robertson Cataract Elec- 
tric Co., at Buffalo, N. W. 


a. 


Craft Gets a New Job 


George B. Craft, formerly with th 
Edison Lamp Works in Detroit, is 
now traveling Northern Michigan for 


the Frank C. Teal Co., Detroit. 
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WIR ee , ‘ 
DERAWIRE ---- on wiring jobs by using 


and Flexible Cords these Quality Wiring Materials. 
Durabilt Products are helping 
The Safe Armored Cable Electrical Contractors everywhere 


and Flexible 


Steel Conduit to do the best wiring jobs with the 
DURACORD Greatest Saving of Time | 


The heavy-duty ‘ - ss - ; F 
Portable Cord You ’re Selling Satisfaction with every foot of Durabilt Products 


DURADUCT 


= DURABILE.<14 























The Non-Metallic 
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TUBULAR WOVEN FABRIC COMPANY: PAWTUCKET =i= 
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Radio Installment 









Sales 


ALSTAFF says: “I can get me no relief 

from this consumption of the purse, bor- 

rowing only lingers it out and paying 
back is double labor.” And, one of the 
things all of us have in mind at the present 
time is that the average man like Falstaff has 
a decided case of “consumption of the 
purse.” 

As a consequence, the chief problem with 
which the buying public of today is con- 
cerned is to secure those necessities, those 
luxuries of life essential to happiness, and at 
the same time maintain a position of financial 
stability. And the solution to such a prob- 
lem has been found in installment buying. 

The consumer purchases his home, his fur- 
niture, his car “on time” and offers as his 
only security, intangible at best, his moral 
responsibility combined with a slight mort- 
gage on next week's salary. Despite, how- 
ever, this apparently questionable credit risk, 
the losses sustained by dealers are small in- 
deed compared to the large volume of busi- 
ness handled. 


+464 


In radio, which is the merchandise with 
which we are particularly concerned, install- 
ment selling is an absolute necessity. It is all 
too obvious that a dealer can write “Quality 
Radio” in six foot letters across the evening 
sky, but unless he tacks on the phrase “on 
partial payments” his prospective purchaser 
will give the sign a faltering glance, firmly 
grasp his helpmate by the arm and inquire of 
the nearest passer-by “where do I get a car 
for Maxwell Street?” 








There are, it is well to remember, a great 
many people still drawing down $3000 a year 
and that kind of income does not permit the 
cautious man to invest, with a flourish, $200 
in cash in a radio set. On the other hand 
the public does not want inferior merchan- 
dise. Neither do we want to sell inferior 
merchandise. So all hands compromise on 
installment sales as the one sure means of 
placing the best within the reach of all. 


444 


Fortunately, this situation is recognized in 
the radio industry and we are not, therefore, 
urging the adoption of a practice already in 
effect: What does concern us, however, is 
the inability of salesmen and dealers alike to 
grasp the details of the present plans offered 
in the face of the fact that both are, in their 
own personal affairs, taking advantage of 
such plans in securing merchandise for their 
own consumption. 

The criticism, however, is not in the main 
directed to either the salesman or the dealer. 
Those plans which we have seen are worded 
with what might be termed deadly accuracy. 
As legal documents they would undoubtedly 
stand the test of any court of law. But, un 
fortunately or possibly necessarily they are 
written by what might be termed a combina- 
tion “auditor-lawyer” and, as few of us are 
that, it is indeed difficult to secure their full 
significance. 


» 32 
We have before us a plan of such a nature 


—one presented by a leading wholesaler 
through his salesmen to his radio dealers. 
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We do not boast of superior intelligence. 
Neither do we admit of an inferior brain 
mechanism. But the plan as presented, re- 
gardless of its clarity to its authors and the 
executives who offer it, is not thoroughly 
clear to us. 

We happen to know that this particular 
wholesaler, exasperated at the salesmen’s in- 
ability to pluck the details of this plan and 
deposit them in order in front of their 
dealers, is on the verge of having a few “blue- 
slips’ printed for insertion in several pay 
envelopes. And yet, we, after a most careful 
and detailed study of this plan, undeniably 
logical to an extreme, would certainly antici- 
pate difficulties in presenting it to a dealer in 
a concise, understandable manner. 


49° ~«4 


Here is an idea upon which the very struc’ 
ture of successful merchandising depends— 
an idea which paves the way for radio sales 
of unlimited proportions and yet there is a 
danger of its results being materially curtailed 
due to the inability of the salesmen to either 
understand it thoroughly themselves or pre- 
sent it in such a way so that the dealer, 
sitting on the fence between the finance com- 
pany and wholesaler on one side and the con- 
sumer on the other can say “That's all very 
simple and where do I sign?” 


] 3 4 


The plans as now being -presented by 
wholesalers are all fundamentally alike, de- 
viating only slightly to conforim to individual 
opinions of various finance companies or 
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wholesalers. Certainly their adoption by 
dealers will enable the latter to do a greater 
volume of business which, simply enough, is 
what we all desire. Everything is “Jake,” 
as the saying goes, to that point, but a man 
cannot guide a ‘plane until he understands 
the controls. 

We do, therefore, strongly urge and ad- 
vocate that the wholesaler, acting on the as 
sumption the plan is of utmost importance to 
him and to his dealers, give to his salesmen an 
explanation of it down to the most laborious 
detail. A primer is what the men should 
have—a primer which explains step by step, 
example by example, the threads put into this 
financing cloth. 

We are not lawyers. We are not account- 
ants. What may seem ridiculously clear to 
them is not clear to us. We're hired as sales 
men. We function as salesmen. We produce 
as salesmen. And any scheme to increase vol- 
ume of business which means increase of per- 
sonal income should be presented to us in the 
language of the salesmen. 

If the plan is important, and it is, certain- 
ly it will justify the sales manager calling a 
special meeting at which the men should be 
free to ask such questions as will straighten 
out their minds on obscure points. 

By no means disturb the plan. It’s the 
greatest merchandising scheme in radio to- 
day. But by all means let us have some in- 
structive literature for the men to use in 
assimilating its functioning. No one ever 
sold anything until he was both primarily 
and thoroughly sold on it himself. 
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The Elements of Tele- 


vision Reception 


By D. E. REPLOGLE 

Raytheon Manufacturing Co. 
Television is far from perfect. 
Nevertheless, it is sufficiently ad- 


vanced today to provide an interesting 
and fruitful field for the radio ama- 
teur and In 
localities, there are television signals 
the be received 
with relatively simple and inexpensive 


experimenter. several 


“on air,’ ready to 


equipment, while in others television 
service is promised in the not distant 
Therefore, this is an oppor- 
for a study of the elements 
of television reception and experimen- 
tation, end the 
sires to present the following data. 


future. 
tune time 


to which writer de- 


To begin with, it is well to build no 
false hopes regarding the results from 
present-day television transmission 
and reception. The pictures are small, 


generally 14% by 1% inches, and the 


detail is but fair. It is possible to 


recognized the person televised, see 
him turn his head, open his mouth, 
and roll his eyes. Even the smoke 
may be scen to rise from his cigarette. 

While there 
systems being employed at present, 
they 


and an outfit designed to receive im- 


are several television 


have many points in common, 
ages from one source may readily be 
altered to work from other transmit- 
ting stations. The system employed 
at WLEX, Lexington, Mass., is typi- 
cal of that most generally followed, 
and therefore serves as our basis. 
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Imp. No. 10—Short-wave Antenna 


a +d a prtohelndehais Kei Aynbol Gel intvoe SCANNING et 


C4—.00025 mfd. 
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R4—0 to 500,000 ohms 


Impedance C5—.000125 mfd. R5—50,000 ohms 
R. Bu ~) No. 1—90 M.H. R.F. C6—1.0 mfd or aennee ohms 
oke s ariel 7—300,000 ohms 
R. F. c. No. 2—500 M.H. R.F. at : wy RS—-500,000 chm 
oke .5 mfd. —25, ohms 
L1-L2-L3 Short wave plug-in coils C9 5 mfd. R10—O-10,000 ohms 
hen % tg Impedance lh el ae R11—5 to 10 ohms 
1— .5 > 40 tt 
C2— ‘5 mfd. R2—6 megohms R120 to 100 ohms 
C3— .001 mfd. R3—2 ohms 75 watts 


The National short-wave kit was used in this circuit. 





Because of the relatively wide chan- 
nel required for television signals, 
such transmission must take place on 
the higher frequencies or short waves. 
Accordingly, the following components 
are required for television reception: 
(1) The short-wave receiver; (2) the 
audio-frequency amplifier; (3) the 
Kino or Neon lamp; (4) the scanning 
device. Taking these up in turn, we 
have: 

The Short-Wave Receiver: While 
any good receiver, capable of being 
tuned to the wave length of the trans- 
mitting station, may be employed, it 
has been found that a receiver employ- 
ing a stage of untuned r.f., using the 


shield-grid tube, is generally prefer- 
able. 


a single tuning control and a founda- 


The ideal type is built around 


tion unit design which permits an effi- 
cient layout of parts with a minimum 


. of connections to be made by the as- 


sembler. As a result of the shield-grid 
tube, the sensitivity of the receiver is 
better than that of the plain regenera- 
tive detector. Furthermore, the use 
of this r.f. stage ahead of the rege- 
nerative detector precludes radiation, 
which must become an important con- 
sideration with the increasing use of 
short-wave receivers. Still another 
important advantage is the elimination 





Cost Of Merchandising Radio Tubes 


Bearing on the radio tube situation 
and the dealer’s cost in merchandising 
them, the St. Louis Radio Trades As- 


ST. 


COMPARATIVE STA 


Salesmen’s Commission and Service Men’s Salary 


Advertising 

Overhead: 
Officers’ and Partners’ 
Office Salary 
Light and Heat 
Rent, Porters, Ete. 
Delivery and Auto Expense 
Telephone and Telegraph 
Insurance and Stock 
Stationery, Postage and Supplies 
Organization Dues 
Miscellaneous 


Salaries 


LOUIS RADIO TRADES ASSOCIATION, 
TEMENT OF COST OF MERCHANDISING 


sociation has made a valuable survey 
among six important dealers there. 


The table below is a comparative 


The Sampson 
Company 
6.00% 
7.00 

18.00 


Shweig-Engel 
Corporation 
12.00% 
3.90 

15.55 
5.65% 
3.47 
27 
1.77 
2.86 
54 
B4 
AG 
16 
.03 








Obsolescence, Shrinkage, Replacements, Price 


Reductions, etc. 
Bad Debts 
Total 


3.90 
1.00 
36.35% 


1.00 
32.00% 





Company 
15.20% 


statement of their cost of merchandis- 
ing this item, and it will be of interest 
to all wholesalers of radio tubes. 


ST. LOUIS 


RADIO TUBES 
Aeolian 
Company 
of Missouri 
9.3% 

7.8 
16.9 


Stix, 
Baer and 
Fuller 
7.00% 
5.00 -- 
23.00 -- 


Brandt 
Electric 
Nugents 


4.40 
15.40 


2 90 


3.10 
AO . 
3.60 
1.30 
-60 
30 
.20 
10 
2.90 





5.00 a 


40.00% 


2 20 
10 2 


37.30% 34.2% 36.00% 
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_[ _ Are You 
—\ Gone-Conscious ? 


























“Are you Tone-Conscious?... 
“Hear Kellogg—the Radiowiththe 
Cathedral Tone, and your tone- 
4’ consciousness will prompt you to 
| // select Kellogg above all others.” 








This is the theme of the most unique and 
powerful advertising that has ever been 
sprung on a public, hungry for better 
quality in radio reproduction. 


This advertising will appear in newspapers 
—concentrating its tremendous pulling 
power in every section where good Kellogg 
dealers are selling. 





Model 519 
With ‘‘B’’ 
Chassis and 

built-in speaker 


re: Ask us for the plan that will put it in 
Model 516 
With “A” YOUR local paper—over your own 


Chassis and 


built-in speaker name. Advance proofs are ready, Would 


$375 7 you like to see them? 
Other models 
priced complete with Kellogg A-C Tubes, ranging from $169.50 to $775 


KELLOGG SWITCHBOARD & SUPPLY CO. 
Dept. 53-76 CHICAGO 


j 
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Radio Through The Camera’s Eye 


FOUNDED ON 


light: Dr. J. H. Dellinger, chief of the 
Radio Section of the Bureau of Standards, 
has been appointed chief engineer of the 
Federal Radio Commission. Dr. Dellinger 
is an outstanding authority on radio and 
will aid the Commission in their effort to 
unscramble the ether by the reallocation of 
frequencies. The photo shows Dr. Dellinger 
with one of the standard frequency oscil- 
lators of the Bureau. 


Left: B. F. Roehrig, de- 
signer of a huge marine 
horn and Frank Hetzel 
owner of the device and the 
specially built cruiser. The 
horn is called the world’s 
greatest marine loud 
speaker—it will magnify a 
man’s voice 1000 times and 
can be heard four miles 
away. The device will be 
used specially for officials 
directing water races, al- 
though it could be used for 
entertaining as a mammoth 
radio loud speaker. 





Just by way of showing 
vou what some folks will do 
for diversion. Here are a 
group of London city work- 
ers dancing to the radio at 
the workers holiday camp 
which has been established 
at Walton on the ‘Thames. 
Khe loud speaker is not the 
only thing in the — picture 
which needs a modern de- 
sign—consider those bathing 
suits.— Underwood photos. 
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Slagle Model Ten 29-D 





——— 
HE Slagle model pictured above is a ten-tube radio and phonograph combination, 
and one of five quality console numbers comprising the Slagle line for Nineteen 

Twenty-Eight and Nine. 

Again we utilize the same new and revolutionary circuit which has made the Slagle— 

Beautiful—Faithful—Outstanding—without a peer in radio today. 

F Jobbers are invited to write us for 

. interesting facts on net radio profits. 


Slagle Radio Company 
Fort Wayne, Indiana 
Division United States Electric Corporation 


Licensed under patents of Radio Corporation of America and associated companies -- and The Technidyne Corporation. 
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Price 
ACI Dynamic Chassis — $48.00 
DC2 va - — $38.00 
6-volt No. 3 — $35.00 





American Junior Magnetic Type 

20 in. Double Cone, Real Per- 

former, exceptional value— 
Price, $9.00 





| 


Gothic Model Magnetic Type Ar- 
tistically Handsome and Acous- 
tically Correct Type No. 6 
Walnut Finish Only. 

Price, $30.00 


See Our Exhibit 
Fifth Annual Radio 
World’s Fair, New 
Madison Square 
Garden, Sept., 16th 
to 22nd, Inc. 


Booth 16—Section C C 
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THE MOST COMPLETE AND DISTINCTIVE 
LINE OF REPRODUCERS EVER OFFERED TO 
THE TRADE 


Dynamic Table Mod- 
el Sufficiently Large 
to Fit Any Make 
AC or DC Receiver. 
Furnished in Walnut 
Finish. 
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Dynamic Portable Walnut Finish 


Price 
No. 100 AC Type $60.00 
No. 200 DC Type $55.00 


No. 300 6-volt Type $55.00 


No. 500 AC Dynamic 
Type. Price, $70.00 


No. 600 DC Dynamic 
Type. Price, $65.00 


No. 700 6-volt Dy- 
namic Type. 
Price, $65.09 





Liberty Model Magnetic Type. 
The Gold Standard of Cone 
Speakers. A better Cone Speaker 
is not Obtainable at any Price. 
20 in. Cone, Bronze Finish 
Only. Price, $30.00 























After six years of continuous and successful operation the 
American Reproducer Corporation now offers to the trade 
what it believes to be as complete a line of dynamic and 
magnetic reproducers as any wholesaler could desire. The 
prices of the line place this quality product within 
reach of all classes of buyers. 

The beautiful designs offered, plus the wonderful per- 
formance assured, will prove a real money maker for the 
aggressive wholesaler. 

=~ sale of an ARC speaker makes real profit in money and 
riends. 


Written factory guarantee of one year on all models. 
Prices slightly higher west of the Rockies. 





American No. 1B Unit Magnetic 
ype. An excellent Unit for 
Cabinet Installation. Furnished 
in Plain Wood Box. 

Price, $15.50 








SOLD EXCLUSIVELY THROUGH WHOLESALERS 
A FEW TERRITORIES AVAILABLE TO EXPERIENCED REPRESENTATIVES 


AMERICAN REPRODUCER CORP. 











AMERICAN REPRODUCER CORPORATION, 
55 West 42nd St., New York City. 
Please send at once information and prices on the ARC line. 

PROUD 6s ib sa ow Ray O5op ESA OA ke Oe a eats 


Factory: Jersey City, N. J. 


General Sales Offices: 
55 West 42nd St., 
New York City. 
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Balkite A-7 in a rich, hand- 
carved, walnut cabinet by 
Berkey & Gay. Includes dy- 
namic speaker. Complete 
but for tubes, $487.50. 


Ihe junction of Balkite Radio 


Is fo open up a new markef 


Not to compete with any existing receiver. Rather to serve a portion of 
the market that is still, in our opinion, untouched. The same market that 
is served in the automotive field by a fine car. 

Serving this market demands primarily not price, but a combination of 
performance and simplicity. It calls for a receiver that matches the best 
Balkite A-5 (table model). standards of laboratory reception, yet is fool-proof in operation. That 


Walnut cabinet by Berkey makes the purchaser conscious only of the engineering refinement of the 


& Gay. Complete but for : 
tubes and speaker, $230. finished product. 








Balkite A-3 the same, in an How well Balkite has done this job is now evident. The professional ap- 
of mete cane, G297.50. pearance of the chassis, the like of which radio has never seen before; the 

All models are identical in opera- p ay a ‘ 
tion; the only difference is in the cabinets, by Berkey & Gay; performance in competition; there’s the evidence 
-_— Rinow ond oe rng satel —not to mention the amazing and obvious simplicity of the whole job. 
Regardless of what low-priced receiver you are already selling, Balkite 
means an opportunity to add to your volume. It gives you a higher unit 
CABINETS of sale, a higher unit of profit, with service reduced to a minimum.When 
service is necessary the Balkite Service organization, one of the greatest 

BY in the industry, is at your disposal. 


R I, Balkite is today a major factor in the radio market, backed by consis- 
er ey &> G ay tent advertising. Sell Balkite and share the profit. 


FANSTEEL 


Balkite Radio 


Fansteel Products Company, >., North Chicago, Illinois 
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Radio Through The Camera’s Eye 


The busiest corner in the world was jammed re- 
cently, when the talking mail box began to inform 
the people of the change in rates of air mail. 
Thousands of persons who frequented the loop in 
the vicinity of State and Madison Sts., Chicago, 
paused to hear the air mail talks broadcast 
through two loud speakers installed in mail boxes 
The broadcasting continued for several days to 
inform the people of the reduction from 10 cents 
for the first half ounce to five cents for the first 
ounce. The photo shows Kay Tracy listening to 
the broadeasting while many curious spectators 
stand by. 





The ultimate in’ portable 
radio—an Army cross coun- 
try car capable of transver- 
sing ditches and rough 
ground, equipped with a 
radio transmitter and re- 
ceiving outfit. It is to be 
used in communicating be- 
tween the various units of 
the new motorized force of 
the Army when on_ the 
march.—Underwood Photos. 
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In Detroit there is what is considered one of the most 
powerful loudspeakers in the world. The instrument in 
under the roof of the little house and the openings in 
center and at right bellow forth music for a distance of 
7 miles, it is asserted. When radio programs are not 
broadcast, the operator sends out phonograph music for 
the entertainment of bathers on Jefferson beach there. 
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ELE-GCERICzRADIo— 


{Grigsby-GrunOy/Company, Exclusive Mfrs.} 


Everybody Wonders: 





‘How can it 
be done?” 


Majestic, 


is DOING it, 


GRIGSBY-GRUNOW COMPANY 


5801 Dickens Avenue Chicago 























100 THE JOBBER’S[A}SALESMAN 


FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE WHOLESALER IS THE MOST IMPORTANT MAN IN THE INDUSTR\ 





ae ea anaraearaeavaeavaeavaeavavavaeavseavevavavaveeavavaravarae COURS CUR 
" = eee ® ee =," ee ® a eee nee & ee ee ee ee ee eee =," oe ee ee 
ase ee ‘See BeBEEUEEEU es SEE USE EEE EERE ERE RE EERE 


McMILLAN A.C. RADIO- 


(TRADE MARK REGISTERED U. S. PATENT OFFICE) 


A Line of 


Distinction e 


The Self Contained 
Unit 
with an 
Exclusive 


Franchise 
for Wholesalers 


HE McMillan “EIGHT” A. C. Radio is a self-contained re- 
ceiving set with power supply incorporated into the Chassis. 


DISTINCTIVE FEATURES: A C Operation. Eight Tubes. 4 
Radio Frequency, completely shielded. Detector and 3 stages of 
audio frequency, push-pull amplification. Tremendous volume 
without distortion. Extreme sensitivity. Entire set is built upon 
rigid steel frame. Complete shielding. Uses full wave rectification. 
Low power consumption. Latest creation in speaker construction. 


Furniture is of an exclusive design controlled by us. 


We have an Exclusive Franchise for Jobbers, sold on a One of the most complete 


rigid jobber policy basis. You are invited to write us at once lines of high class radio and 
aes specially designed furniture 
for territorial arrangements on this popular and profitable line. ever shown. Four models 
ranging in_ price from 

$160.00 to $285.00. 


McMILLAN RADIO CORP. 


Montes a ro Amateur, Ex- 

M MH perimental and Broadcast Reception under 

1421 S. Michigan Ave. patents of Radio Corporation of America 
and Associated Companies. 


BSeeeeweeeeeeeeeepEegsE ae ee * BERBRBEBERBEBERBEBEREBEEBRHERERERERERRERE ERR a a 2 
neatatatutueutututatats rotetatatatatatats nats meanness —s eee a8 » SERRE RE REESE OSS 5.4, + ete 
Ly RBESBESB SE a BEBE EBEMEEBESSE BEB BEB RBREBEBRBRBERERERERBERE SB BREADS 
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(Continued from Page 92) 

of tuning “holes” or “dead spots” 
commonly encountered with plain re- 
generative receivers. Shielding is un- 
necessary, because of the use of the 
untuned antenna system. The only 
precaution in assembling the receiver 
for television reception is to obtain 
the utmost rigidity for the coils and 
mountings, as well as other parts and 
the wiring. 

The Audio Amplifier: The perfec- 
tion of the picture received depends 
upon how good a signal is transmitted 
in the first place, and how well it is 
reproduced at the receiving end. The 
audio amplifier, therefore, plays a 
vital part. If the signal to be re- 
ceived contains frequencies of from 18 
to 20,000 cycles, it is obvious that the 
audio amplifier must be capable of 
amplifying all within 
these limits. 

The ordinary audio amplifier may 


frequencies 


be employed for fair results, although 
as the experiments progress it will be 
necessary to build a better amplifier 
than is ordinarily employed in broad- 
cast reception. 

The amplifier used in our experi- 
ment is one of considerably higher fre- 
quency range than the usual broad- 
cast amplifier, and when employed for 
television provides ample detail. It is 
essentially a resistance-coupled layout, 
with a 240 or 340 high Mu tube for 
the first stage, a 112 for the second, 
and a 171 for the third. The values 
of the coupling resistors, grid leaks 
and coupling condensers are given in 
the diagram legend. The grid leak is 
replaced in the case of the 171 power 
tube by an audio-frequency choke in 
series with a radio-frequency choke. 
In the output circuit two 30-henry 
chokes are connected in series. Spring- 
suspended sockets should preferably 
be employed in constructing the am- 
plifier in order to avoid microphonic 
tube disturbances when motor and 
scanning disk are placed close by. 
Another important point is to employ 
high-grade resistors, free from noises. 
In television, a “noise” or current 
variation is represented by black spots 
and streaks that appear in a continu- 
ally shifting position, unless it is 
periodic “noise”. 

The Kino or Neon Lamp: The out- 
put circuit is so arranged that the 
Kino or Neon lamp is always illumi- 
nated, and when a signal is received, 
the brilliancy of illumination merely 
varies in accordance with the signal. 


A_ resistance must be connected in | 


series with the lamp because, as with | 


all gas conductors, it has a negative 
resistance coefficient. 


A good background will be obtained | 


if the current is limited to 10 or 20 
milliamperes. More current will 
cause the lamp to glow brighter and 
brighter, but there is no advantage in 
this so far as the picture is concerned, 
and it only serves to shorten the life 
of the lamp. In fact, quite satisfac- 
tory results can be obtained by ad- 
justing the D.C. voltage just below 
the starting voltage for the lamp. In 
this case a black background is ob- 
tained and the image stands out in 
sharp contrast. 

There are two ways of adjusting 
the current through the Kino-Lamp, 
once it has started, namely, by vary- 
ing either the D.C. voltage or the 
The latter method 
A fixed resistance 


series resistance. 
is more practical. 
of 10,000 ohms in series with the 
lamp can be used, however, with satis- 
factory results. If this is done, the 
D.C. voltage on the lamp should vary 
until it will light with a soft, medium 
glow. If a variable resistance is used, 
it should be of 10,000 ohm maximum 
resistance, in series with a one-thou- 
sand ohm fixed resistance. The resist- 
ance should be decreased until the 
Kino-Lamp plate is covered with a 
soft glow. 

The Scanning Disk: 
ferent concerns are manufacturing 
scanning disks suitable for use with 
signals now on the air. A _ suitable 
motor, such as a universal type 1/10 
herse-power, should be employed to 
rotate the scanning disk. The dia- 
gram shows the method of speed con- 
trol for synchronizing purposes. R-12 
is a “Power Clarostat” of 75-watt, 4 
to 100 ohm rating, while R-11 is a 7- 
ohm, 10-watt fixed resistance, shunted 
by a push button. 
sistance is so adjusted that with the 


The variable re- 


push-button released, the motor runs 
at slightly below the proper syn- 
speed. Then, when the 
push-button is depressed, the disk 
tends to speed up. 

Do not mount the television re- 
ceiver in the same cabinet with the 
Vibration 
of the motor will introduce horizontal 
lines drawn across the picture. 

So much for the essentials of tele- 
It is left for the ex- 
perimenter to develop his own particu- 
lar version of the art. 


chronous 


motor and scanning disk. 


vision reception. 


Several dif- | 









































































The Name 
Means 


Everything 


Strict vigilance guards 
the acknowledged high 
standards of these 
tubes with the result 
of an ever-increasing 
efficiency of perform- 
ance. ‘ 


Cunningham Tubes 
create such a spirit of 
good will and satisfac- 
tion that you can stock 
and sell them with 
perfect confidence. 


E.T. CUNNINGHAM 
Inc. 
New York 
Chicago 
= San Francisco 





Since IQIF 
STANDARD QUALITY 
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New Radio Products, Illustrated 





The Allen-Bradley Co, 286 Green- 
field Ave., Milwaukee, Wis., have 
added to their line of radio resistance 
units the “Bradleyunit-B,” an = im- 
proved fixed resistor for use as a grid 
leak or other fixed resistance in radio 
circuits. It is composed of a special 
preparation, baked and _ solid-molded 
at high pressure. It is unaffected by 





moisture or weather conditions. Fur- 
nished with or without tinned copper 
Attractive new wrought iron tables, benches and chairs may now be had leads in accurately calibrated units of 
for use with Kellogg model 515 table type receivers. Arrangements have from 500 ohms to 10 megohms. 
been made so that dealers may obtain this special equipment, which is de- 
signed especially for the Kellogg table model receiver, by sending their orders 
to the Kellogg distributor in their territory. In territories which are not 
served by a distributor, dealers may purchase this equipment direct from 
the Kellogg Switchboard and Supply Company in Chicago. It might be 
added that three of the new Kellogg models are now being equipped with 
phonograph jacks for phonograph pick-up. 








The Wirt Co, 
5221 Greene St., 
Philadelphia, an- 
nounces a new 
static filter No. = Se Stes i =~ 7 Newcombe-Hawley, St. Charles, Ill. 
223. It takes out ‘E a - ae + is manufacturing a model 73 drum 
static, sharpens = ‘ reproducer with a 54-in. air column 
selectivity and It is equipped with a genuine Na- 
clarifies the tone. thaniel Baldwin unit. 


Pe 


The American Reproducer Corp., 1200 Summit Ave., Jersey City, N. J., has 
placed on the market a line of dynamic speakers to be known under vn trade 
name “ARC.” The line embodies three types of reproducers and can be fur- 
improved model of its standard nished either in chassis form or in walnut cabinets as illustrated. The maker 

a claims that this new line of dynamics will respond with equal fidelity and 
motor-generator set. The principal volume at any frequency between 50 and 6500 cycles. The three types of 
improvements are the incorporation “ARC” dynamic reproducers are: ACI, DC2 and 6-volt No. 3. The AC1 is 
designed for operation on 110 volts, 50 to 60 cycle a.c. current, and has a 
power transformer and dry rectifier. The DC2 is for operation on direct cur- 
: rent, 90 to 110 volts as well as from the 90-volt tap of B power units. The 
the filter and regulating rheostat to 6-volt No. 3 is for operation on 6 volt storage batteries with a correct drain or 
be enclosed in the base of the set, 4 ampere. The table Model “ARC” Dynamic Reproducer is sufficiently large 
thereby protecting them from damage. to accommodate practically any make of receiver. 








The Bodine Electric Company, 2254 
W. Ohio St., Chicago, announces an 


of an improved filter system, and a 
change in general design permitting 
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VISIBLE value, 
when found in any 
display, is at once 

remarked upon. It 
captures the shoppers 
attention and prefer- 
ence. It is easier to 
sell. Every Adler-Royal 
cabinet design is devel- 
oped with this thought in 
mind. On the other hand, 
ordinary value excites no 
comment. It is everyday rou- 
tine. Seeneverywhere. It 
creates no thrill. It is com- 
petitive—difficult to sell. 


‘DLER MFG. CO., Inc. 


ee NRL ana 





ADLER-ROYAL 


RADIO CABINETS 


See the Adler- 
Royal Exhibit 
at the FIFTH 
ANNUAL RA- 
DIO WORLD’S 
FAIR,New Mad- 
ison Square Gar- 
den, New York, 
September 17-22, 
Booths 6 & 7, Sec. S. 
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Every Adler-Royal 
cabinet has that vis- 
ible individuality 
that arrests the shop- 
pers attention, that 
compelling quality of 
appeal that wins her 
spontaneous preference. 
That helps you where 
help is most vital—with 
the Dealer. Does the 
Dealer know this? He 
does! Each month more 
learn that it speeds the sale te 
say, ‘Cabinet by Adler-Royal.” 


LOUISVILLE, KENTUCKY 
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RADIO 


Price and Profits 


When a Day-Fan dealer sells a new Day- 
Fan set, he gets his due volume of profit. 
He receives, for a high quality product, the 
price that such an article commands. And 
his profit will not be reduced by servicing 
expense. 

The new Day-Fan is designed and built 
for the cream of today’s market. The public 
is becoming more and more discriminating 
about radio—is buying, replacing old appa- 
ratus, with years ahead in mind. A better 
set at a little better price is not hard to sell. 
Deliberately, we set out this season to de- 
velop the best receiver possible. 

The new Day-Fan is an 8-tube, all electric self- 
contained set, with 4 stages of radio frequency, 
push-pull amplification, single dial control, and 
many other excellent features of design and con- 
struction. Cabinets are walnut; front panels 
burled walnut. Unusually handsome. 

The Consolette at left below, which consists 
of the Table Model and a speaker table retails 
at $205.00 less tubes. The Table Model, alone, 
$150.00 without tubes or speaker. The Console, 
illustrated at right, $295.00 less tubes. 


Day-Fan Electric Company 
Dept. O., Dayton, Ohio 





’ 








A Problem in Trade-ins 


Dealers it seems are seeking to bet- 
ter themselves and are trying to do 
business on a profitable basis, which is 
commendable. A group of them in the 
radio business recently met in St. 
Louis and were discussing the trade- 
in problem. Their discussion was re- 
ported in the July 20 issue of the “R. 
T. A. Announcer” which is the official 
publication of the St. Louis Radio 
Trades Association. They said in ef- 
fect that the trade-in was a fooler to 
most dealers and that their net profit 
on a deal involving a trade-in was 
much less than was generally sup- 
posed, and cited a typical example 
which they worked out as follows: 

$150 Sate Witru No Trabe-1n 
Sale of radio at list price... .$150.00 
At dealers’ 40 per cent dis- 

count set cost him 


Dealer’s gross profit 
Cost of business operations, 30 
per cent 


Dealer's net profit, 10 per 
$ 15.00 
Above represents case where a 
dealer makes 10 per cent net on his 
annual gross sales. 
On Sate $150 Sate WuereE Otp Set 
Is Acceptep IN TRADE 
Sale of set at $150.00 
Allowance on old set. 30.00 


Total sale $120.00 
At 10 per cent dealer’s net 

profit becomes $12.00 
If dealer sells old set at al- 

lowed figure 
Less cost of operating 

at 30 per cent 


Actual amount real- 


Dealer's loss is cost of oper- 


Net profit both sales becomes $ 3.00 


While we may lay ourselves open to 
being called dumb, we cannot see that 
this solution is correct. As we see it, 
and putting the solution in simple lan- 
guage, it would be like this: 

The dealer goes out and sells a set 
for $150. 

It cost him $90. 

His gross profit is $60. 


But his selling cost was 30 per cent 


of the selling price of $150 or $45. 


Therefore, his net profit was $15. 
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THERE REALLYISNT 
ANY SUBSTITUTE FOR 


Raytheon BH = 


LONG LIFE RECTIFYING TUBE > 












yf 





OW in actual use—are literally millions of 


‘eR a ° s This is the new sales-making 

B” Power Eliminators, specially designed to aii cane ane meen 

take Raytheon B. H. Tubes. To give the best results, B.H. Tubes. It costs the retailer 
a ° $10.80. He makes a clear 

each of these eliminators requires at least two new prolit of $7-200n ench conten. 


tubes a year. For these replacements, no other tube 
will adequately take the place of a Raytheon B. H. 


Few radio products command so large a market, 
with practically no competition. 


In addition to this natural demand, we are putting 
behind Raytheon B. H. a strong advertising cam- 
paign. Many distributors and retailers are reporting 
record sales. Are you getting your share by display- 
ing and recommending Raytheon B. H. Tubes? 





RAYTHEON MANUFACTURING CoO., Cambridge, Mass. 
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Bodine 
Developments 


that are 


Big Sellers! 





Bodine Type RC-10 
Electric Turntable 


EALERS everywhere are cashing in on 
the big demand for this ideal electric 
turntable for phonographs and radio- 
phonograph combinations. The high-torque 
spring-supported induction motor has no 
brushes or commutator to spark. Thus there 
is absolutely no hum or scratching noises 


in the loudspeaker. Record can be played 
at any speed desired. Easily installed. No 
e:posed rotating parts to gather dust. 
' Bodine 
Television 
Motors 


The new in- 
terest in tele- 
vision has cre- 
ated a demand 
by experimen- 
tors for a spe- 
cial motor for 
driving _ tele- 
vision scan- 
ning discs. 
Bodine Tele: 
vision Motors 
are designed 
especially to 
meet these re- 
; qui 6 + 
ie Oe eo ments. Unus- 
*Seabe ual _ stability 
of speed is assured, ced yet with a suitable 
rheostat the speed may be varied 25% above 
or below synchronizing speed. These motors 
are made for 18, 20 and 24-inch discs 
special winding permits the motor to be run 
either as an alternating or direct current 
motor. 


Bodine DeLuxe Loop 
An exceedingly popular and 
attractive loop. Brings in 
distant stations with great 
volume. Its remarkable tun- 
ing characteristics greatly 
increase the selectivity of 
any superheterodyne or T 
receiver. The Bo- 
DeLuxe Loop is made 
finest walnut with a 
beautiful hand-rubbed — fin- 
ish that harmonizes with 
any furnishings. Used ex- 
tensively in apartments and 
congested broadcasting dis- 
tricts to eliminate interfer- 


Te 





dine 
of the 











Vail this coupon! 


NE ELECTRIC COMPANY 
— W. Ohio Street, Chicago, Ill, 


Send information and prices on items 


checked. 
7} Bodine Type 
Turntable 
7 Bodine Television Motors 
Bodine DeLuxe Looy 


RC-10 Electric 








_ your old set and reaches down into his 


| and sells it for $30. 


_ say he does only get $120 in cash for | 


| he is out $15 on his new set. 


| corporation, Wakem & Whipple, Inc., 


| neapolis 
| week of September 24. 


So far so good, it is just as they 
reasoned it out. 

But while that dealer was at the 
customer’s place he saw an old set and 
to help close the deal he said to the 
customer: “I will give you $30 for 
pocket and gives the customer $30.” 

Dealer then takes the old set home 
Nothing out so 





far. 
His cost of doing business, how- | 
ever, is 30 per cent of the selling 


price, or 80 per cent of $30 which is 
$9. Therefore he is out $9 on the old 
set. 

Substracting his $9 loss on the old 
set from his $15 profit on the new 
set, leaves him $6 net profit, in our 
opinion, and not $8 as in their solu- 
tion. 

Tackling 


the problem their way, 


his new set (substracting the $30! 
trade-in price from $150). Then the 
dealer has made on the new set only 
$120 less $90 (the cost of the set to 
him) or $80. As his cost of doing 
business is 80 per cent of $150 or $45 


But then he has in his hands the old 
set which he sells for $80. His cost 
in selling it is 80 per cent of $80 or 
$9, leaving a net profit of $21 on the 
old set. This $21 less the $15 loss on 
the new set, leaves him a net profit 
the 
other solution. 


Waken & Méilautiiin Fees 


Radio Division 


on whole deal of $6, as in our 


Owing to the recent death of 
J. Wallace Wakem, president of 


Wakem & McLaughlin it has been de- 
cided to separate the radio business 
from the warehouse business. A new 
has been formed as a successor to the 
radio division of the Wakem & Me- 
Laughlin. 





There will be no change in | 
address. 
Roy 
radio branch in 1922 is president of 
the 


A. Whipple who started the 


new company. 


* * * | 

Northwest Show in September 
The Northwest Radio and Elec- 
trical Show is to be held in the Min- 
the 


municipal auditorium 





Entertainment features of an unus- | 
ually high order have been planned 
for this important gathering of the 
radio and electrical industries in the 
northwest. 


| The New 
TRIMM 


Entertainer 
Model 58 


$25 


West of the Rockies $27.50 
Canada, $33.50 








Here is a new speaker that on per- 
formance and appearance is appealing 
to dealers everywhere. You will 1 make 
no mistake in trying the new Trimm 
Entertainer on your hardest-to-please 
customers. 


Seven Big Selling 
Features 


Balanced Armature Unit. 

Ruggedly built to give. perfect serv- 
ice over long periods of continu- 
ous operation. 

New spring feature with double coil 
gives positive control over the air gap. 

Absolutely free edge cone. 

All parts rust-proofed before assembly. 
Volume with mellowness and entire 
absence of blasting or distortion. 
Cabinet of beautiful, paneled two- 
toned walnut, with bronze mesh 

screen front and back. 

Send to-day for full information on 

the new Entertainer and on 


TRIMM CONES--HORNS 
HEADSETS - - UNITS 


Concerto Grande Cone, 17” diam., 
$16.00 

Concerto Cone, 14” diam., $10.00 

Concert Horn, $25.00 

Home Speaker Horn, $10.00 

Dependable Headsets, $4.00 

Professional Headsets, $5.50 

Concert Unit for Horns, $8.50 

Concerto Grande Unit for 
$9.00 

Concerto Unit for Cones, $6.00 

Giant Phonodapter, $10.00 

Little Wonder Phonodapter, $4.50 


Cones, 
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HE New Temple Model 50 Dynamic 
sets another standard of tone value. 
It is a table model for A. C., D. C. 
or Battery Operation. 

In quality it is amazing. The low notes 
—clear down to the lowest register — 
are reproduced in their true values, round 
and mellow, absolutely lifelike in their 
realism. The treble notes and overtones 
—all important for faithful reproduction 
—display a tonal splendor that sets the 
actual broadcast right before you. Volume 
aplenty for asmall auditorium—yet it may 
be operated at a whisper without loss 
of quality. 

Model 50 Temple Dynamic is a worthy 
addition to the famous Temple $ 
line of reproducers — every vy GO 


comparison means a sale 

































Model 15 
Air Column Speaker 


Model 15 is the refined and 
improved air column speaker — 
the same type of speaker upon 
which Temple success was 
founded—but now better than 
ever. It is a true exponential 
design, mathematically correct 


and perfect in its ane $29 


—price 





Model 20 
Air Chrome Speaker 


Model 20 Temple Air Chrome 
Speaker represents a sensational 
new development in loudspeakers. 
The open radiator consists of 
two sections instead of one, driven 
by the powerful Temple Double 
Action Unit, thus substantially 
increasing the volume 529 


and tonal range—price . 


is oo. 
II¥Ie. aveXes 


WwW rite for Full Particulars ua ca \ 





TEMPLE, INC. 


1937S. Western Ave. 


Leaders in Speaker Design 


Chicago, U.S. A. 





Ree 
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How 
New York’s 
Biggest 

Tube Retailer 
Boosted 

Tube Sales 
with 
ARCTURUS 


(Your customers will 
be interested in this) 


TALTHAL has a chain of 
eight large radio stores 
throughout greater New 
York—-sells more tubes than 
any other radio retailer in 
that section of the country. 


Arcturus A. C. Long Life 
Detector Tubes operate in 7 
seconds —against 30 to 60 
seconds for other tubes. A 
demonstrable advantage 
which a keen merchandiser 
like Walthal was quick to 


recognize. 


Walthal arranged window 
and store displays demon- 
strating the Arcturus 7 sec- 
ond action — “where” as 
Walthal states, “the most 
skeptical customer was in- 
stantly won over after he had 
compared the tubes himself. 


Your customers could also 
boost tube sales just as New 
York’s biggest tube seller did 
with Arcturus A.C. Long Life 
Tubes. There’s an Arcturus 
Tube for every purpose. 
Write for detailed informa- 
tion. 


Arcturus Radio 
Company 
255 Sherman Ave. 
NEWARK, N. J. 


UO 





Radio Training Course 

Launched Successfully 
The first vocational training course 
for radio service men of a national 
enterprise undertaken by the Radio 
Manufacturers Association was _ re- 
cently launched successfully at New- 
ark, N. J. The new vocational train- 
ing school, established by the Essex 
County, New Jersey, Board of Edu- 
cation in co-operation with the 
R. M. A., opened its doors with an 
initial class of high-grade youths em- 
barking upon a full three years train- 
ing course. The Essex County 
course is well financed and organized 


under the direction of Robert O. 


| Beebe, director of the Essex County 








schools and James F. Johnson, assist- 
ant supervisor of vocational training. 
A night school also is contemplated. 

Success of the initial radio servic- 
ing school established by the R. M. 
A. has interested many other institu- 
tions of technical training including 
the Baltimore board of education, a 
Pittsburgh radio school, Y. M. C. A., 
private trade schools, and even cor- 
respondence institutes and_ technical 
employment concerns. Public interest 
in radio as a vocation also has been 
widely evinced. And the R. M. A. en- 
deavor to develop trained radio service 
men, to aid not only the radio indus- 
try, but the public in its purchase and 
satisfactory use of radio sets, is re- 
garded as of such importance that the 
R. M. A. board of directors is estab- 
lishing a special committee to develop 
and execute a program for national 
development of radio service schools. 

Radio manufacturers, jobbers and 
retail dealers of Newark and the ad- 
jecent New Jersey vicinity aided in 
planning the Newark vocational 
course and are making contributions 
of man power and material toward 
its success. 

That opportunities in the radio in- 
dustry not only as service men, but 
as salesmen and in other higher ca- 
pacities exist for men having techni- 
cal service training, is the opinion of 
radio industry leaders of the R. M. A. 
board of directors. Most of them be- 
lieve that salesmanship as well as 
technical training should be given in 
vocational. courses. Special 
personal qualifications also are re- 
garded as desirable. In considering 
the question of securing for the pub- 
lic and the industry a supply of 
trained service men by establishing 
vocational training courses nation- 


service 


PERRYMAN 
A.C. Tubes 


are being sold as 
fast as we can 
make them— 
for two reasons! 


No better A. C. Tubes 
are made by anyone at 
any price. 


1. 





Our wholesale and deal- 
er arrangements 
founded on common 


are 


sense—which means mu- 
tual profit. 


Perryman Tubes have 
the patented Perryman 
Bridge, which keeps 
the elements in perma- 
nent alignment at the 
distance of greatest ef- 
ficiency. Every Perry- 
man Tube is uncondi- 
tionally guaranteed by 


the Perryman Electric 
Company. 





Wholesalers Please Note 


Proof that we have an interesting proposi- 
tion for wholesalers will be furnished to 
you on request. Not by us alone, but by 
Perryman Wholesalers who have been with 
us for years and who will write you di- 
rectly, telling you of their experiences with 
regard to sales, profits and cooperation. 





Write for our 1928 Proposition 


Perryman Electric Co., Inc. 
33 W. 60th St., N. Y. 


| Laboratories and Plant: 
North BERGEN, New Jersey 


PER RYMA 
Ravio TUBES 
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oA © 3 Cove 


Advertising and 
roadcasting Plans 
a 00) ned bo PE 0 tad bo PAS 


e Biggest Advertising 
Support ever offered in 


CECo fiistory ae 


oe and Dealers are offered most unusual opportunities to 
capitalize on the biggest advertising campaign ever launched in 


i CeCo history. 


An Intensive Magazine and 
Newspaper Campaign 


Publications such as Popular Science Monthly, 
Radio News, Radio Broadcast, Radio Doings 
and others will carry the CeCo sales message. 
Leading newspapers throughout the country 
also will carry the CeCo message of tube qual- 
ity and service regularly twice each week, re- 
sulting in real sales volume and worth-while 
profits. 


a 


SS 


TYPE 
AX 


Chain Broadcasting Reaching 
an Audience of Millions 


Starting Monday, September 17th, at 8 P.M 
and for many Mondays thereafter, CeCo will 
broadcast an interesting and unusual musical 
program of high quality throughout the 18 
stations of the Columbia Broadcasting System 
—entering millions of homes by invitation and 
providing a direct contact with 100% tube 
buying public. 


No greater sales and profit making opportunity was ever offered your trade 
What with the high quality and performance of CeCo Tubes and thei 


generous dealer discount 


activity—gives you a selling proposition that will 
Write for full details and information. 


There’s a CeCo Tube trade sell CeCo Tubes. 


for every Radio Need 


backed up by this advertising and broadcasting 


interest every dealer 
We do our full share to help your 


CeCo MANUFACTURING COMPANY, Inc. 


702 EDDY STREET, PROVIDENCE, R. IL. 


meniee 


id APL 
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ally, the manufacturing industry lead- 
ers, of the R. M. A. directorate, agree 
that a grammar school education for 
trainees is imperative and high school 
training desirable. Estimates of the 
salaries and prospects for trained ser- 
vice men range from $25.00 to $50.00 
a week and higher as trainees develop 
_ in the industry. —R. M. A. News. 

| * * * 


Graybar Enters Radio Field 


| The Graybar Electric Co., sales 
| 


















“Boost 
Your Sales 
with ABolites” Co., has made formal announcement 

of its entry into the radio receiving 


( Porcelain Enameled Steel Reflectors ) | field. Details of a production and 


marketing plan for five complete sets 
ABolite P ; Refl k fits at | and speakers, four of which will be 
olite Porcelain-Enameled Steel Reflectors make pro a | alhshiniets: Mais auikimaenies! 
every step in the sale. On your shelvestheir interchangeable The Graybar company is expected 
features enable you to cover every industrial lighting to take, from now on, an active lead- 


need with lowest posible stock tavetaunt sat ership in the radio reception world. 
It has a network of seventy whole 


space. In making the sale their attractive ap- sale distributing houses in principal 


pearance and their 15 years’ reputation help cities of the United States, doing 
to clinch business easily. On the job, 
ABolite ReliABility boosts for you 
year after year. 


subsidiary of the Western Electric 


a business in electrical merchandising 
equipment of over $70,000,000 a 
year. With its entry into the receiv- 
ing field, Graybar Company is ex- 
pected to become one of the largest 
| distributors of radio sets in the 
world, supplementing its present line 
of equipment, such as Western Elec- 
tric broadcasting sets, speakers. 
amplifiers and headsets. The new 
radio receivers will be marketed 
through Graybar’s national system of 









wholesale branches. 

The first of the new models are 
expected to be in dealers’ hands by 
September 15. Prices will range 
from $72.25 for the smallest set, up 
to #4375 for the largest model to be 
known as the Graybar-340. 

The entire line will be comprised 
of six and eight tube sets, available 
in cabinet combinations. One model 
will contain a_ built-in dynamic 
speaker, while a special table with a 
built-in magnetic speaker will be fur- 
nished with the other models if de- 
sired. 


* * * 


For Better Profits -- sell ABolites ‘Hyland Back in Radio 
Write for Catalog | The Hyland Electrical Supply Co., 


Chicago, has gone back in the radio 

| business, according to a recent an- 

‘ he ABolite Reflector Co / neuncement by Chas. H. Weicensang. 
® 


| sales manager. 


7500 Stanton Ave. Cleveland, oO. | The company has been appointed 


a distributor by the National Car- 


| ben Co. on its new “Eveready”’ sets, 
ARE , and also by E. T. Cunningham Co., 
' on tubes. 
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| 
0g of Power 





BURGESS "SUPER B” 
BATTERIES 


No. 22308 No. 21308 


A medium size, heavy-duty The largest size Burgess heavy-duty 
45-volt battery designed 45-volt battery—made especially 
for general, all around use for heavy-current consuming sets 


Radio Engineers say that these two Burgess “‘Super B’’ 
Batteries are the year’s outstanding achievement in 


true RADIO ENJOYMENT and ECONOMY 
BURGESS BATTERY COMPANY, General Sales Offices: CHICAGO 











\ 





tive that guards power 
when your *‘ Super B”’ 
Battery is not in use. fk 
Thus extra lifeand §} 
service are added. 


Me 


Al 


Burgess engineers dis- 
covered the long- 
sought secret of utiliz- 
ing Chrome in battery 
construction, and it is 
a patented feature ex- 
clusive to Burgess 
Batteries 








SURE 








Every 
One 
Of 
The 
Burgess 
Ads 
This 
Year 
Packs 

A 

Sales 
Kick 
Like 

A 
Missouri 
Mule 





They'll 
Make 
Burgess 
Dealers 
Happy 
For 

It’s 

A 
Cinch 
No 
Sane 
Minded 
Radio 
Owner 
Would 
Buy 
Anything 
But 

A 
Burgess 


“Super-B” 


Battery 
After 
Reading 
An 

Ad 

Like 
The 
One 
Shown 
Here. 
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Easy to Wire 
akes 


IMURRAY 


| METER SERVICE SWITCHES 











Catalog No. 235B 
Covers removed, 30A 2Wire 125V Single 


fuse service and 2 branch circuits. 





Approved by underwriters 
Types approved by every lighting company 
Warehouses located for prompt deliveries 
| An established demand and right prices 


and 
Easy wiring is characteristic of every one 
Could a Jobber’s Salesman ask for more? 








There’s a new supply of catalogs, how many can you use? 


METROPOLITAN 
DEVICE CORPORATION 


1250 ATLANTIC AVENUE 
BROOKLYN: NEW YORK 








CHICAGO PITTSBURGH DETROIT 

PHILADELPHIA ST. LOUIS MINNEAPOLIS 

BOSTON ATLANTA SEATTLE 
| DALLAS 




















Fifth Annual Radio World’s 
Fair To Be Held 
Sept. 17 to 22 

Looming on the horizon of the radio 
world of these broad United States, 
and that means at least one half of 
the country, are the Fifth Annual 
Radio World’s Fair in Madison 
Square Garden, September 17 to 22, 
inclusive, and the Seventh Annual 
Chicago Radio Show at the Coliseum, 
October 8 to 14, inclusive, the two 
great national consumer radio exposi- 
tions sponsored by the Radio Manu- 
facturers Association. 

Many new models which were not 
quite ready for display at the Chicago 
trade show at the Stevens in June are 
to be shown at the New York and 


Chicago shows for the first time. 
* * * 


Committee to Consider 
Television 

Herbert H. Frost, president of 
Radio Manufacturers Association, has 
announced that a special committee of 
leaders in the industry has been ap- 
pointed to consider the best means of 
conveying the truth about the develop- 
ment of television to the public. 
Major Frost said, “Television is the 
next great step in the development of 
radio art but the public must not be 
misled by experiments being carried 
on at this time. Practical television 
is still a few years away. The report 
of the special committee will provide 
the basis for a definite statement by 
the R.M.A. on television, defining the 
stand of the industry.” 








J. R. MeColm, purchasing agent of 
Fobes Supply Co., Portland, Ore., is nicely 
equipped to resent any wise cracks about 
his good looks. So we'll keep still and 
let the girls do the raving. 
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Chicago 















































Stimulate Your Sales With The NEW 


BRIGHT STAR 
AAMPLIPOWER. 


The Guaranteed “B’’ Battery! 





HERE’S no real reason why your cus- 

tomers should neglect their radio sets 
in warm weather—there’s a flood of en- 
tertainment on the air; sporting events 
of national interest; concerts by famous 
bands and orchestras. 

And this new Bright Star “B” Battery— 
the powerful, long-lived Amplipower— 
will improve the performance of any set! 

Your customers can equip their radios 


with Amplipowers and forget them for 
a year—BECAUSE AMPLIPOWER IS 


GUARANTEED TO GIVE SATISFAC- 
TORY SERVICE FOR 12 MONTHS 
FROM DATE OF PURCHASE, WITH 
ANY TUBES OF STANDARD TYPE! 


Amplipower is creating a sensation 
everywhere—winning unparalleled popu- 
lar acceptance—building good-will and 
earning greater profits for dealers who 
sell it! 


Get your share of this profitable busi- 
ness—write today for full information. 


BRIGHT STAR BATTERY CO. 


HOBOKEN, N. J. 








‘“‘NINETEEN YEARS BUILDING THE QUALITY LINE”’ 








San Francisco 
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fy VERY person connected with the selling 
end of the electrical industry will find 
something of interest, something worth read- 
ing, in every issue of The Jobber’s Salesman. 


The sales experiences of some of the leading 
men in the industry will prove interesting 


and instructive to many. 


Various other 


features will be well worth reading each 


month. 


We want you to become a regular reader of 


The Jobber’s Salesman. 


Send a dollar for a year’s subscription. 











































UNIVERSALLY PREFERRED 


On Every Job Large or Small 


The NEW LOW PRICE 


for IDEAL 


UNIVERSAL WIRE CONNECTORS 


makes them more economical than 
ever, but has not affected the high 
quality for which all Ideal products 
are noted 

demand for Ideal 
Wire Connectors made it possible for 
us to increase production and reduce 
the cost without in any way impair- 
reducing the quality of the 


Fast growing 


ing Oo! 


product. 


a3 


SPL 


jae 


Oo 0 pe oo 





ie 
Ss 
: 
Y 


vy) 


ep 


Ideal Wire Connectors insure a 
better and stronger electrical and 
mechanical joint than  solder-and- 


tape or any other mechanical Con- 
nector. Spiral insert in crown cuts 
its own threads on wires insuring 
complete electrical contact, and bincs 
with steel 


wires togecher grip. of 
Spiral insert has current carrying 
capacity about equal to the wircs 


joined. 


Mail Coupon Today for Samples and New Prices. 


Ideal Commutator Dresser Co., 
1047 Park Ave., 
Sycamore, Ill. 


Please send samples, new prices and 


Universal Wire Connectors 
Name 
Address 


City 


complete information 


rcgarding Ideal 


ORME... 

















FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE WHOLESALER IS THE MOST IMPORTANT MAN IN THE INDUSTRY 


Electrical Wholesaling 

(Continued from Page 6) 
the wholesale trade, but more largely 
may it be attributed to the prevailing 
misconceptions concerning the eco- 
nomic functions of wholesaling. 
That such an attitude is altogether 
unwarranted, particularly when _ it 
pertains to the electrical trade, will 
be shown clearly in the following 
paragraphs. Those who attempt to 
sound the death-knell of the electrical 
wholesaler are doomed to disappoint- 
ment, for they are flying in the face 
of actual facts. 

Status of the Electrical Whole- 
Despite criticism of the elec- 
trical wholesaler, he is still doing a 
prosperous business, still serving a 
large clientele of successful and pro- 
gressive retailers, still acting as an 
efficient distributor for a large num- 
ber of the country’s manufacturers. 
It is interesting to note that in the 
electrical field the wholesaler has 
occup‘ed a prominent position from 
the very start. The electrical whole- 
saler has long been recognized as an 
important link in the chain of dis- 
tribution, as may be noted from the 
excellent article that was prepared 


saler. 


sometime ago by the general manager 
of distribution of the Western Elec- 
tric Company, entitled “The Case for 
the Electrical Jobber.” 

The Crowell Publishing Company 
listed the number 
handling electrical supplies at 1,224 
as far back as 1922. A study made 
by the J. Walter Co., 
which was apparently much more con- 


of wholesalers 


Thompson 
servative than the one previously 
cited indicated that there 
less than 792 such wholesalers in ex- 
in 1925. Inasmuch as elec- 
trical wholesalers also handle fre- 
quently auto supplies and radios, the 


were no 


istence 


number is considerably augmented, 
for the Dartnell Advertiser's Guide 
shows that there are 
United States 2,230 wholesalers of 
auto supplies and 1,409 radio whole- 
From these figures, though 
meagre and unsatisfactory they are, it 
that the electrical 
wholesaler holds a position of con- 
prima 


now in the 


salers. 
is quite obvious 
siderable importance. It is 
facie evidence of the strength of his 
all arguments to the con- 
trary: notwithstanding. 


position, 


of Electrical 
The explanation of th: 


Economic Functions 
Wholesaling. 
electrical wholesaler’s strength lies di 


rectly in the functions and service> 
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Ray-O-Vac 
“Flasher” is shown 
here in actual size. 


compl 


Ray-O-Vac “Flasher”—the new flashlight sen- 
sation—a complete flashlight for 50 cents! Lens, 
bulb, reflector, case and battery of two-standard- 
cell capacity—all for half a dollar! Ready to 
use — simply turn the head and it lights! 


Ray-O-Vac “Flasher” came on the market in 
June. Its reception was spontaneous. In the short 
time that has intervened, Ray-O-Vac “Flasher” 
has become the fastest-selling flashlight specialty 
we’ve ever known! And no wonder. 


RAY-O-VAC 
"Flasher 


A price that fits every pocketbook for a light 
that fits every need! A two-cell-capacity light so 
compact it slips comfortably in the pocket! Dur- 
able all-metal case—bright lacquer finish— 
choice of three popular colors. Battery and lamp 
may be renewed, giving the dealer the benefit of 
repeat profits. 


Packed fifteen in a self-selling display case for 
the dealer’s counter. The Ray-O-Vac name stands 
for quality—the value at this price is self-appar- 
ent—the appeal reaches everyone entering the 
dealer’s store. Tell your customers to get in line 
for these profits! 


FRENCH BATTERY COMPANY 
Sales Office: 30 North Michigan Avenue, Chicago 
Factory: Madison, Wisconsin 
Also makers of Ray-O-Vac “A’”’, “B” and “C”’ 

Radio Batteries, Ray-O-Vac Rotomatic and 


Standard Flashlights, Ray-O-Vac Flashlight 
Batteries, Telephone and Ignition Batteries. 
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French Lick Springs 






Brilliant Season 


Oe a 
a . , HS 


French Lick is at its best. Cool breezes from 
the Cumberland foothills moderate the summer 
heat, giving to outdoor sports and recreations 
keen zest. 


Two nationally-known golf courses, each with 
its clubhouse, provide unequaled facilities for 
devotees. The Championship Upper Course 
tests the talent of the expert, while the Lower 
Course intrigues those who take their golf more 
casually. 


Bridle trails through the wooded countryside 
lure to horseback riding, while hiking, swimming 
in the spacious pool, tennis, and other diversions 
give variety's spice to round off a perfect day. 


Drink the sparkling natural waters of Pluto, 
Bowles and Prosperine Springs, and take the 
tonic, rejuvenating baths. Enjoy the comfort of 
airy rooms, commanding superb scenic panora- 
mas, the tempting cuisine and faultless service 
of the French Lick Springs Hotel. 

Quickly accessible by rail or motor. 
garage facilities. 


Ample 





at French Lick Springs 





Hotel Company 


T. D. Taggart, President 


French Lick, Indiana 


‘*‘Home of Pluto Water’’ 
































which he renders to the retailers on 
the one hand and the manufacturers 
on the other. No middleman can ex- 
ist for any considerable period of 
time by sheer force of endurance and 
perseverance. There must always be 
an economic justification for his ex- 
istence, lest he be superseded by a 
more efficient rival. We are there- 
fore justified in assuming that the 
electrical wholesaler can bring his 
products to the retailer at lower 
prices than when the retailer buys 
directly from the manufacturer, so 
long as the wholesaler operates with 
a reasonable degree of efficiency. 


Buys for the Retailer. One of the 
major functions which the electrical 
wholesaler performs for the retailer is 
to buy the goods for him. He assembles 
thousands of articles from hundreds 
of manufacturers for the convenience 
of his trade, so that consumers may 
be served to best advantage. An elec- 
trical wholesaler in an average in- 
dustrial community is said to carry a 
minimum of 30,000 items. This num- 
ber is constantly increasing through 
the addition of automobile supplies 
and accessories and radio equipment 
and supplies. The electrical whole- 
saler collects products from every 
point of production. His buyers 
constantly study the needs of their 
trade and incessantly keep in touch 
with business conditions so that the 
desired goods may be secured at 
the lowest possible prices. Thus, the 
electrical wholesaler serves as a pur- 
chasing agent for his retail dealers 
and maintains contact for them with 
numerous manufacturers. 


Why Direct Buying Is Impractical. 
To prove that direct buying from the 
manufacturer is impractical as far as 
the vast majority of retail outlets is 
concerned, we need but resort to a 
few figures. According to the last 
Census of Manufactures of the De- 
partment of Commerce there are 
fully 1,671 manufacturers producing 
electrical machinery, apparatus, and 
supplies. As many as 350 firms are 
producing gas and electric fixtures, 
273 firms manufacturing electric fix- 
tures, exclusive of lamps and reflec- 
tors, 27 firms producing primarily gas 
fixtures, and 50 firms manufacturing 
combination fixtures and both gas and 
electric fixtures. Lamps and reflec 
tors are produced by 185 firms, 85 
produce washing machines and clothes 
wringers, 234 make plumbers’ sup- 
plies exclusive of iron pipe or marb! 
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Me Sylvania Foresters 


da $ix New Stations 


















The Stations 
added are: 
WBAL Baltimore 
WHAM Rochester 
WLW Cincinnati 

WJR Detroit 

KWK_ St. Louis = 

WREN Kansas City _ already popular program which has been on the air 
continuously for the last fifty-two weeks is being 

expanded to make it within the reach of 20,000,000 

radio listeners. 





The steadily increasing number of Sylvania dealers is 2a 
vindication of the Sylvania policies which insure carefully 
guarded quality of the product, well-planned merchandis- 
ing behind it, and complete protection of the trade’s 
selling profits. 


A copy of the Sylvania Merchandising and Advertising 
Plans for 1928-29 will tell you the whole story. Write for it! 


SYLVANIA PRODUCTS CO. 


Emporium, Penna. 





THEY NEVER DISAPPOINT.....PROFITS AS WELL AS PERFORMANCE 
RL NST IE LN LT RELA ALR LET ET PIE RA TRON EEE TEI 
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A sale—A friend—Another sale 


YOUNGSTOWN Buckeye Conduit is easy 

to sell because its quality is universally 
recognized and its performance has been 
proved in thousands of installations. Architects 
and electrical engineers know that it insures 
permanent protection to the electrical wiring, 
and specify it. Electrical contractors and electri- 
cians know that it is easy to bend and thread, 
and like to use it. 









Each Youngstown sale means another 
friend and a steady flow of repeat 
orders—making it a profitable lead- 
er for every electrical - equipment 
supply house and salesman. 


THE YOUNGSTOWN SHEET & TUBE COMPANY 


General Offices — Youngstown, Ohio 
Sales Offices in 20 Cities 


YOUNGSTOWN BUCKEYE 


CONDUIT 








Quadrangle 
Mfg. Co. 


26 So. Peoria St. 
Chicago 





Quad 


Swivel Hanger 
No. 145 G 
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| and porcelain sanitary ware, 58 man- 
| ufacture electric signs, etc. 

An examination of these statistics 
will at once convince even the most 
stubborn and unsophisticated of the 
folly of an attempt on the part of a 
retailer to buy direct from the manu- 
In the absence of the 
a retailer of 


facturer. 
wholesaler, 
goods would be forced io correspond 
continuously with hundreds of manu- 
facturers if he chose to order by mail, 
or else spend most of his time inter- 
viewing a horde of manufacturers’ 
salesmen and examine stocks of sim- 
ilar goods. No electrical retailer will 
find either of these plans practical, 
unless he is willing to spend all of his 
time in buying. 


electrical 


Advantages of Buying from Whole- 
salers. Buying from a_ wholesaler 
eliminates the tremendous amount of 
correspondence necessary when goods 
are ordered from the hundreds of 
manufacturers’ catalogs. Nor is it 
necessary to see a large number of 
salesmen who would crowd on_ his 
time. 

The average retailer of electrical 
supplies will find that his buying cost 
will be considerably reduced by 
patronizing the wholesaler. Further- 
more, the task will prove more rea- 
sonable and more pleasant. He can 
thus select from a large and well as- 
sorted stock assembled under a single 
roof. 

The wholesaler’s catalog is another 
advantage to the retailer. It is 
distinct service especially to the con- 
tractor. It is indispensable in de- 
termining specifications. It does 
away with the necessity of collecting 
and searching through an_ infinite 
number of manufacturers’ catalogs of 
varying sizes and descriptions. Such 
a catalog may contain over 30,000 
items with more than 6,000 illustra- 
tions. It virtually places the whole- 
saler’s warehouse at the dealer's dis- 


a 


posal, 

Quantity Buying. Another im- 
portant function is 
formed by the wholesaler when he buys 
in large quantities and thereby se- 
cures economies in transportation as 
well as quantity discounts and other 
price concessions. The difference be- 
tween buying in car-lot amounts as 
compared with less than car-lot quan- 
tities is so great in some instances as 
to take care of the wholesaler’s en- 


economic per- 





tire margin. In a study recently 
made by the writer, the difference in 
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Every battery-operated set should have 
a General Electric Battery Charger 


FOR ELECTION! 























2-AMP. TUNGAR 


Hundreds of thousands of radio sets __ installed with ease, so that a mere turn ofa 
are still battery-operated. And every switch charges the battery. Tungars stay 
radio owner wants perfect reception for | sold—they meansatisfied customerstoyou. 
this election which promises to be so 


oP neral i 
close—and so exciting. Ge Electric has made and sold more 


than a million Tungars. They are easy 
General Electric Battery Chargers— __ to sell and you make a most generous 
known as Tungars—can be permanently _—margin of profit. 


Get all the facts from your nearest Tungar Distributor! 








[BATTERY CHARGER 


00 00 
5-AMP. TUNGAR $242 Tungar—a registered trademark—is found only TRICKLE TUNGAR $102 
on the genuine. Look for it on the name plate. 











GENERAL ELECTRIC 


MERCHANDISE DEPARTMENT, GENERAL ELECTRIC COMPANY, BRIDGEPORT, CONNECTICUT 
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SINCE 1895 





MORE NEW 


WEBER 
OUTLET 
BOX 
SWITCHES 


Rati 5 Amp. 125 V. 
ating | 3 Amp. 250 V. 
Approved by Under- 


writers’ Laboratories, 
February 24, 1928 


Cat. 


A line of “dependable” 
toggle switches perma- 
nently attached to iron 
Binding 


screw terminals are ex- 


box covers. 


posed in the rear, as in 
sign receptacles, Covers 
may be black, galvanized 
or brass lacquer. 


Sold Through Weber 
distributors. 
Send for Sample 


HENRY D. SEARS 


General Sales Agent 
80 BOYLSTON STREET 
Boston MASSACHUSETTS 
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| such freight rates varied from 69 to 


331 per cent. 


Conclusion. In conclusion it may 


| be stated that if the wholesaler were 


useless and an unnecessary burden as 
he is often alleged to be, he would 
not have developed in the electrical 
business, because that industry does 
not lack in shrewd business men 
among manufacturers or retail mer- 
chants. The electrical goods whole- 
saler is apparently flourishing not be- 
cause of lack of foresight among pro- 
ducers and dealers, but because he 
renders 
which is satisfactory to all parties 
concerned so long as he discharges his 
functions with reasonable efficiency. 

(The second article of this series 
by Professor Beckman, entitled, 
“How Electrical Wholesalers Serve 


essential services at a_ cost 


| Their Trade,” will appear in the 





October issue.—Editor. ) 
* * # 
Safety First 
(Continued from page 14) 

were better not to try to realize those 
potentialities. We doubt 
whether it can be done. Can't it? 
Who said so? Obviously only that 
person among the many persons in 
makeup whom John Bunyan 
christened Mr. Self-Doubt. If we 
have never tried, how do we: know? 
We do not know, we only fear. The 
“risk of failure’ —there is the dragon. 
Now this I believe. No man who 


dormant 


our 


has ever done anything big (big for 
him; it is a big thing for a man who 
has hitherto been content, and has in- 
tended to remain content, to remain 
an employee to take his courage in 
both hands and stake his all on a 
start) has relied wholly on himself. 
He believes fundamentally, although 
he may never have stated it even to 
himself in such terms, in this prin- 
ciple:—“If I try, it is all right. In 
a way that I don’t realize, there is 
something backing me if I gather all 
my sense and strength and use them 
right to the limit. It is only when I 
keep this middle course that nothing 
backs me and my only hope of success 
lies in what my own mother wit en- 
ables me to do.” 


Well, you have just got to feel 
that. The man who has never “lived 
dangerously” (in this sense of daring 
the darable) will talk about “silly 
superstition”. He won't believe in 
help coming from a source I cannot 
name and he cannot see. On the other 
hand, the man who has trained him- 
self into taking risks just as naturally 
as he has trained himself into washing 
his neck in the morning will accept 
what I have said as the merest com- 
monplace. 


You can “fail’’ when trying, that 
is true enough. That is to say, you 
may not always, indeed you certainly 
will not always, bring off the partic- 
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The three houses of the Crescent Electric Supply Co., of Dubuque and Davenport, 
Ia., and Madison Wis., had a very successful stag picnic on Saturday, June 9, at 


a picturesque spot on the outskirts of Dubuque. 


All day long under the able super- 


vision of an expert game director, there were ball games, a push ball contest, tug 


of war and running games. 


high class prizes to booby prizes of whistles and tin horns. 


Nearly everyone present won a prize, all the way from 


One of the features ot 


the whole day was a very stirring talk on loyalty and patriotism given at the dinner 


by Mr. Clewell, a prominent attorney in Dubuque. 


Among those present were: 


Titus Schmidt, president of the company; Tom Kelley, manager of the Davenport 
branch; Art Kies, manager of the Dubuque branch; Kirk Hills, manager of th 
General Electric Co., Davenport, Ia.; A. L. Pond, manager of the General Electri 
Co., Milwaukee, and W. H. Coleman, merchandise manager of the General Electri 


Co. in the Chicago district. 


Bill Muehl, manager of the Madison house of tli 


Crescent Electric Supply Co., was unable to be present due to the death of 


mother. 


A telegram of condolence was sent to him from the picnic. 
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SONATRON 


WITH the opening of an adver- 

tising campaign that has had no 

counterpart in the tube field, 

SONATRON steps forward to 
\ assume a definite leadership in 
)\ the radio tube industry. 


& 


The first of aseries of impressive 

SATURDAY EVENING POST 

ADS appears in the September 

8th issue of this great magazine. 

Eleven full page ads in this pub- 

lication alone will reach a total 
_ of 33,000,000 homes. 
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Sonatron Tube Company, 
Advertising Department, 
108 W. Lake St., Chicago, Ill. 


Please send me the complete Sonatron Proposition. | 


SONATRON dealers may: look 
forward with confidence to partic- 
ipation in SONATRON’S great- 
est year. Mail the coupon for the 
Sonatron Proposition—make the 
most of your tube business by 
stocking the Sonatron line! 


See us at the FIFTH ANNUAL 
WORLD’S FAIR, New Madison 
Square Garden, New York, September 
17th to 22nd. Booth 4—Section DD. 


SONATRON TUBE COMPANY 
16 Hudson St., New York, N. Y. 
108 W. Lake Sc., Chicago. Ill. 
88 Eighth Ave., Newark, N. J. 
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A Bushing for Every Purpose 


PORCELAIN 
COMPOSITION 


Send for Literature 














Multi Electrical Mfg. Co. 


210 No. Ogden Ave., Chicago, Ill. 





Can’t you _ see 
wonderful sales 
possibilities in this 


Sell 2-! 


unique combination—an electric heater 
and range—which folds up into small 
space when not in use and which has so 
many obvious applications. 
appliance rather than a new type of 


It’s a new 


ey 


The Foldex 
operates at a cost 
per burner per 
hour of no more 
than an_ electric 


—_ ELECTRIC HEATER CO. 


1435 Franklin Street 


The Proverbial 


Hot Cakes 


have nothing on 
us! 


heater or range, though it is both of 
those articles. 


Now add to its great usefulness the 
item of appearance. Its high grade 
enamel finish makes it an attraction in 
the living room, as it is useful in the 
kitchen as a cooker. Year-round useful- 
ness makes it a splendid item to push at 
any time. 


Heat when and 
where required 
at desired tem- 
perature. Three 
heat switch. 


Detroit, Michigan 








always happens. You know it is no: 
a failure. Surely you will see ver) 
soon that the real failure would hay: 
been had you succeeded just there. 
because that success would have dis 
inclined you to tackle something in 
a different direction that you now 
see you are restless to tackle. 

You can fail, but you cannot be 
hurt. 

But when you fail in an aim where 
you have been playing not only for 
safety first but for safety last and 
safety all through, that indeed is de- 
moralizing. You are discouraged, 
your impotence is real: you get no 
genuine sympathy from your fellow 
men, and you know you do not de- 
serve it, for you feel scorn for your- 
self. 


* # 


The Dumb Speak 


(Continued From Page 9) 
came to the rescue; he relaxed and 
smiled. 

“You're a blunt son of a gun, aren't 
you?” he said. “You're the first job- 
ber’s salesman that had the guts to 
put the screws on me, and I think I 
like you for it. A lot of them used 
to bull-doze me, and I put on this 
pose for self-protection.” 

“Sure. I don’t blame you,” I said, 
smooth as oil and with presence of 
mind to drop back in my chair and 
hitch it closer to him. “I’d do the same 
thing. But, I bet if a good salesman 
came along and convinced you that he 
had a profitable ‘special’ like this—” 

I passed over my loose-leaf sheet 
and drove home the sales points in 
apple pie order. He liked the “spe- 
cial” and there wasn’t much effort 
needed to get the order. Then we 
walked about the store, finding staples 
to add to the order. 

When everything had been satisfac- 
torily settled, which took two solid 
hours, the dealer walked to the door 
with me. 


“Say,” he said—‘‘where’d you learn 
that deaf and dumb language?” 

“Oh, I used to know a fellow who 
was dumb,” I said, “and I had to 
learn it to talk with him.” Of 
course, I didn’t go into details and 
explain that the friend was himself! 


That was only the beginning of 
nice string of orders, and I held him 
as long as I was in the territory, bu! 
my wife’s health began to fail and 
we had to pull up stakes and hit tor 


the Southwest. I learned a good 
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QUICK 
Deliver 


Over 200 styles and types for im- 
mediate shipment from convenient 
warehouse stocks. 


EMERSON 
MOTORS 


Made by the Makers of Emerson Fans 


THE EMERSON ELECTRIC MFG. CO. 
2018 Washington Avenue, Saint Louis, Missouri 
50 Church St., New York City 
806 W. Washington Blvd., Chicago 





Split phase poly phase - 1/30to2h.p. - D.C. Repulsion Start Induction 








The New 
Levoter 


Link —" 


HE New Fixture Switch 

used in the Levolier Link 

Switch will take the destruc: 

tive initial surge of a cold 

500-watt gas-filled lamp and stay on the job year after 

year. The Levolier Link Switch is an economy be- 

cause it is made to be used in any chain fixture, old 

or new, and between any two links of chain. When 

installed in fixtures that have been previously hung 

it fits in place of one of the chain links without alter- 

ing the length of the fixture or necessitating rewiring 

or splicing of lead wires and without taking down 
the fixture. 


Let us send you a free sample. 


ESTABLISHED 1904 


VALPARAISO INDIANA 











lesson in that sale, anyway, and that 
was to be rough if gentle methods 
failed. Whenever I thought a cus- 
tomer or prospect was holding out 
on me, I just put on the screws, and 
nine times out of ten it worked. Just 
do anything to jerk the other fellow 
out of his shell and you'll find he is 
easy to “work on”. 
* * * 


L. F. Philo 
(Continued from page 16) 
the present time he is active in the 
Westinghouse Agent Jobbers Associa- 
tion, his company having become a 
Westinghouse-Agent jobber in 1920. 

He is married and has one 
daughter, Helen, 20 years old. Mrs. 
Philo was Rose Henderson. They 
were married in St. Louis in 1908. 
He admits being a rotten golfer and 
a worse bridge player. 

One of the manufacturers who has 
known Mr. Philo for a great many 
years has remarked that in his opinion 
he is one of the best supply men in 
the business and knows it most 
thoroughly in all its details. He says, 
furthermore, that Philo has an almost 
mysterious faculty of building up 
sales. He is not the hard driving 
sales manager but he gets 100 per 
cent out of his men. He will take al- 
most any kind of a campaign and 
make a success out of it. Further- 
more, he is a man who can make 
money out of the electrical wholesal- 
ing business if there is any to be 
made and yet, while observing him in 
action you hardly know how he does 
it, so smooth is the action of the ma- 
chinery. Probably one can account 
for this success, without apparent 
effort, as success in nine out of ten 
sports can be accounted for—proper 
timing. 

Of him another old friend remarks: 
“A hard working, hustling good fel- 
low and a mighty congenial friend is 
the best way to describe Lou Philo.” 

* * * 
Iron City Moves 
The Iron City Electrical Co. of 


| Pittsburgh has moved from 630 Wm. 


Penn Way to Sixth Ave. and Diamond 
St., near Forbes St. Its new home 


| is a big six story building. A mailing 


blotter was issued at the time, bear- 
ing a plat of that part of the city and 
indicating the new location. It is not 
far from Point Bridge, Liberty Bridg: 
and the county jail. Iron City ex 
pects to furnish all the convenienc 
outlets for the last mentioned. 
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vents burning out tubes and sets. 
Eliminates extraneous current line 





just it in 3 minutes, and it’s there 
for life, always safeguarding the 
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You sure can sell this one 


Folks have just been sitting up nights wanting a Static Filter. Dealers have been 
looking for it, too. The market is ready—and so’s the Wirt Static Filter! 


Does it work? That’s your only question, isn’t it? IT SURE DOES! Think we’d 
put the Wirt name an anything phony? Not by a long shot, no sir! 


Easy price, too—only $2.25. For that price, everybody who buys is going to be 
pleased. Besides, we guarantee satisfaction—an absolute, money-back guarantee. 


Wirt Static Filter (No. 223) takes out ordinary static from any set, anywhere— 
from battery sets, from A-C sets. Will even soften the static of a nearby storm 
enough so you don’t have to shut down your set. Sharpens selectivity. Rounds out 
high notes, clears up low notes. No distortion. 


Push Wirt Static Filter now and all fall and winter. It’s a winner! Put one on your 
own set and enjoy the best radio reception you’ve ever had. 


STOPS LIGHTNING! 


Wirt Lightning Arrester safeguards = - Vi/ reir (ZOMPANY 
o 


of bakelite and brass. Sturdy and 














looks big value for its price—only $1. 5221 Greene Street Philadelphia, Pa. 
Complete with rigid bracket, brass MAKERS OF “DIM-A-LITE” AND “DIM-A-LAMP” 
screw for mounting. Aerial fastens to New York, N. Y. Chicago, Ill. San Francisco, Calif. 
terminal without cutting—much the Hathaway & Co.,Inc. Geo. Richards & Co. James J. Noble Co. 
best practice. $1 list—usual discounts. 16-22 Hudson St. 557 W. Monroe St. 915 Bryant St. 
Push Wirt A-C Voltage Wirt Static Filter 
Regulator, too! Sure Does Work! USE COUPON NOWX 
WIRT 
gS Ra Ny The Wirt Static Filter is still a good bit of WIRT COMPANY, 
INDICATOR a mystery. We’ve worked over it for three 5221 Greene St., 
years, but even yet are not positive as to Philadelphia, Pa. 
why or how it gets the static out. It does 
not have a condenser effect, it does not [) Ship me 10 Wirt Static Filters (223) at 
depend on induction, but it sure does the once 
job. To folks who like real music, rec- (J Ship me 10 Wirt Voltage Regulators 
Wirt Regulator (No. 211) pre- ommend Wirt Static Filter. They will (211) 


improve their reception and get rid of 


noise. Controls “surges.” Saves practically all static. Works on battery Ball through.........................-.....---.---- (jobber) 
hours and hours of service time sets and on AC sets. Requires little adjust- 

for your dealers. Customers can ment. Order 10 today—$2.25 is mighty M 

put it on for themselves and ad- Fe ress eee en sreeicnarerenmneaiemenetennina nin 


little to risk on a device that gets out all 
the static except the crashing of a nearby 


Only $2.25 list. storm. |S Ee ee Selene SORE ee rece 
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Holmes Appointed De Forest 
Sales Manager 

The DeForest Radio Co. of Jersey 
City, N. J., announces the appoint- 
ment of H. C. Holmes as general 
sales manager, with headquarters in 
the main office at the plant. For many 
years back Mr. Holmes has _ been 
closely identified with the radio indus- 
try, particularly in the production 
end. Prior to his present appointment, 
he was vice-president of Henry L. 
Crowley & Co., manufacturers of syn- 
thetic ceramic products widely em- 
ployed in the production of vacuum 
tubes, and secretary and general man- 
ager of the Isolantite Co. of America 
before that time. 

%* * * 


Herbert Young Sales Manager 
of Grigsby 
Herbert E. 


vears or 


Young, for the past 


two more eastern sales 
manager of the Grigsby-Grunow Co., 
Chicago, with headquarters in New 
York, has recently been made general 
Mr. 


Young will be in full charge of the 


sales manager of the company. 


sales department with complete direc- 
tion of the personnel and handling of 
the distribution of “Majestic” electric 
radio. 

Mr. Young has made an enviable 
record in the service of this company 
in the eastern territory and his in- 
fluence and the effect of his work has 
been far-reaching. 

Several other additions have recent- 





ly been made to the sales and field 
staff. 

Milton J. Barrett, well-known to 
the radio trade of New York and 
Philadelphia, has been appointed 
special sales representative for Ma- 
jestic in the east. Mr. Barrett will 
make his headquarters at the eastern 
offices of Majestic at 838 W. 42nd St., 
New York, but will spend a large 
majority of his time in direct contact 
with Majestic retailers and whole- 
salers in the metropolitan territory. 

G. L. Bailey is a new Majestic 
sales representative who will operate 
out of the New York office. Mr. 
Bailey's experience covers many years 
in the phonograph trade, particularly 
nine years with the Columbia Pho- 
nograph Co., covering Chicago and 
New York territory. 

* * # 


Reynolds Adds New Line 


The Reynolds Spring Co., Jackson, 
Mich., announces a complete line of 
signal manufactured to 
‘“Reynolite’ design and specifications, 
The 


line includes many new items recent- 


equipment, 
by Schwarze, of Adrian, Mich. 


ly perfected by Reynolite engineers. 
Prominent among new devices are in- 
teresting units in small bells, buzzers 
All “Reynolite” 
signal devices will be handled through 


and combinations. 
‘“Reynolite” wholesalers. 

John G. Rossiter, 
sales manager of the Reynolite divi- 


According to 


sion of the Reynolds Spring Co., the 


new signal equipment will be backed 
by a vigorously consistent advertising 


and sales promotion program which 


will start in September. It is stated 
that production has been going on for 
some time and that deliveries can be 
made promptly from stock. 

John T. Hill, of Los Angeles, 
H. B. Park, of Pittsburgh, P. M. Day, 
of Detroit, and C. M. Wiltbank, of 
Philadelphia, were at the Reynolds 
Jackson 
August, for special training in con- 


Spring plant in during 


nection with the new line. 
* + 


Walter J. McMahon Appointed 


Noma Sales Manager 

His many friends in the electrical 
wholesaling trade will be glad to 
know that Walter J. McMahon, re- 
cently sales manager of the Central 
Flatiron Manufacturing Co., has been 
appointed sales manager of the Noma 
Electric Corp., 340 Hudson St., New 
York. He took up his new duties on 
July 2, and is already out renewing 
acquaintances and old _ friendships 
among electrical wholesalers 
their salesmen. 

Walter is one of many old Cutler- 
Hammer graduates. After leaving 
the New York offices of the Cutler- 
Hammer Mfg. Co., where he thor- 
and “outs” 


and 


‘ 


oughly learned the “ins” 
of electrical wholesale distribution, he 
went with the Russell Electric Co. of 
Chicago and from there to Central 
Flatiron. 











Two hundred and fifty happy, celebrating employees of The 
Sonatron Tube Co. spent Saturday, July 21, at Bradley Beach 
and Asbury Park, N. J., as guests of their employers. Men and 
women workers, department heads and officials of the organiza- 
tion travelled 50 miles by bus to the beautiful Jersey shore. 


in nearby pools. 


and others. 


There was swimming in the good old Atlantic, and fancy stunts 
Those present included Nathan Chirelstein, 
president of the concern, Charles Chirelstein, in charge of th: 
factory, “Doc” Kraus in charge of the laboratory, Charlie Pin 
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Wherever There Is Night 
There Is Need of Frink Light 
—Which Means Extra Profits 


for You 











































SPOT-O-FLOD 
Automobiles, furniture, etc., can 
best be displayed under strong 
light. Frink Spot-O-Flod, low in 
first cost and extremely flexible 
of light control, can best be used 
for special effects in addition to 
the regular window illumination. 





SILVERLITE 
Making a daylight window 
into a night sign. Frink over- 
head and foot-light reflectors 
throw an even light against 
the drawn curtains causing 
the lettering in the glass to 
stand out prominently. 































MULTILITE 
Small show window. In this 
Hartford Floral Shop Multi- 
lite reflectors were installed 
to give the even, easily con- 
trolled light shown. 








This Frink complete window lighting equipment 
—Silverlite, Multilite, and Spot-O-Flod—opens 
up to you a whole new field of profitable business. 
Each unit can be used separately or in combination. 
They are so inexpensive to buy and maintain and so 
flexible in possible results that you will find innu- 


THE FRINK CORPORATION merable places where by merely showing them you 


369 LEXINGTON AVE., NEW YORK 


Branches in Principal Cities 





will make a sale. Your inquiry will bring complete 
data. Write today. Sold by legitimate jobbers. 
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DIEHL 
FANS 


OR every purpose, 

from the complete 
ventilation of an indus- 
trial plant to the renew- 
al of air in a telephone 
booth, there is a Diehl 
fan which will meet the 
requirements. 

Desk and Bracket Fans, Ceiling and Column Fans, 
Exhaust and Ventilating Fans, and fans for special pur- 
poses—each of them an efficient ventilating unit, attrac- 
tive in appearance, quiet in operation and notable for 
long life and freedom from trouble. 

Consideration of ventilation during the summer 
months only is a thing of the past. Every month in 
the year now represents an opportunity for the sale of 
equipment. 

Capitalize on the trend of the times. Furnish Diehl 
apparatus—backed by forty years specialization in fan 
production. 























DIEHL MANUFACTURING COMPANY 


Electrical Division of THE SINGER MANUFACTURING COMPANY 


ELIZABETHPORT, N. J. 


Atlanta, Boston, Chicago, Cincinnati, Dallas, Detroit, New York, Philadelphia, St. Louis 


























ADE of the right materials, in 
the most modern factory, and 
priced so that you can meet 

tape competition with it, O. K. Black 
Friction Tape enjoys a_ wide-spreac ff 
popularity in the electrical industry 
which really places it in the “repeat 
business” class. That’s where the real 


Nome | | 
Wi : 


Encourage your dealers to dis- 
play this attractive counter car- 
ton. It will build up business 
for him—and for you. 


profit lies. 


Sold Through Jobbers 


APPLETON RUBBER CO. 


Franklin Massachusetts 








NON-RAVELING AN 
BLACK FRICTION { 





Fred E. Wright and his fifteen year old 
| son, Elmer, won the annual father and son 
| golf championship of the Westchester 
County Golf Association, played July 6, 
over the course of their home club, the 
Leewood Golf Club, at White Plains, N. Y. 
The Wrights, playing alternate strokes, 
scored a brilliant 79 to win over their 
nearest opponents’ 81. Starting out with 
three straight pars, they were forced to a 
six on the fourth hole, but found them- 
selves and finished the next five holes in 
two over par for a 39 going out. Coming 
in the elder Wright was hitting his shots 
on the pin but Elmer was faltering on his 
short game causing his father a little 
anxiety, however, the young man regained 
control and they came in with a 40 to 
score the 79 and win over the field of 
twenty one fathers and sons. <A_ few 
weeks before annexing the Westchester 
title, Fred and his son won the father 
and son championship of their home club, 
Leewood. Aside from being a good golfer, 
Fred has been turning in some good scores 
in this territory for his company—The 
Oliver Tron and Steel Corp., Pittsburgh. 
Fred is New York manager of the pole 
line material department. 





Let the Customers Know 


American Flyer Mfg. Co., of Chi- 
cago, is doing something that the 
dealer and the public will appreciate. 
This is in providing a really helpful 
price tag to be attached to all of its 
electrical trains, both narrow and 
wide gage models. It is attractively 
printed in three colors, reproducing 
a “Big Train” and the “American 
Flyer” logotype on one’ side with 
sufficient space allowed for model 
number, cost and selling price. On 
the reverse side in clean legible type 
is the guarantee. This gives the con- 
sumer an opportunity to read _ th 
liberal terms of the guarantee. It also 
reminds the salesman, in demonstrat 
ing, of the guarantee, which he can 











emphasize in his sales story. 
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A Plag. of RealCo-operation 
with} th eJobber Salesman 


Based on our belief with the publishers of 
this magazine that “the salesman of the 
wholesaler is the most important man in the 
industry.” 











We have worked out a plan of co-operating 
direct from the factory—at no expense to the 
jobber salesman—making it as easy to sell this 
exceptional cleaner as any standard merchan- 
dise. The plan is being taken up enthusiastical- 
ly by hundreds of jobber salesmen since they 
have seen how simple and practical it is, and 
how it actually boosts sales. 


The popular price of the CLEMENTS- 
Jewel, its FREE Floor Polisher and its many 
mechanical superiorities create repeat business 
once a sale has been made. Jobber salesmen 
everywhere are enthusiastic over the plan. 
Write for details. You will find them in 
teresting. 














Know These Facts About CLEMENTS-Jewel 


On no other cleaner at anywhere 
near the price will you find 1/, H.P. air 
cooled motor—Free floor ‘sein 
Nozzle adjustable for Perfect Seal— 
All Wood handle—Fully covered 

Ps «-- “lead-in” wires—Automatic shut-off 
EXTRA hose connection which makes use of 


attachments attractive and practical— 
Underwriter’s and Good Housekeep- 
ing approvals. 














. CLEMENTS-Jewel Is Sold Through Jobbers Only 

CLEMENTS Jewel is backed by a strict jobber policy, which protects jobber and 
dealer against unfair competition. Every form of sales help, advertising and cata- 
logue service, is available. There is big business ahead—Get in line now. 


CLEMENTS MBG. Co., 625 Fulton Street, Chicago, Illinois 
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TPRICAL Co, ow 





No. 641 
CLASS B, 


EUREKA IRON 
BOX BELL 


This Bell has a two-coil move- 
ment wound with Ansonia En- 
ameled magnet wire and with 
adjustable contacts. This move- 
ment is mounted on a substantial 
pressed steel base, from which it 
is completely insulated, permit- 
ting the installation on metal or 
metal lath without the use of a 
wooden mat or other outside in- 
sulation. 


Write for this 64-page catalog 
J which shows a complete line 
of Annunciators, Bells, Push But- 
tons and other electrical house 
goods. 


THEANSONIA ELECTRICAL CO, 


ANSONIA. CONN. 


ANNUNCIATORS — BELLS 
BUZZERS — PUSH BUTTONS 















ELECTRICAL HOUSE GOODS 























Gur, LITE 


SUPER ~']LLUMINATOR 
Dh 


PD), 09) OYA OED 





Let the GuthLite Sales 
Department Help You! 


Thousands of building-owners would 
be interested in Scientific Lighting if 
they realized how much more and bet- 
ter illumination GuthLite pe them. 
Particularly, if they appreciated howGuthLite 
installations benefit business. Our national ad- 
vertising is doing its part to make these facts 
clear. We are doing more. We are actively co- 
operating with GuthLite dealers by circulariz- 
ing their prospect lists with information direct 
from the factory. This is opening new and un- 
suspected sources of business for retailers. We 
will gladlydo this for you,too.Send us your lists! 


The Exgwin F. Guim COMPANY 


2615 Washington Ave. St. Louis, Mo. 


Makers of the world-famous Brascolite 
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That National Electric 
Products Book 


One of the finest pieces of what 
might be termed advanced trade liter- 
ature ever issued by an electrical man- 
ufacturer is contained in a special 
book recently issued by the National 
Electric Products Co., Pittsburgh. 

The cover alone, which is 18x25 
inches in size, is a splendid example 
of art applied to industry. The 
process employed gives an_ effect 
beautiful in contrast to regular 
process color printing. 

The book, well illustrated contains 
pertinent, definite statements as to 
the results of the past and the hopes 
of the future based on the policy and 
merchandising plans of the company. 

It is a worth while book and one 
which reflects credit on the company 
who has issued it. 

* * % 


Stanley Back with Federal 


Radio 


J. C. Stanley, of Minneapolis, has 
returned to the sales staff of the Fed- 
eral Radio Corp., Buffalo, covering 
the northwest territory. Mr. Stanley 
will represent this manufacturer in 
the same states, visiting practically 
the same wholesalers as when with 
the company two and a half years ago. 
Included in his territory are Minne- 
sota, Wisconsin, North and South Da- 
kota, Iowa, Nebraska and Colorado. 








Reproduced above is the new and at- 
tractive lithograph display sign of the 
Sylvania Products Co., Emporium, Pa. 
This display sign is to be distributed free 
of charge to all Sylvania dealers. It is 
also reproduced in a smaller size for use 
on the dealer’s counter. 
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Tell your contractor customers these 


| | F reasons 
for using Romex in new houses 


1. Romex is lighter and 
easier to get to the job. 


2. Romex requires fewer 
fittings. 


3. Romex reduces labor 
costs. 


4. Romex gives a safer 


job. 








5. Romex can never rust 
—it will last as long 
as the house it is in. 





6. Romexcoststhe home 
owner less. 





7. Romexshowsalarger 
profit per job. 


If you would like more 
information about 





Romex, write for the 
latest Romex booklet. 


ROME WIRE COMPANY 


DIVISION of GENERAL CABLE CORPORATION 
Rome, New York 


ROME WIRE 





FROM WIRE BAR TO FINISHED COPPER WIRE | 
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STEEL CITY 
FULLMAN FLOOR 
OUTLET No. 499 — 


IT IS 
APPROVED 


(Underwriters File No. 2969) 








No. 499 


This box is the smallest 
approved floor outlet on the 
market. Easy to install and 
very well constructed. 


Makes an ideal outlet for | 
residences, Show Windows 
and is highly recommended 
for use in making Radio In- 
stallations. 





WRITE FOR DESCRIPTIVE 
LITERATURE 


Steel City Electric Co. 


Pittsburgh, Pa. 


| Anthony C. 
_and Richard C. Boehler, general sales 


Hankscraft Is Growing Fast 
The Hankscraft Co., of Madison, 
Wis., manufacturer of the automatic 


electric egg cooker, is obliged to 
move and in a few weeks will be 
found established in quarters five 


times as large, secured in the Fuller 
& Johnson plant. Madison, Wis., is 
sufficient address to reach them by 
correspondence. 

A new man has also been added 
to the organization—W. H. Conlin, 
formerly of the French Battery Co., 
who will undertake sales department 
promotional work. 

Wayne Ramsay, who is the active 
managerial head, is working up a 
number of new items to be added to 
will be announced 


ege 


the line, which 


later. In the meantime the 


| cooker, both separate and in combina- 


tion with the egg service set, includ- 
ing cooker, egg cups and tray, is 
being very actively pushed for the 
holiday trade, as it is a particularly 
fitting household appliance to give as 


| a Christmas present. 


* * * 


American Reproducer 
Corporation 
The American Reproducer Corp., 
which has its factory and main office 
at 1200 Summit Ave., Jersey City, 
N.d., 


known 


and which until recently was 
as the Pal Radio Co., Inc., 
now has its general sales offices lo- 
cated at 55 W. 42nd St., New York, 
under the direct supervision of Rich- 
ard C. Boehler & Co. 

The officers of the company are as 
Lopiano, president 
Barcy, 


follows: Joseph 


and treasurer; George M. 


| vice-president and general manager; 


Gunther, Secretary; 


Agresti, office manager, 


Edward C. 


| Manager. 


This company which has acquired 
by purchase, the Metro Electrical Co., 
of Newark, is introducing three new 


| types of dynamic reproducers which 


are described elsewhere in this issue. 
* * & 

Switch Plates As Decorations 

Says Alex Seltzer, president of the 

Robinson Products, Inc., “In design- 

ing homes being built today, attention 


| is paid to every single detail of the 


Even the appoint- 
ments once thought commonplace are 


decorative scheme. 


now called upon to add their touch of 
beauty to the appearance of the room. 


“Take, for example, the wall 





To “keep on keeping on” seems to be a 
fixed policy with H. R. Fletcher, recently 
elected to the vice-presidency of the 
Racon Electric Co., Inc., New York. He 
joined the Racon, as sales director, in 
February of this year, and through his 
wide acquaintance in the trade and his 
known capacity for fair dealings and 
sound business judgment, he is reported 
to have written upwards of a half million 
dollars’ worth of business. This attain- 
ment parallels those of his previous 
connections as an executive of Amsco Pro- 
ducts, Algonquin Electric Co., and as di- 
rector of sales and advertising for the 
Apceo Mfg. Co. of Providence, R. I. 





switch-plate. One now has the op- 
portunity to select a wide variety of 
color effects that were unheard of 
heretofore in fixtures of this kind. If 
you desire a plate to match the wood- 
work of a room, you may select one 
giving the effect of rich mahogany. 
If on the other hand, the color scheme 
of the room is white, there’s a switch- 
plate for you in creamy ivory. For 
something strikingly different, why 
not an exquisite marine pearl plate 
in blue, rose, green, or white? These 
new effects can be had for all the 
standard push-button and _ toggle 
plates, as well as floor-plug plates for 
lamps and other accessories. 
* * * 


He Wants to Get East 


Roy A. Parkinson, whose address 
is 5163 Highland View Ave., Los 
Angeles, Calif., has had 15 years’ ex- 
perience as an electrical wholesaler’s 
salesman. He is anxious to get a 
connection in this same line of work 
in “the east.” Roy didn’t mention in 
his letter what he meant by “the 
east,” but to most of the sun-kissed 
sons of the Golden State, east means 
anywhere from Denver to the Atlan- 
tic coast. 








meer i 
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The new house carton 
—an outstanding feature 
of the“SIX SHOOTER” 
plan — is the latest idea 
in successful lamp mer- 
chandising. It insures the 
sale of lamps by the car- 
ton. It assures SIX prof- 


RARIN’ 
TO GO! 


E new “SIX SHOOTER” ac- 

tivity offers every Agent for 
Edison Mazpa* Lamps a brand 
new opportunity for a record 
breaking Fall business. 


Backed by four successful previous 
campaigns, the “SIX SHOOTER” 
plan is sure to hit the target of 
increased sales. Thousands of suc- 
cesses throughout the country at- 
test to its effectiveness. Its principles 
have yet to misfire! 





gether they form an un- 
beatable combination. 
Read the current issue 
of THe Epison News 
Letter for full details 
of the“SIX SHOOTER” 
activity. See the wealth 
of new sales aids that 














its from each sale—instead of ONE. will be available. Prepare now for 
Its sales possibilities are equalled the greatest lamp season in your 
only by the Edison Merchandiser. To- business experience! 


*Mazpa—the mark of a research service 


EDISON MAZDA LAMPS 


GEN 


ERAL@ ELECTRIC 
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The Demand For 


THE WADSWORTH LINE 
OF SAFETY ELECTRIC SWITCHES 


Is Constantly Increasing 


WADSWORTH SWITCHES Are One of the Essential Links 
when “Wiring for Profit.” 

They make money for the man installing them because of faster work 
thru easier handling, less time on the job, more profit on the books 


the result of WADSWORTH practical design for the man doing 
the work. 

This means additional profit to the Jobber who handles WADS- 
WORTH SWITCHES, because of easy sales and rapid turn-over. 
Also Wadsworth built-in quality insures complete satisfaction, and 
no comeback. 

WADSWORTH 


It will pay you jobbers to stock and _ sell 
“There is a Wads- 


SWITCHES. Remember—the line is complete. 
worth Switch for Every Installation.” 

Send for Complete Information. 
WADSWORTH Stands for Progressive Leadership in Safety Elec- 


tric Switches. 





TRICMEGE INC. 









OUR MOTTO: Quality Goods—Prompt Service. 
































oAYBRITE 


REFLECTOR CO 


3} SOUTH BROADWAY 


~./ Onw 

¢ 5 i) 

OAT nile 

TRADE WARK REC ePAT Use 

DAV BRITE REFLECTOR CO 
ST. LovISs ™O 

L Baer te NT ST. LOUIS, MO 




















Despres-Jacobs Handles Three 
Big Lines 
Despres-Jacobs, eastern district 
sales representatives, have completed 
their selling arrangements for tl. 
coming year and will act as district 


| managers in the states of New York 


and New Jersey for the Steinite Ra 


| dio Co. 








They will continue to act as east- 
ern district representatives for the 
Adler Manufacturing Co., and _ for 
Radio Foundation, Inc., Lectophon 
licensees, who are shortly announcing 
an entirely new line of “R.F.I.” con 
speakers. 

A complete display of these thre: 
lines has been permanently installed 
in Despres-Jacobs’ new quarters at 
122 Greenwich St., New York, wher 
the district offices of the three abov: 


| mentioned companies are now located 


* * * 


Battery Men To Convene 

Final arrangements are now being 
made by the program committee ot 
the National Battery Manufacturers 
Association for the annual convention 
to be held at the Ambassador hotel. 
Atlantic City, on Thursday and I'ri 
day, September 20 and 21. 

A comprehensive business program 
is being planned, including many pa 
pers of technical and general interest 
by prominent men in the industry. 

* & * 


Wagner Moves N. Y. Sales 
Office 


The Wagner Electric 
nounces the removal of its New York 
City branch sales office from 50 
Church St., to Suite 1110, 80 Church 
St. 

The New York City service sta 
tion remains at 821 W. 54th St. 


Corp. an 








Miss A. B. Hurley, one of the best 
known women in the electrical industr) 
and office manager of the New York of- 
fice of the Frank E. Wolcott Mfg. (». 
Hartford, Conn., left for Europe on Jul) 
14, where she will spend her vacation. 
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Was 


62% 


Built to Last 
a Lifetime 


Ball Bearing 
Motor 


NOW 


i$ 50 
Less 
; attachments 


Two Year 
Guarantee 





Motor Driven 
Beating Brush 


Denver and West—$41.00 








In a City of 10,484 People 
KEINARD BROTHERS SOLD 30 CLEANERS 
in 9) DAYS~ without Door-to-Door Salesmen 





Keinard Brothers of Phoenixville, 
Pa., a city of 2330 families, used to 
sell a cleaner a month. Now they 


are averaging J( Hamilton Beach 
Cleaners a month—and doing it with- 
outa single Door-to-Door Salesman. 








Dealers Everywhere Are Selling This Cleaner 
“Over-the-Counter” ~Without Door-to-Door Salesmen 























Keinard Brothers are carrying out 
our sales plan— using the Free Mer- 
chandising helps furnished and en- 
joying a fine, profitable business. 
They recently wrote us “At the price 
it makes a wonderful seller and there 
is nothing on the market regardless 
of price that we feel can equal it.” 


Salesmanagers and Salesmen 


What Keinard Brothers are doing 
countless other Dealers are doing. 
Your dealers can do equally as well 
in any size city. Sold through 
legitimate jobbers. Write for details 
of the best money making proposi- 
tion in Vacuum Cleaner history. 


HAMILTON BEACH MFG. CO., RACINE, WISCONSIN 


Subsidiary of Scovill Mfg. Co. — assets over $33,000,000 and a record of 126 years of successful manufacturing 


Hamilton Beach Vacuum Cleaner 


‘Moror-DrIvEN BEATING BRUSH WITH SWEEPING BRUSH ACTION 
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“It has a grip like its namesake”’ 











TRADE 


REGISTERED 


Split Knobs 


‘Tess are the 
safe, approved knobs for 
all types of residence wir- 
ing. They mean better jobs 
at no added cost. Bull Dog 
Split Knobs, together with 
Illinois Porcelain Tubes, 
Cleats, Solid Knobs and 
Reversible Square Split 
Knobs, form a complete 
line of standard porcelain. 


Sold Through Wholesalers. 


Illinois Electric Porcelain Co. 
Macomb, Illinois 
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New Electrical Products 











The Autovent Fan & Motor 
Co., 1805 N. Kostner Ave., 
Chicago, has announced a new 
cabinet type of ventilator for 





homes and commercial pur- 
poses. It has a capacity of 
600 cu. ft. per minute and 


the motor is insulated from the 
fan frame and cabinet. The 
latter is given two coats of 
white lead and oil. A finishing 
coat to comply with surround- 
ings is applied by the paint 
contractor. 

















The Connecticut Electric Mfg. Co., 
Bridgeport, Conn., is manufacturing 
the Bakelite unit receptacle shown 
here. It is made in one unit combin- 
ing both plate and receptacle so that 
it is only necessary to hook in the 
wires, screw in the plates and the job 
is done. The plate may be had in 
two tone (gloss and satin) finish or 
embossed with various designs. 








J. H. Rosenbeck & Sons, Torrington, 
Conn., is manufacturing the “Bear Grip” 
ground clamp. It is made of formed 
steel, heavily zinc sherardized, which pre- 
vents rust and increases conductivity. The 
knurled headed brass contact screw with 
a needle pointed end is cross drilled to re- 
ceive as large as a No. 10 wire. It will 
fit from 3¢ to 1% in. pipe. No tools are 
required for installations. 








The Arrow Electric Co., Hartford, 
Conn., announces two new ceiling re- 
ceptacles which may be had with or 
without shadeholder. On the left is 
the No. 325 keyless receptacle with- 
out shadeholder. On the right is the 
No. 324 keyless receptacle with shade- 
holder. Both are designed for 314 
and 4 in. boxes. 








Pass & Seymour, Inc., Solvay Sta- 
tion, Syracuse, N. Y., have released 
their P&S 1551 which is a combina- 
tion switch plug with five feet of three- 
conductor, black cotton-covered cord. 
They also manufacture a line of “Ala- 
bax” porcelain ceiling units with suit- 
able provision for this switch plug 
combination. The illustration shows 
Cat. No. AL-1202 eauipped with 
P&S 1551. The switch plug is not 
supplied as a part of Cat. No. AL- 
1202 and must be bought separately. 
The combination has a variety of 
uses when light and appliances ar: 
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HE greatest factor in the success which — —— 


q Ettco products are enjoying can well be at- is edliicre | 
; tributed to the fact that they are known (ae 


nationally by wholesalers, contractors, architects 





Armored Cable 
Flexible Steel Conduit 
Non-Metallic Sheathed 


and engineers for their quality, dependability, fair 
price and the service behind them. 














It takes time and consistent effort to build Cable 
, til . i it 
such a reputation, but with it has come a volume ~~ oe 
of business flattering to our organization and prof- , ( 


itable to yours. 


Prospects for Ettco products abound in your 
territory. Sell them on every call you make. 





EASTERN TUBE & TOOL CO., Inc. 


BROOKLYN, N. Y. 
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Your jobber 
has them in 
Standard 
Packages of 
100. Buy ’em 
and use ’em. 





33-O0-106A 





Perfect Insulation 


Make as for time lost in fishing 
wires through conduits by using 


WIRE 

atthe junctions. They’ rethe quick- 
est, slickest little joiners you've 
ever hooked up with. 
Inside the insulating shell is a threaded 
tube which not only squeezes the twisted 
wire ends together but bites into them, 
making a strong joint and a perfect 
connection. 
CoLt’s PATENT FirE Arms Mre. Co. 

MOLDED PRODUCTS DIVISION 
Hanrronp, Commncricur, U.S. A. @ 
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Melhuish to Head Radio Divi- 
sion, General Contract Pur- 
chase Corp. 

E. W. Miner, president of th 
General Contract Purchase Corpora 
tion, announces the election of H. T. 
Melhuish, as vice-president of th 
General Contract Purchase Corpora- 
tion, in charge of its radio division. 

The election of Mr. Melhuish fol- 
lows closely the recent acquisition by 
the Industrial Acceptance Corpora- 
tion of the General Contract Pur- 
chase Corporation and its affiliated 
companies, heretofore owned and op- 
erated as installment financing sub- 
sidiaries of the General Electric 
Company. 

The Contract Purchase Corpora- 
tions will continue the close co-opera- 
tion with the General Electric Com- 
pany that they have enjoyed over a 


long period of years. 
* * * 


Eagle Electric Cultivates 
Wholesaler 

The Eagle Electric Mfg. Co. an- 
nounces that Mr. Charles F. Cope- 
land has joined its active selling 
force. Mr. Copeland will act as 
direct office representative in all ter- 
ritories east of the Mississippi, 
working with the large force of 
representatives and helping build up 
electrical wholesaler business. Mr. 
Copeland is well-known to the trade, 
having traveled for the Ostrander 
Electric Co. 

The Eagle Electric Mfg. Co. re- 
ports that it has rapidly brought 
about a strict wholesale policy, deal- 
er business being turned 


Eagle distributors to handle. 
* * # 


C. A. Wells Resigns from 
Metal Specialties 

C. A. Wells, has tendered his resig- 
nation as sales manager of the Metal 
Specialties Mfg. Co. of Chicago, witli 
which he had been connected for six 
and one-half years, the last two as 
sales manager in full charge of all 
sales, domestic and export. He is 
now taking a short vacation in Cali- 
fornia, but is expected back in Chi 
cago about September 1. His future 


over to 


plans have not been devulged but no 
doubt he will be established again 
soon in some branch of the electrical 
manufacturing field, which is his pre! 
erence and wherein he has built up 4 
reputation for policy maintenance :1 
fair dealing. 
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W eset standardized on BUSS _ Renewable 
Fuses after exhaustive investigation. They knew 
the value of dependable electrical protection and 
selected BUSS as being the best qualified to give 
this protection at the lowest obtainable cost. 

In selling your industrials you can present no 
better argument for BUSS Renewable Fuses than 
the experience of the F. Wesel Manufacturing Com- 
pany, as outlined in the letter reproduced here. 


BUSSMANN MANUFACTURING CO. ” ” ST. LOUIS, MO. 


“7 














Scranton, Pa. 












F. Wesel Manufacturin g Co 


Wesel says-BUSS Renewable Fuses’ 


Parts and 
the Link 


That’s All 






SLIP ON 


THE FUSE 
IS READY FOR 
SERVICE 
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CASH IN 
on this Switch 


OBBERS and their salesmen should 


lose no time in “cashing in” on 


this new Reliance Automatic 
Time Switch. Into it has been in- 
corporated 15 new improvements 


which give to this product a reli- 
ability which is unquestioned. 

The field is wide open for a switch 
of this caliber. And every con- 
tractor-dealer as well as industrial 
plant in your territory should be told 
about it and its features at once. 

If you do not have full informa- 
tion, write for it today. 





This shows the demount- 
able works as removed 
from the case. 


Note the sturdy termi- 
nals for connecting wires 
without soldering. 

Do not overlook the service fea- 
ture. Any complaints or adjustments 
are handled direct by us. Neither you 
nor your dealers are troubled with 
any service complaints whatever. 


Sold Through Jobbers 


RELIANCE AUTOMATIC 
LIGHTING CO. 
1907 MEAD STREET 


RACINE, WISC. 








New Electrical Products 




















The Ideal Commutator Dresser Co., 
1047 Park Ave., Sycamore, IIl., has 
announced its new large “Universal” 
solderless—tapeless wire connector. 
It takes all combinations of wire from 
four No. 14 to three No. 10. For 
smaller combinations, the company 
manufacturers its standard “Univer- 
sal” size which takes care of the 
range from two No. 18 stranded to 
four No. 14 solid with or without 
stranded or two No. 12 solid. 








The Liberty Gauge & Instrument 
Co., Cleveland, announces its new 
“Golden Glow” heater. It is made in 
five colers: lettuce green, orchid, 
ivory, rose and bronze. Specifications: 
The reflector bowl is spun of 18 ounce 
solid copper and is 13 in. in diameter, 
equipped with thumb screw adjust- 
ment for easy tilting and perforated 
base for hanging from wall. The 
heating element is genuine nichrome. 








i 
TWN 
aaa 





The M. Propp Co., 524 Broadway, 
New York, is manufacturing the elec- 
tric chimes shown above to decorate 
the top of Christmas trees and for 
other ornamental purposes. A _ little 
motor keeps the dome turning con- 
stantly tapping gongs which make the 
chimes. [t is also illuminated. 








Gobar Products, Anderson, Ind., 
has announced a new electric corn 
popper. Due to the hopper shape of 
the utensil only the unpopped kernels 
come in contact with the heat element, 
preventing burning of the popped 
corn. It may be had in pistol blue 
steel or in nickel. A wood handle and 
wooden knobs prevent burning of the 
fingers in handling. 











The Chicago Solder Co., 
4201 Wrightwood Ave., Chi- 
cago, announces its new 
Kester paste core wire 
solder. It is made of virgin 
tin and lead in a_ hollow 
wire form filled with a 
soldering paste that is 
pocketed in such a manner 
as to allow just the right 
amount to be released as 
heat is applied to the 
solder, 
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New “Master Size” WIREMOLD 
Opens Big Field for Jobbers 


Addition of new ‘‘1000” series to Wiremold line, will enable 


_—_— 


contractor-dealers in all territories to cash in on many big 
installation opportunities —and a vast potential 
market for all electrical equipment. 





“Here ib is 
exack size 












“Lay it 
round a beam 
as fastas 
on a surface 


\read how (== 


New “Beam-Strapping” 
Wiremold for use with ALL 
SIZES OF “REGULAR” 
\IREMOLD makes neat, 


ig, safe, corner connections—in- 
ie and outside—in a jiffy. That’s 








Write for details. 





Every electrical jobber knows that ade- 

quate wiring is the key to general market 

development, to the sale of all other forms 
of electrical merchandise. 


A BIG OPPORTUNITY 
—MULTIPLIED 


The addition of the new 1000” 
series, ‘‘MASTER SIZE,’’ 
WIREMOLD, to the “500” anc: 
**700” lines, literally places in 
the hands of every ‘““WBB” con- 
tractor-dealer THE MASTER 


KEY to business development 









=~ 








““T call myself—a 
“WBB” mean- 


ing 


Wiremold Business 


Builder 


I- find 
that with the aid 
of Wiremold I can 


get more busi- 


Because 


ness—and net a 


better profit.”” So 


wrote one of our 

contractor 

friends, hence 
the name 
“WBB.” 


in his district. It pays all jobber 
groups, therefore, not merely to 
be able to supply WIREMOLD 
contractor-dealers on demand— 
but to encourage their free and 
intelligent use of it. 


Notice— Watch for Big “1000” Poster 


This new ‘‘1000” poster is designed to hang in a convenient place 
in a contractor-dealer’s workshop. It shows at a glance the com- 
plete new Master Size Wiremold line with all fittings. Your copy 
is in the mail. If you don’t get it, write or wire, “WBB” Head- 
quarters, Wiremold Company, Hartford, Connecticut. 


THE WIREMOLD COMPANY 


HARTFORD, CONN. 
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Advantages 
of 
Hemingray 
Insulators 


In selling Hemingray 
Glass Insulators jobbers’ 
salesmen should _ stress 
the following advantages: 

(1) Transparency 

Exposes internal 
defects. 
Non-Porosity 
Eliminates Mois- 
ture Absorption. 
Sustains  dieletric 
strength. Prevents 
deterioration. 
Homogeneity 
Insures uniform in- 
sulating properties 
throughout each in- 
sulator. 

Up to 15,000 standard- 
ize on Glass. 


Them 
Hemingray 














New Electrical Products 





To meet the demand for wiring 
devices to be mounted on outlet 
boxes for exposed wiring in cellars, 
garages and other places where 
appearance is not of prime im- 
portance, the Weber Electric Co., 
(Henry D. Sears, general sales 
agent, Boston, Mass.), have re- 
cently placed on the market sev- 
eral new devices. These include 
toggle switches, both single pole 


and three-point and with nickel 
and porcelain covers; pull sockets 
and push sockets; and box covers 
with perforated rings attached to 
receive the Weber “Royal” sock- 
ets. The box covers for all of 
these devices may be had in either 
314 or 4 inch sizes and these box 
covers may be had in either black 
enamel, galvanized or brass lacquer 
finish. 





The American Flyer Mfg. Co., 2219 
S. Halsted St., Chicago, has an at- 
tractive and practical counter dis- 
play stand ready for distribution. 
It displays a complete line of mer- 
chandise, stations, semaphores and 
trains. The color scheme is orange 
and _ black. 





Here is the model No. 954 Stand- 
ard electric range showing glass door 
panel which may be had at an extra 
charge. A plain panel is regular 
equipment. This range is made by 
the Standard Electric Stove Co., To- 
ledo, O. 











The Metal Ware Corp., Two 
Rivers, Wis., has announced a 
new combination tea and coffee 
With it, coffee is 
prepared in the usual percolat- 
ing fashion, and by replacing 
the coffee basket with the tea 
ball, tea is made. As a tea 
percolator, this new “Empire 
Combination” 
need for separate heating uten- 


percolator. 


eliminates the 


sils, no matter whether the tea 
is steeped or boiled. 
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Accessible Fuse 
Polyphase 
Switch 


@ Meter Service Switches 
~ A Complete Line ~ 


N the “Circle T” Line of Meter Service 

Switches you have a line which will take 
care of your customers’ every requirement. 

With the development of the new line of 
Polyphase Switches with both Accessible and 
Sealable Fuses, the Trumbull Line is rounded 
out so as to include every possible switch 
needed. 

Do not overlook the new 60 and 100 ampere 
slate base Switches which are so constructed 
as to do away with the “two face” block and 
insure a better contact which can readily be 
examined—an essential feature in switches of 
more than 30 ampere capacity. ; 

There is a real profit in Meter Service 
Switches. Sell the Trumbull Line which is 
known and liked by every Central Station 
and Public Utility in the country. 


Sold Through the Jobber 


THe TRUMBELL ELECTRIC 


Mec. ComMpany 
PLAINVILLE, CONN. 


Boston Chicago 
Philadelphia Atlanta New York San Francisco 


RR@1OLe1°'- 


Neere7e1° - 


Accessible 
Fuse 
Single 
Phase 
Switch 


No. 906-111 SHUTTER 
KNOCKOUTS FOR STANDARDIZED METERS 
5-25 Amp. Single Phase 25-75 Amp. Single Phase 
$-75 Amp. Polyphase Bottom Connec 








No. $840 
ADAPTER COUPLING 
SHUTTER 


No. 5840 (Fig. 3) replaces 908-111 shown in (Fig. 1) and is attached to adopters 
connected meters 


such as shown in Fig 2 to 


accomodate 
ee ee 
NB. The above construction is standard on the f a 
1 Polyphase (Slate Base - Present ( Llonstructic 
2. Type °C amend for use with » Meter T om 
3. @0-100 Amp Shucer Type End Wall (No 209-441 
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At the Top 
In Soldering 


OBBERS:—You are offered in 
SPECO Soldering Chemicals 
a complete line of soldering fluxes 
and salts which have the benefit 
of the laboratory of the Pfan- 
stiehl Chemical Co. behind them. 


They are offered you on the 
basis of a strict jobber policy, 
priced to meet competition and 
carrying with them an attractive 
margin of profit. 


List SPECO in your Radio and 
Electric Catalogs. 


Send at once for full informa- 
tion. 


SOLD THRU JOBBERS 
Pfanstiehl Chemical Co. 
Qaukegan Illinois 














HOTEL 
GIBSON 


CINCINNATI'S 
Most Distinguished 


Hotel 
las 
1000 ROOMS 
RATES $3229 UP 


— 


— 


Cincinnati's logical con- 
vention headquarters. 
Cincinnati's hospitality 
is exemplified at the 
Hotel Gibson. 


RALPH HITZ 


General Manager 














| company. 


Pinson Starts a Business 
E. B. Pinson, who was with the 


| Illinois Electrie Co. in Los Angeles 
| for about 11 years, is now established 


in his own business at 808 E. 4th St., 
Los Angeles. He is making a special- 
ty of factory service for the Westing- 
house Electric & Mfg. Co.’s appli- 
ances, handled through the Illinois 
Electric Co. He is also taking care 
of the factory service for the Apex 
Electrical Distributing Co. of Cleve- 
land, Ohio. 

It is Mr. Pinson’s intention to build 


|up an appliance repair business, spe- 


cializing in parts for popular lines of 
household machines for the benefit of 


the wholesaler. 
* 


H. A. Robertson with Artkraft 


H. A. Robertson, formerly mana- 
ger of the Cincinnati branch of the 
Federal Electric Co., has purchased 
the interest of R. R. Trubey in the 
Artkraft Sign Co., Lima, Ohio, and 
will assume the duties of Mr. Trubey’s 
office as secretary-treasurer of the 
Mr. Roberston took over 
his new office a short time ago. 

* * * 


* * 


| Ideal Commutator Representa- 


tive 
The Ideal Commutator Dresser Co., 


| Sycamore, IIl., has recently appointed 


| New England territory. 
| three years he has been a radio deal- 
_ er and for that reason knows the prob- 
| lems of the men with whom he will 


| Chicago. 
| City. 


| the Superior Supply Co., Bluefield, 
| W. Va., as its sales representative for 
| “Ideal” 
| other maintenance equipment in the | 
Bluefield territory. A stock is carried, | 
| enabling immediate delivery on rush 


commutator resurfacers and 


requirements. 


* * * 


Amrad Sales Force Increased 


The following men have recently 


joined the Amrad sales force: 


L. D. Trefry, who will work in the 
For the past 


| contact. 


E. H. Troan, formerly announcer 


| at WHEC, the broadcasting station at 
| Rochester, New York and prior to 
| that associated with the Zinke Co. of 


He will cover New York 


Edgar K. James has recently joined 
the sales force in the capacity of Mer- 


| shon sales engineer. He is well known 
_in the radio manufacturing business 


having been in this branch of the in- 
dustry for many years. 


What A Difference 
Colored Handles Make 
To The Housewife—To 
Your Sales @ 








For Tea or Coffee 


The smart appearance of Empire Percolators, 
with stylish colored handles’ setting off the 
attractiveness of their designs, has an in- 
stant appeal to the housewife and that 
appeal is backed by the fastest *‘perking’’ 
on the market. 
Get acquainted with the Empire line of 
electrical appliances. It’s complete—con- 
tains new ideas that are sales producers— 
and is profitable to handle. The Combina- 
tion tea and coffee pot is shown above as 
one example. Write for the catalog and 
complete information. 
METAL WARE CORPORATION 
General Offices and Factory: 
Two Rivers, Wis. 
Chicago, New York, 
San Francisco, Minneapolis, 
St. Louis, Los Angeles. 


Eurine> 
Export Distributors: 


International General Electric Co. and 
John H. Graham Co. 


SOLD THROUGH JOBBERS 














In Detroit....the 
DETROIT -LELAND 
Hotel 


Seldom, if ever, has any ho- 
tel enjoyed such success as 
the new Detroit-Leland 
Hotel. 


For today, one year after 
its opening, it enjoys a 
local, national and _inter- 
national reputation which 
places it among the world’s 
foremost exclusive hotels. 


700 Large Rooms with Bath 
85% are priced from $3.00 to $5.00 


DETROIT-LELAND HOTEL 
Bagley at Cass, Detroit, Michigan 


WM. J. CHITTENDEN, Jr., Manager 
Direction Continental-Leland Corporation 


—_——! 
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New Electrical Products 





The Savage Arms Corp., Utica, N. 
Y., is manufacturing the Savage 
health motor shown above. It is 
furnished complete with oscillator 
and anchor strap in an attractive 
case, 














fast 


9) 


The Eagle Electric Mfg. Co. 59 
Hall St., Brooklyn, has brought out 
an armor-clad appliance plug which 
will be known as catalogue No. 104. 
It has a genuine phosphor bronze 
wipe contact clip, armor-clad to pre- 
vent breakage. It will fit all Ameri- 
can made appliances. 





The MacLeod 
Greenview 


Mfg. Co., 2657 
Ave., Chicago, is now 
marketing a new product known as 
the “Dormeyer” electric beater. This 
is a new development in the electric 
household appliance field and fills a 
want for a sturdy beater, whipper 
and food mixer. Its features are: 
Hamilton Beach motor, 
right and left hand rheostat switch; 
weighs only three and 
pounds; attractive in appearance, be- 
ing nickel plated; furnished with six 


universal 


one-half 


feet of light cord and light plug; is 
made in two sizes, a household and 
a commercial size; may be easily 
cleaned by running in warm water 
a few moments after using. 














The Kellems Products 
Corp., 6 Varick St., New 
York, is manufacturing the 
cable grip shown here. It 
has a solid steel eye into 
which the ends of the steel 
wire are embedded, a tube 
Sheath protects each wire 
and reduces friction against 
the ducts, has an endless 
weave, no. soldered’ ends, 
and fits smoothly over the 
cable. : 














The Steel City Electric Co., Pitts- 
burgh, Pa., has placed on the mar- 
ket its No. 499 “Midget” floor re- 
ceptacle.' It is designed for use in 
hardware floors where the wiring is 
installed in rigid conduit flexible 
armored cable, or flexible non-metal- 
lic sheathed cable and is intended 
to provide a floor outlet where de- 
vices of this type are not subjected 
to water wash or mechanical strain. 








SPECIAL WASHERS 
| No Charge for Dies 


Prompt Delivery 


| HERE’S real profit for 
| you in Special Washers 
—if they're C. W. P. 


NO DIE-COSTS 


We've been mak- 
ing special washers 
so many years that 
we have dies to fit 











practically every 
need. 
PRICE pROMPT DELIVERY 
RIGHT eget 


No delay—for the 
same reason. 











Send 
Us Your 
Inquiries 


v 


Th Cleveland Wrought 
: Products Co. 


W. 58th St. & Denison Ave. 






















CLEVELAND, 0. 


ROYAL CRYSTAL 


> AEX WL) 2 
2 FUSES 


Show When Blown 
..... Shock Proof 








































The most remarkable fuse 
development in recent years! 
. . . made of specially tempered 
glass to withstand shocks, heat 
and abuse . . . all parts firmly 
welded into a solid rugged unit. 
Used by Public Utilities, Rail- 
roads, Telephone and Telegraph 
Companies . . . highly endorsed 
by testing laboratories .. . 
widely demanded by the public 

. sell on sight . . . cost no 
more .han an ordinary fuse. In 
handy 5-pack and 50-pack. Write 
today for our special Jobber’s 
proposition! 





ROYAL ELECTRIC CO. 


Chelsea Station Boston, Mass. 











Sales Representatives in leading cities 
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<KRUSEP> 





Switch Box Supporting Strips 
with Lath Holders 


A leader for nine 
years. Millions of sets 
sold yearly. Used by 
contractors everywhere. 
Stocked by all leading 
jobbers. 


ALSO 


Kruse Strips combined with Switch 
Boxes 


“Ready” Service Fittings 
Peerless Type A Old Work Hangers 
Fitz-M-All New Work Hangers 
Non-Metallic Sheathed Cable Straps 
WRITE 
For Prices and Literature 


MID-WEST METAL PRODUCTS CO 


MUNCIE, IND. 




















CThe 
BELLEVUE :SfRATFORD 


PHILADELPHIA 











he choice of discrim 
inating Philadelphians 
and particular travelerr- 


Jamous for its 





BROAD, at WALNUT 
J.M. Rosinson, Manager 
Affiliated Hotels 


WALDORE-ASTORIA NEW WILLARD 
New York Washington 0c 





| Radio Relay League. 


Pfaltz Joins N.E.M.A. 
Albert Pfaltz has been appointed 
publicity director of the National 
Electrical Manufacturers Association, 
420 Lexington Ave., New York, ac- 
cording to a recent statement issued 
by A. E. Waller, managing director 


of the Association. 
* * 


R. C. A. Changes in Personnel 


Quinton Adams, formerly manager 
of the Radiola division of the Radio 
Corporation of America, is now man- 
ager of a new major sales division 
to be known as the engineering prod- 
ucts division, which will handle the 
sale of broadcasting stations, the sale 
of special apparatus and various sales 
contracts of the Radio Corp. 

E. A. Nicholas, formerly district 
sales manager at New York, becomes 
manager of the Radiola division. 


* 


A. R. Beyer, formerly assistant dis- 
trict sales manager, Chicago, becomes 
district sales manager at New York. 


D. A. Lewis becomes assistant dis- 


trict sales manager at Chicago. 
* * * 


Baird On Muter Sales Staff 

L. S. Hillegas-Baird, formerly of 
the Central Radio Laboratories and 
Radio Station WKAF, Milwaukee, has 
joined the Leslie F. Muter Co., Chi- 
cago, as city salesman. Mr. Baird 
was active for many years in amateur 


radio circles, having been division 





publicity manager for ‘the American | 


* @% 


| Conroy with National Electric 


Products 


J. A. Conroy, who formerly covered 


| New York State for Geo. Richards & 


Co., is now traveling in western Ohio 


| and eastern Kentucky for the Nation- 


| al 





Electric Products Corp., Pitts- 
Mr. Conroy makes his head- 
quarters at the Fountain Square hotel, 
Cincinnati, O. 

* & & 


burgh. 


Buchler to Represent 
Remington 
The Buchler Sales Co., Fifth Ave. 
& 2ist St., New York, has been ap- 
pointed to represent the Remington 
Mfg. Co., on its line of fixture can- 


dles in the Metropolitan territory. 
* * * 


Okonite Opens Dallas Office 


The Okonite Co. has opened a 
branch office at 1808 Allen Bldg., 


| Dallas, Tex. 











Trade Mark 


WIRE CONNECTORS 


THE BETTER KIND 


= —- Gael 


Give the Contractor 


Just What 
He Wants 


Safer, better and quicker 
connections. Save his time 
on the work and on in- 
spection. No twisting of 
wires. Strong, highly con- 
ductive and permanent. 
Eliminates paste, torch 
and solder. 





Send for samples and 
price list. 


Manufactured by 


JIFFY WIRE CONNECTOR CO. 
Eastern Sales Agents 
CUNNINGHAM & MONTGOMERY 
New York—Philadelphia—Pittsburgh—Boston 
HACKENSACK, N. J. 

















LA 








In Cleveland— 


The Auditorium Hotel over- 
looking Lake Erie and directly 
opposite the Cleveland Conven- 
tion Hall, is located in the heart 
of the city. 


300 Comfortable Rooms 
$2.50, $3.50 and $4.00 


W. H. BYRON, Manager 


AUDITORIUM 
HOTEL 


Cleveland, Ohio 
East 6th and St. Clair Ave. ad 
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New Electrical Products 








The Peerless Electric Co., 
Warren, O., is manufactur- 
ing the window ventilator 
shown above. It is designed 
to fit between the stop 
strips so that the window 
may be opened or closed 
without removing the ven- 
tilator. Its capacity is 600 
cu. ft. per minute. The fin- 
ish is in cream color. 





The Hare Mfg. Co., 600 S. Dela- 
ware Ave., Philadelphia, has brought 
out an electric neckwear-presser for 
the home, called “TyBoy.” It is said 
to be the first appliance of its kind 
that uses heat, pressure and moisture. 
A metal tongue fits in the necktie, 
preventing the seam and lining from 
being impressed upon the face. Two 
models are made. A steel case cov- 
ered with du Pont’s “Fabrikoid” (il- 
lustrated) and a steel case finished 
in lacquer. 














The Beaver Machine & Tool Co., 
Inc., Newark, N. J., has just brought 
out a new patented cord tap device 
as illustrated. This device is made 
in cold molded composition in black 
and brown, and is also offered in 
white glazed porcelain. 








co ) 


SPOTLIGHT 


with 


Remote Control Color Frames 


NEW SPOTLIGHT with an elec- 
tro-magnetic device for remote 
control of its color frames—permitting 
an endless variety of changing color- 
lighting effects—all of which may be 
controlled from a central point. An 
innovation in color-lighting that is in 
great demand and has boundless sales 
possibilities. Tell your trade about it 
Write for a copy of Bulletin 3 which 
gives an interesting outline of the sales 


features of this new spotlight—together 
with Trade information, prices, etc. 


KLIEGL BROS 


Universar Evectric STAGE LIGHTING Co., Inc. 
32! West SOth Street 
NEW YORK, N.Y. 

















The Westinghouse Elec. & Mfg. Co., 
East Pittsburgh, Pa., announces a 
new motor starter with a maximum 
rating of 714, H.P. This “Linestarter” 
is particularly suited for the starting 
and protection of small induction mo- 
tors driving machinery, etc., where re- | 
mote control is desirable. 






























The Borden Co., Warren, O., an- 
nounces two new self-contained 
and adjustable one to two inch die 
stocks, the No. 11 plain tool and 
the No. 11A ratchet superseding 
Nos. 25 and 26. In these new 
Beavers one set of dies is quickly 
set to thread 1, 11%, 1%, or 2- 
inch without changing dies. The 
dies cannot be mislaid as they are 
always in the tool ready to use. 
They are also quickly adjusted to 
thread under or over standard 
without affecting the length of 
thread, A great many additional 
improvements over the old Beavers 
are also to be found in these new 
types. 














HelpY our Industrial 


™ Plants 













It is “service” 
which creates good 


customers. Every 
jobber’s salesman 
realizes this fact 


and he should real- 
ize too that he is 
doing the industrial 
plant customers in 
his territory a 
teal service by 
selling them the 
Grip-Lock. 


Lamp thefts in 
industrial plants 
represent ap- 
proximately 30% 
of lamp  pur- 
chases. Show the 


plant engineer 
how he can 
eliminate this 


waste by install- 
ing Grip-Locks 
You can also secure from us the 
pigtail weatherproof socket for 
outdoor lighting. Weatherproof 
and fireproof. Key, Keyless, and 
Pull Chain Porcelain Sockets also 
furnished. 


Write for full infermation 


East Haven Specialty Co. 


Manufacturers of Grip-Lock Products 
EAST HAVEN, CONN. - - 


U.S.A. 
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Klous 
Pull 
Arm 

Attach- 


ment 








Who 


couldn’t 


ELL these Klous Pull Arm 
Attachments 
volier switches are used? 


where Le- 


Cords cannot get tangled, will 
not jiggle the reflector and cause 
flickering, moving light. Cords 
do not break, or wrap around 
the fixture. 
the Klous Attachment recog: 


nizes his need for 


Everyone who sees 


it wherever suspended 


7 
eS - B” 





lamps are used. One 
size fits all 
shades. Easy to install. 





sizes of 


Industrial Plants especially need 
Klous 


contractor-dealer customers will 


attachments and your 
find numerous places for install- 
ing them. 

Wholesalers 
ples and prices. 
and the 
profit you enjoy are two excel- 


write us for sam- 
Its ready sale 
generous margin of 


lent reasons for featuring this 


device. 


Sold Through Wholesalers 


Manufactured by 


E. J. KLOUS ELECTRIC CO. 
120 High Street, Boston, Mass. 














New Electrical Products 








The Lake Mfg. Co., Inc., Oakland, Cal., is manufacturing a line of bells, 


relays, signals, and buzzers. 
combination bell and buzzer. 


Above is shown the flush type bell, buzzer or 
It will fit any standard single gang switch box. 


The mechanism has no contacts and being compact leaves ample room in the 


switch box for connections. 


All type have provision for proper aligning plate. 


Buzzers are adjustable for tone and volume. 








Manning, Bowman & Co., Meriden, 
Conn., is manufacturing the No. 
kK4320-9 “Dunster” pattern four piece 
electric coffee service shown above. 
All four pieces are decorated with a 
hand etched design. The urn_ is 
equipped with a fuse link which 
automatically shuts off the current so 
that the urn may be started without 
water. The articles are finished in 
aranium. 











The Electric Sprayit Co., South 
Bend, Ind., is introducing a new 


rotary compressor’ type _ electric 
Sprayit. It is designed for the ap- 
plication of paints, enamels, varnishes, 
lacquers and shellac where a_ fine 
finish is necessary, such as one coat 
of enamel on fixtures and chandeliers, 
or where it is customary to rub down 
between coats, as in automobile and 
fine cabinet work. 











es 





Two new products have been announced by the Colt’s Patent Fire Arms 


Mfg. Co., Hartford, Conn. 


On the left is the “Foursome,” a four-way outlet. 
This multiple current outlet may be had in six different colors. 


On the 


right is the “Kool-Pull,” an attractive cord set with a red pull. 











ee Ne RRL REN CERES 
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Oliver Opens New Warehouse | 

The Oliver Iron and Steel Corp., 
Pittsburgh, has opened a new ware- 
house at 19th and Campbell Streets, 





stock of pole line material will be 
maintained. W. M. Watters, district 
manager, who formerly was located 
at 209 Baltimore Bldg., has moved 
his offices to the warehouse building 
and will be in charge. 


* *& * 





Triangle Opens Louisville 
Office 

Effective August 1, T. C. Worthing- 
ton, who has been in charge of the 
St. Louis office of the Triangle Con- 
duit Co., Inc., Brooklyn, N. Y., will 
represent the same company in Louis- 
ville, Ky., and the surrounding ter- 
ritory. The location of Mr. Worth- 
ington’s office will be announced 
later. 


* * + 


3 
— Clare With Joslyn 
T. W. (“Tommy’’) Clare, for 12 
4 years with the Central Electric, Chi- 
cago, and two years with Graybar, is 
now with the Joslyn Mfg. & Supply 
Co., Chicago, in the Iowa and adja- 
cent territory. 
* * * 


Latest Trade Literature 

Benjamin Electric Mfg. Co., Chi- 
cago.—A handy reference wall chart 
of industrial lighting equipment makes 
for convenience in specifying and or- 
dering by enabling one to select at a 
glance the right type, size and cata- 





























) . ~ . . 
‘ogue number of any Benjamin re- 


flector or other item of industrial 
lighting equipment. Chart furnishes 
complete listings with clear illustra- 
tions of each item, including the latest 
developments in this field. Printed in 






| 
| 
} 
| 
| 


Kansas City, Mo., where a complete | 
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High Wattage Units 


Controlled 
Individually 





Skin and loop one 
leg of circuit to one 
switch terminal. At- 
tach one end ef fix- 
ture wire to other 
terminal. Splice other 
end of fixture wire to 


The Smallest sal 
other leg of circuit. 


Pull Switch Made 


with the New 


Seveolter 


P06, U.S, PAT. OPH 


Fixture Switch 


OW that modern tendencies are 
toward high-wattage lamps and 
there is a demand for economy in in- 
stallation, individual control and ab- 
solutely dependable operation, you have 
a constantly widening market for the 
New Levolier Fixture Switch. It will 
stand up even under continuous switch- 
ing of a cold 500-watt gas-filled lamp. 


hte 


Ideal for Fit Shallow Canopies of 
Canopies Ceiling Pans Store and 
Office Fixtures 





Show this switch to your contractor and in- 
dustrial electrician customers. If you haven't 
a sample we will be glad to send you one. 


“| MECGILL/'> 


MANUFACTURING CO. | uvecm 


| Electrica aoe cialties a Quality 
STABLISHED 


VALPARAI SO - INDIANA 

















—, 





Used in 
Knockout of 
Conduit Box 
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Sell protection for 
every job 


By selling conduits that 
have stood 
the test of time 


“LORICATED,” the conduit 
that has, outside and inside, a 
special acid resisting flexible 
enamel coating that won't chip 
or crack. 


“GALVADUCT,” with its 
evenly applied zinc protective 
coating on the outside and 
enamel coating inside. 


GARLAND 


MFG. CO. 
Pittsburgh, 


Penna. 














Subscribers 


Youcan’tafford to 
miss a single issue. 
Give us your new 
address if you 
have moved. 


LY 


Be A Booster 


Tell your friends 
about 


The 
Jobber’s Salesman 

















two colors, varnished to preserve read- 
ability, 22 by 2814 inches. 





Trico Fuse Co., Milwaukee, Wis.— 
A new bulletin, No. 206-B, describing 
Trico “Powder Packed” renewable 
fuses. It also contains engineering 
data and tests on load time lag and 
watt loss saving. 





Wagner Electric Corp., St. Louis— 
Bulletin 156 in Wagner ball bearing 
construction has just been issued. It 
describes and illustrates this com- 
pany’s improved sleeve bearing and 
explains the many improvements in 
bearing design accomplished by this 
company. 





Diehl Mfg. Co., Elizabeth, N. J.— 
An “Orange Stock List” is now being 
issued on the first and fifteenth of 
each month by the company. It gives 
a record of stock of motors, genera- 
tors and exhaust fans in stock not 
only at the factory, but also at the 
district offices in Atlanta, Boston, Chi- 
cago, New York, and Philadelphia. 





“Points on Productive Lighting for 
Industry” is the title of a handy 
booklet recently published by the 
Benjamin Electric Mfg. Co., 120 So. 
Sangamon St., Chicago. The subject 
has been treated with the view of 
offering valuable industrial lighting 
information in the form of interesting, 
instructive and practical suggestions 
for selling industrial lighting equip- 
ment. 





Curtis Lighting, Inc., Chicago:— 
This company has just issued a set of 
handsome plates on church illumina- 
tion which suggest the possibilities of 
beautiful “eye comfort” lighting cov- 
ering every outlet in the church build- 
ing, old or new. Methods of lighting 
the auditorium the most effectively are 
demonstrated, and suitable recommen- 
dations are given for illuminating the 
chancel, stations of the cross, win- 
dows, pastor’s study, gymnasium, 
stage, etc. 





Bryant Electric Co., Bridgeport, 
Conn.—This company has just issued 
a folder illustrating and describing 
Bryant “de luxe’’ wood inlaid plates, 
“Templus” plates, brass plates, and 
Spartan receptacles. 





Hart Mfg. Co., Hartford, Conn.— 
Bulletin No. 10 is a complete manual 


on “Diamond H” remote control 











WANTED 


Aggressive manufacturer’s sales 
agent to handle distribution of 
Rigid Conduit, Elbows and 
Couplings, in States of Ohio and 
Indiana. Must have Jobbers’ 
Sales policy and good connec- 
tions. Replies giving references 
will be held in confidence. Re- 
ply by letter. Box 350, c/o The 
Jobber’s Salesman, 53 W. Jack- 
son Blvd., Chicago. 














ANNUNCIATOR and OFFICE WIRE 


e> 


SPEAKER and EXTENSION CORDS 


INSUL-BRAID & COLORED RUBBER 
Radio Hook-up Wire. 


HOLYOKE Engineers have perfected a 
dielectric equivalent to Bakelite which 
insures against leakage in INSUL-BRAID, 
a new HOLYOKE product. 


For quality wires write 


The Holyoke Co., Inc. 


621 Broadway, New York City 
Mills—Holyoke, Mass. 




















Wrigley for Quality 


STEEL TOGGLE BOLT 






HOOD RIVETED ON 


Wrigley Toggle Bolts 
Made of heavier gauge steel. 
Can be put through smaller holes 
than average toggle bolt. 
First Toggle Bolt made. 


The Thomas Wrigley Co. 


504 Sherman St., Chicago, Ill. 
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Everybody 


knows 


Yager’ s 


Yagerss Soldering Salts and Paste 
just about grew up with the industry. 
Everybody knows us—Yes, but don’t 
let that fool you into neglecting to 


mention us once in a while. It’s the 
little items that are important on many 
a job, as any contractor knows—and 
they help to make small orders bigger 
many times also. They should be in 


every jobbers catalog. 
Send for Full Particulars 


Alex R. Benson Co., Inc. 
Hudson, N. Y. 




























171A new super-zinc- 
coated acid-proof 
conduit for unusually 


difficult conduit 
applications an 






















1+ A super conduit 
in every sense of the 
word +777 tell your 
customers about it. 



















CENTRAL 
TUBE CO. 


PITTSBURGH, PENNA. 










switches for lighting circuits and 


other uses. 





American Flyer Mfg. Co., Chicago. 
—A new colored catalog is now in 
the mail to all the names appearing 
on American Flyer’s mailing list. It 
pictures all the colored merchandise 
in true colors, photographically re- 
produced with no faking whatever as 
to size or proportions. It is 11%4x 














83 inches in size and consists of 18 
pages of interesting illustrations and 


descriptions, the kind that every 


| youngster in America will be inter- 


| New 








ested in paging through. 
* * 


New Policy of U.S. Radium 


Corp. 

The United States Radium Corp., 
York, largest manufacturer of 
luminous compound and holding con- 
structive patents covering a practical 
method of making luminous pendant 
type locators, has heretofore sold its 
product direct to wiring device manu- 
facturers and has also licensed other 
manufacturers to make pendants, in- 
serts, etc. Until now it has not sold 
under its own name. 

A new policy has been established 
recently, however, under which a line 
of luminous devices will be 
and merchandised through wholesaler- 
dealer channels under the company’s 
own name. This line will be clearly 
defined as to qualities of the various 
items. 
tion, improvement in quality and pub- 
licity as weapons to clear up a some- 
what bad situation which has arisen 
out of the merchandising methods of 
some of the licensee manufacturers as 
regard price and quality. 


put out 


It will employ standardiza- 


It announces that it is going to 
give the wholesaler and retailer, who 
had perhaps been driven out of the 
market, an opportunity to get back in 
with assurance of protection through 
its widely advertised identification 
and notification of differences in 
grades and prices. 















Guatiry] 


Bell Ringing 
Transformers 
All Approved Types including 


Outlet Box Type 


M-26 or T-26, Outlet Box 
Types, are rapidly becoming 
standard. These transformers 
are completely encased, can be 
mounted in a moment and as- 
sure a neat and efficient instal- 
lation. 

M-26 is equipped with knock-out 
for drop cord. 





M-26—8 Volt 


T-26—6, 8 and 14 Volt 
— for both 3 inch and 4 inch outlet 
Ox, 


Write for prices and information. 


DONGAN ELECTRIC MFG. CO. 
2993-3001 Franklin Street, Detroit, Mich- 


(TRANSFORMERS of MERIT for FIFTEEN YEARS }. 

























_[FLEXCO-LOK]_ 




















= A. 
Every time a lamp 
“turns up missing’ or 
‘‘pops’”’ is an argument in 
favor of FLEXCO-LOK and 
FLEXCO tlLamp Guards. 
Settle these arguments by 
selling your trade these 
reliable quards for all ex- 
posed lamps. 


Flexible Steel Lacing Co. 


4698 Lexington St. 
Chicago, tH. 
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ertainty 
creates 
reference 


VERYONE prefers cer- 
tainty to doubt. The 
power user wants to know 
the condition of a fuse. This 
accounts for the great popu- 
larity of K-E Clear Window 


Fuse Plugs. 


Clear Window 
Fuse Plugs 


HE certainty of this 

preference is your 
opportunity for profit. 
Every dealer knows K-E 
Fuse Plugs. 


Sell on Seght 


To show a sample is to 
get an order. 


Sold thru Jobbers. 


KIRKMAN ENGINEERING 


CORPORATION 
1 Dominick St., New York, N. Y. 
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Raco 


Lhe new adjustable bridge 
Wall Bracket Box 


is making a circle of friends 
nen 
















The sliding fixture bridge 
is tapped in the center to 
receive a 4’ nipple. The 
set screw locks the bridge 


in the exact position re- 1 
quired to line up brackets. J 
y, 


The bridge is permanent- 
ly anchored in long slots, 
giving plenty of adjust- 
ment,with strong support. 
The new knock-outs are 
easily removable,and per- 
mit the entrance of cable 
from any angle. 






























Listed by Underwriters Laboratories 
Patented August 24, 1926. Others pending 


| ROACH- APPLETON MFG. COMPANY 


3440 NORTH KIMBALL AVENUE - CHICAGO 45 MURRAY STREET - NEW YORK 
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Dealers will 
Sell Motors 
with This 
Display Stand 








ae ge Dealers can’t sell them if they hide 
COMPLETE them. Nobody digs around in 


stores to see if there are any motors 
TYPE RA they can buy. Motors must be put 


Single Phase out where customers can see them 
Repulsion-Induction 


16-5 FL. P. Here’s where the Master Motor 
Merchandiser can help. It displays 
TYPE PA the motor to the best advantage. It 


2 or 3 phase : 
Squirrel Cage also shows a Master Motor Grinder. 


44-746 H. P. 
What's it going to cost? Ridiculous- 


TYPE SA ly little. In fact, the first sale pays 

Split Phase the cost. And the Master Motor 

1/20-%4 H. P. Merchandiser is a handsome fixture 

—all-metal, sturdy, practical, com: 

de ol pact. Just what your dealers need 
1/20-5 H. P. to bring up sales. 





P If your dealers use it they won't 
Write for Complete , 
les Mnak keep motors. They'll sell them. Let 


us send you complete particulars. 
~ 


The Master Motor 
Merchandiser - 


THE MASTER ELECTRIC COMPANY 
Dayton, Ohio 


- 


STOCKS CARRIED IN PRINCIPAL CITIES 


MASTER a MOTORS 
STERN ReSoh een 















































Once more a big national advertising program 
is paving the way to profitable sales for 
Belden Jobbers and Dealers. 


Like a giant barrage, Belden advertising in 


the Saturday Evening Post, Popular Science 
Monthly, Radio News, Citizens’ Radio Call 
Book, Radio Broadcast and Radio Engineering 
is driving home the importance of using 
Belden Radio Accessories to millions of home 
owners in every corner of the country. 


In addition pages in Radio Retailing are 
telling dealers about the Big Merchandising 
Possibilities of the Complete Belden Line. 
Capitalize on Belden Popularity. Ask your 
dealers to buy Belden Accessories! Suggest 
Belden Window Displays for them. It’s a sure 
way to increase your sales. 


Belden Manufacturing Company 


2324-A S. Western Avenue - - Chicago, Ill. 
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ONZE Embossed 
“Red Spots” sell on 
sight— not on price. 


We can tell you 
many true instances 
where the customer picked 


Bronze Embossed “Red Spots” 


without even asking the price. 


We can tell you of one particular 
case where the customer, after 
specifying a very cheap hanger, 
changed his order to Bronze Em- 
bossed “Red Spots” although the 
— Lighting Contractor had made a 








\\ | OT I! jy mistake in his quotation and had 
G | added in his mark-up twice. 
y/ Let us give you the exact figures 
=. on these bigger profit lighting 
The Bronze Embossed ‘Red * jobs. Well gladly do so ina 
Spot” Hanger is finely pro- C) letter. 


bellished with rich, deep em- 
bossing—dignified and solid 


in appearance. You have 
only to look at a sample to 
understand why this fixture 


sells so easily. 4 


portioned—handsomely em- | 
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